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With the Editor 


URING July we had occasion to 
D call on a number of jobbers, and 

in response to our inquiries 
about business conditions every one of 
them, without exception, reported sub- 
stantial increases. One jobber said his 
June billing was greater than that for 
ahy corresponding month in the com- 
pany’s history, and that July sales were 
just as good. That these encouraging 
reports are not confined to one partic- 
ular section of the country is evidenced 
by the optimism displayed by the G-E 
distributors at their Association Island 
meeting in July. It seems that in spite 
of industrial troubles the electrical 
trade is going through the summer 
without experiencing the usual slump. 

+ * + 


Evidently jobbers’ salesmen have 
been on the job, if the number of let- 
ters entered in our prize contest is any 
criterion. “Sell ’Em Something More” 
is being used by scores of salesmen to 
increase the volume of retail sales. 
Final announcement of the contest ap- 
pears on page 10 of this issue. 

* - * 


Attention is called to the J. L. Bu- 
chanan interview article on page 7 be- 
cause he has given so many valuable 
suggestions on how salesmen can do a 
more thorough job of selling in their 
respective territories. Executives will 
also find that he has offered some very 
constructive ideas in organizing a sell- 
ing force. 

* ° * 

In our September issue we are going 
to publish a number of feature articles, 
probably the most interesting of which 
will be an interview with George Rich- 
ards, president of George Richards & 
Co., Chicago, entitled “My Faith in the 
Electrical Jobber.” Another article 
will discuss in detail the best form of 
sales letter to be sent to jobbers’ cus- 
tomers, and then there will be one deal- 
ing with the sale of equipment for 
traffic lighting. 
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We thought of You when 





“Bull Dog” Safety Switches 
are the sturdiest, strongest 
switches on the market today. 
These switches were developed 
under actual test conditions and 
are practical from every stand- 
point. 


“Bull Dog’? Switches meet the 
most exacting requirements of 
electrical engineers. They are 
standard equipment in many of 
the largest industrial plants of 
the country, where absolute 
safety and dependable opera- 
tion combined with rugged 
strength are essential. 


For safety—Put a “Bull Dog”’ 
on the job. 





MUTUAL ELEC 


DETROIT 
858 FORT ST., WEST 





we built the 
‘Bull Dogs”’ 


We have made the “Bull Dog” Safety 
Type Switch the easiest switch to 
handle and sell. There are no stand- 
ard package requirements and any 
size “Bull Dog” can be carried in 
stock in the quantity most con- 
venient. 

If your customer wants quick make or quick 
break, if he wants type “A” construction 


and interlocks, he can get it all in any 
“Bull Dog” Switch. 


These characteristics give you something 
new to sell and our own field men, sup- 
ported by national advertising, are out in 
territory, creating a market for you. 


“Bull Dog” Switches are sold only through 
chosen Distributors. Some desirable terri- 
tory is still available and we suggest that 
you write for full details of our liberal 
proposition at once. 





ICH. U.S.A. 
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A Message to Jobbers’ Salesmen 








Advertising to Gain Good- Will 


HENEVER the ownership of 
a manufacturing or jobbing 


business is sold you will find 
good-will included as an important part 
in the transaction. 

Good-will is a total 
of the prestige, aff ec- 
tion, publicity, confi- 
dence and satisfaction 
which the firm has de- 
veloped among its 
buying public. 

Often it constitutes 
the largest item of 
value, although it is 
essentially an invisible 
asset. It is because of 
the worth of good-will 
that manufacturers 
often take extreme ac- 
tion to prevent the dissolving of firm 
names when one or more of the original 
founders retire from active participa- 
tion in the business. 

Good advertisements are developers 
of good-will, Experienced advertisers 
keep their names before their field that 
they may be known; that they may de- 
velop prestige; that when the time 
comes for purchase, the buyer may be 
favorably inclined toward their firm 
because of the feeling of acquaintance 
and reliability which has been subcon- 





sciously developed through their adver- 
tising. And here comes one of the main 
reasons why you should read the adver- 
tisements in THE JOBBER’s SALESMAN 
and give preference to 
the products adver- 
tised in them. The 
very fact that the ar- 
ticles are advertised 1s 
a protection for you. 
In order to develop 
confidence and _satis- 
faction, which are im- 
portant elements of 
good-will, the adver- 
tiser must give suffi- 
cient value to satisfy 
the ultimate users in 
every particular. In 
no other way can he 
expect to obtain repeat customers who 
buy his goods whenever the need arises, 
and in no other way can he get jobbers 
to take his goods for distribution. 
Jobbers and their salesmen can rec- 
ommend the products advertised in 
THE JoBBER’s SALESMAN if for no 
other reason than that the advertise- 
ments themselves are an earnest that 
the manufacturers are seeking the 
good-will of the trade and cannot afford 
to slight design, workmanship or mate- 
rial for the sake of immediate profit. 
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Rockies $2.50 


In Canada 
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Extra 
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Libert 


PLAT 


A 
Quality Product 


for a 


Mass Market 


HEN we designed the Liberty 

Hot Plate, we aimed to meet the 
demand of millions of people for a re- 
liable, efficient hot plate at a price within 
their means. The Liberty does not com- 
pete with high priced hot plates, but ap- 
peals to a market the others never could 
be sold in. 

How well we have succeeded is evi- 
denced by the fact that the Liberty to- 
day is by far the biggest selling Two 
Dollar Hot Plate. 

The Liberty Hot Plate is correctly 
built and correctly sold. From the very 
outset we adopted a square dealer and 
jobber policy that we have used every 
legitimate means to enforce all along the 
line. 

Jobbers’ salesmen can get behind the 
Liberty Hot Plate with the full assur- 
ance that our company, and myself per- 
sonally, will continue to keep up the 
standards of quality and the square deal 
policy that are making the Liberty 
famous. 


Lawrence Efferth 


Sales Manager 


The Liberty Gauge & Instrument Co. 


R al 6545 Carnegie Ave. Cleveland 
etal : Pacific Coast Representatives 


THE UNITED STATES ELECTRIC CO. 


710 Polk St., San Francisco, Calif. 
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My Friend, the Jobber’s Salesman 


To Whom Various Recommendations Are Addressed 


which he did in these words: “A friend is some- helpful. Were this article limited to one paragraph I'd 
body you know all about and still like.” Now “shoot the works” in asking if you are planning ahead in- 
let me say at once that I don’t know all about the job- _ telligently, and emphasizing the importance of that ques- 


Oh a school boy was asked to define “friend,” received at your hands by saying something that will be 


ber’s salesman; not 
the half of it. But the 
experiences of the last 
year or two—inter- 
viewing and writing 
him up, attending his 
neetings, watching 
him at work and at 
play—have been those 
of a favored observer. 


My liking and admira- =. 


tion for the jobber’s 
salesman has grown 
with my increased un- 
derstanding of him 
and his work, and I’m 
for him unreservedly. 

My intention in this 
article is to reverse 
the usual order of 
things by interviewing 
myself so I ean set 
down some _ sugges- 
tions which will be 
helpful to jobbers’ 
salesmen. Holding 


them in high regard makes it difficult for me to see their is looked upon as a good salesman and I'll show you a 
faults or criticize them, even constructively, but what Iman who can explain promptly and briefly just what he is 
intend to do all I will do; so here goes. striving for and how he plans accomplishing his ends. On 

By way of apology, this much, at least, can be claimed the other hand, find me the man who is just barely able 
for these views of your reporters: they are sincere and to keep his name on the payroll, and if that man is asked 
prompted by a wish to return in part the many favors re- 



































By THOMAS F. CHANTLER 


Of the Staff of the Society for Electrical Development 


tion. For it has been 

(Ez — impressed upon me 
: i many times in my deal- 
a) ings with you men that 
an appallingly large 
number are jogging 
along without having 
anything in view that 
even remotely resem- 


» 
_ “a 






ye 


‘ 
fie 


bles a clear-cut objec- 





tive. I’ve made it my 





particular business to 
investigate carefully 





regarding that matter 
and have discussed it 
right and left in my 
going about amongst 
you—many are not 
planning ahead intelli- 
gently. I’m willing 








—— * to gamble that that 
ae ana criticism is fair and 
just. 


‘“‘His Manner Was Artificial and Stilted; He Spoke Like a School Boy 
Saying a Piece; He Was So Mechanical I Could Hear 


the Wheels Go Round.” who is making satis- 
factory progress, who 


Show me the man 








to explain his objective it’s dollars to doughnuts that he 
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will talk all around Robin Hood’s barn in his efforts to 
hide the fact that he doesn’t know where he is heading 
and isn’t even sure where he is at. 





The Man Who Is Just Able to Keep His Name on the Payroll 
Doesn’t Know Where He Is Heading. 


Make that test yourself on a dozen (or a hundred) men 
and see if that is not so. The man who is getting ahead 
fastest knows exactly where he is heading and how to get 
there—in any business, game or activity. So have a goal 

-and put your best thoughts into devising ways and 
means for reaching it. Otherwise—well, don’t then kid 
yourself that you are making good use of your oppor- 
tunities. 


Fit Your Proposition to the Prospect’s Viewpoint 


Recently I motored a long ways with a jobber’s sales- 
man who has a roving commission entitling him to work 
anywhere in Greater New York and Long Island. He 
was introducing a specialty and our conversation revolved 
sbout the question of getting the distribution he had to 
_have. He surprised me agreeably by the careful way he 
had analyzed his prospects and differentiated between the 
tactics suitable in selling to the different types. 

“Tell me,” I asked him, “do you always study your 
prospects and consider their point of view as carefully 
as you have done in this campaign?” 

“Nowadays I do,” he said. “But you must remember 
that I am an old-timer; what I have told you is the net 
result of years of trying and hard knocks. It was a long 
while before I got onto the importance of fitting my 
proposition to the prospect’s point of view, and my busi- 





— 


ness amounted to very little until after I got wise to tit 
stunt. Previous to that, a great deal of all that I s. 4 
to a prospect simply boiled down to a recitation of :\ 
reasons for wanting to sell, which meant little in his li;.. 
Then, one day, a contractor who knew I was on my w..y 
to see his brother-in-law, also a contractor, asked me {« 
drive him over there in my car, as he wanted to see })i11 
regarding some personal matter. 

“The first man had already given me an order. %o 
when I put my proposition up to the second man tli: 
two of them fell to discussing it between them, and my 
customer really made the sale to his brother-in-law for 
me. The arguments he used did not sound at all like tle 
ones I had used in selling him. That was eye-opeicr 
enough for me. Nowadays I make it my business to talk 
to my prospect in his own language and from his point 
of view—like his other self would do.” 

That’s the point I ‘desired to make and I am taking a 
leaf out of my friend’s book by telling it in his words 
as your other self might tell it to you. And if my experi 
ence has not been at fault, there are many jobber’s salvs 
men that need to profit by that tip. 


Stop Talking ‘‘Service’’—Give It 

That word “service” has been done to death, and isi't 
even as effective as prohibition. When a prospect is told 
that he will get service he’s likely as not to think, not 
what you would have him think, but rather of his past 
disappointments resulting from previous such promises 
made him by others—promises that the salesman straiglit- 
way forgot as soon as he had made sure of the order. 

Jobber’s salesmen are parroting that word “service” as 
freely as any class of men that I know. Some are making 
good and living up to what they promise, of course. How- 
ever, my tip would be to try the experiment of letting tlic 
action of service actually rendered do the talking—it does 
anyway in the long run. (Turn to page 5+) 





“The Arguments He Used Did Not Sound at All Like the 
Ones I Had Used in Selling Him.”’ 
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Creating Retail Outlets 


Interview with J. L. Buchanan, President of the Wesco Supply Co., St. Louis, 
Show Possibilities in Retail Distribution 


By FRED T. BANGS 


r [ ‘ ALK to practically any man in the electrical indus- 
try, ask him what he thinks of its future—not the 
immediate future, but that of ten, fifteen or twenty- 

five years—and you'll hear a harangue that sounds like a 

Victrola record caught in 

a groove. It'll sound 

something like the one 

that Charley Ebbetts of 
the Brooklyn Nationals 
pulled at a banquet years 
ago when he started out 
an after-dinner talk with: 
‘Baseball is in its in- 

So’s electricity. 

Every mother’s son in 

the industry admits it. 

This faith in the sta- 
bility and growth of the 
electrical business is com- 
mendable, indeed. It 
crops out on every hand, 
particularly in organized 
efforts, such as associa- 
tions and leagues, which 
have for their purpose 
the popularizing of things 


fancy.” 


electrical. 

Introduce, demonstrate, 
create demand—these are 
the injunctions of elec- 
trical men seeking mer- 
chandising results. 

But what about the ma- 
chinery for distributing 
these vast quantities of 
electrical devices and sup- 
plies in the years to 
What about retail 
outlets, and distribution to take care of them? That's a 
horse of another color, and I went to J. L. Buchanan to 
see if he could give me the right of it. He hemmed and 
hawed quite a bit before he would say anything about the 
solution, 


come ? 


“That would make a long story,” he began, “and I 
don’t think I could bunch it up in a few words. The 
business of distributing electrical supplies is at best 
exceedingly complex. The salesman who in the course 
of the day must apply properly selected sales energy 
to» some ten different classes of trade, and intelligently 
spread intensive sales effort over 50 to 60 different lines of 
commodities, has his problems. To send him out without 
i. appreciation of the value of sales analysis is like 
arming a good fighting man with a pea shooter and a 
butterfly net. But I might as well start at the beginning.” 
So he took me over to his stock-keeper and showed me 





Salesmen Need a Better Conception of the Possibilities of 
Their Territories, Says the Colonel. 





the Wesco method of keeping track of thé quantity in 
stock and on order, the sales, and the turnover on each 
item carried. 


“Right here is the beginning point,” he explained, “‘and 
it is the stumbling block 
of many a manufacturer's 
representative. A few 
of them, perhaps over- 
enthusiastic about their 
lines, come in here think- 
ing of exceedingly high 
numbers, and then we 
steer them up against 
these stock cards, which 
tell in no uncertain terms 
the exact 
every product for the 
week, the month and the 
vear. The cards are 
cold-blooded, I'll admit, 
and yet they define our 
unless—well, 


turnover on 


limits 
unless we can find more 
and bigger outlets for 
each particular electrical 
product.” 

I interrupted by saying, 
that that left the manu- 
facturer with his hands; 
tied so far job- 
ber was concerned, that 
the manufacturer who 
was trying in one way 


as the 


and another to create a 
consumer demand must 
depend on the jobber 
for assistance in 
distribution. 
“That's true enough,’ he agreed, “because it’s part 
of our job as distributors. But first I want to set you 
I believe the word ‘jobber’ is 


retail 


straight on one point. 
wrongly applied. We do not job and we are not jobbers. 
We are distributors, and as such have to give considerable 
thought to retail distribution. But I'll come to that a 
little later. 

“Close-up observation of the operation of the field 
salesman of any electrical distributor would indicate that, 
in general, these salesmen need (1) a better conception 
of the potential possibilities of their territories, and (2) 
more training which will enable them to use sales effort 
evenly and intensively over their entire line of com- 
modities. Org stated in another manner, field salesmen 
have not been taught to consider their territories from 
an executive viewpoint. That this condition exists is 
not entirely a reflection on the salesmen themselves, but 
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rather toward those who direct their activities and plan 
sales training. 

“To help our salesmen realize their possibilities, and to 
give them some sort of visualization of the products 
handled, we made up a commodity classification. On 
analysis it was found that there appeared to be approxi- 
mately 7500 items in stock, which, when unscrambled, 
divided themselves into 54 or 55 lines or distinct busi- 
These, in turn, could be logically arranged into 
eight major groups of commodities, as shown here.”’ 

He handed me two sheets of paper, on which were 
the group classifications. I scanned them over, and then 
asked and received permission to publish. 

“Incidently,’ continued Mr. Buchanan, “this grouping 
is used in the arrangement of warehouse stocks, publicity 
material stocks, stock cards, cost cards, inventory, trade 
catalogs and salesmen’s catalogs. With a commodity clas- 
sification in use anyone familiar with it can, unassisted, 
The entire 
erganization has greater flexibility, and works as a unit 
in a clarified atmosphere instead of floundering along 
individually in smoke and chaos. 

“But you want to know about retail outlets, don’t you?” 
“Well, early in 1921 we made a sales 


nesses, 


locate an item in any quarter or department. 


he queried. 
reconnoissance on Group 6 of the commodity classifica- 
tion, covering nine lines of material sold by merchants at 
retail, and therefore called merchandise. Owing to the 
fact that these particular lines can be built up by enlisting 
the sales efforts of the merchants, it was believed that 
there was no better place to lay the foundation for a 
solid business than in the merchandise group. We suc- 
ceeded in making substantia] gains on several of these 


— 


lines, but in spite of them it was found that if the true 
conditions were brought to light our own salesmen aid 
also the manufacturers would receive an eye-opener in 
the reverse direction. 

“Accordingly, last fall the field salesmen were supplicd 
with a reconnoissance form on which they were asked to 
record their outlets in towns of 2,000 and over for the 
lines in question. If they had no outlet in a particular 
town for any of the lines in Group 6, they were asked to 
name a dealer who would be desirable and who might 
properly be called a prospect. To keep the salesmen from 
feeling that it was simply a case of adding another bur- 
densome task to them, they were called in, individually, 
and an endeavor was made to show the picture of whiat 
would be learned and how valuable it would be to them to 
locate points where sales efforts should be properly ap- 
plied. 

“Almost from the start the results were noticeable 
to the salesmen themselves. One would find that in a 
town where he had been doing a good business in con- 
struction supplies, and where he felt very strongly 
entrenched, he was doing nothing with merchandise. 
Another would be making up his report after calling on 
the trade and find he had forgotten to talk batteries; he 
would go back and surprise himself with an initial order 
from a new customer. There were dozens of cases of 
this kind. 

“As the reports came into the house, the outlets were 
checked against actual orders for six months back, and 
all names were checked on the house mailing list. About 
January 1, when all reports were in, a summary was 
made, and there was before us, by (Turn to page 66) 





Group 1—Outdoor Construction 


Material (Less Wire and Cable) Panelboards 


Wesco Supply Co. Commodity Classification 


Federal bushings 


Fixtures and fittings 
Floodlights 
Series incandescent apparatus 










































Transformers Cabinet boxes 
Transformer specialties Flexible non-metallic conduit 
Cutouts Rigid iron conduit 


Lightning arresters 

Choke coils and disconnects 
Outdoor switching equipment 
Potheads 

Insulators 

Pole line hardware 

Pine and brackets 
Crossarms 

Pole 

Fibre conduit 

Trolley line material 


Group 2—Special Apparatus 


Watthour meters 
Switchboard instruments 
Portable instruments 
Instrument transformers 
Motion picture rectifiers 
Compensarcs 

Motors 

Motor control 

Safety switches 

Open knife switches 


Group 3—Indoor Construction Ma- 
terial 

Wiring devices 

Fuses 

Porcelain 


Conduit fittings 
Ground clamps 

Pipe straps 

Flexible steel conduit 
Armored conductors 
Flexible conduit fittings 
Outlet boxes 

Covers 

Spraguelets 

Switch boxes 
Condulets 

Wiremold 

Wire and cable 
Stage connectors 
Clamp insulators 
Connectors 


Group 4—Tools and Repair Ma- 


terials 
Insulating material 
Soldering specialties 
Tools 


Group 5—Lighting Section 


Incandescent lamps 
Steel reflectors 
Commercial lighting fixtures 


e Holophane, X-Ray and Emeralites 


Duplexalites 


Street fixtures 
Ornamental units 
Ornamental standards 


Group 6—Merchandise Section 


Radio 

Fans 

Heating appliances 
Cleaners 

Washers 

Sewing machines 
Hamilton-Beach line 
Xmas tree outfits 
Flashlights 


Group 7—Telephone Section 


Dry batteries 

Bell wiring supplies 

Buzzers and bell 

Annunciators 

Intercommunicating and apartment 
house telephones 

Magneto phones 

Telephone supplies 


Group 8—Automobile Section 


Batteries 

Battery supplies 
Pyrotips 

Garage instruments 
Rectifiers 
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Osgar Pliers Puts In Radio 


Finally Is Convinced by the Jobber’s Salesman That Radio Isn’t Such a Bad 
Proposition for the Electrical Contractor-Dealer 


By HERBERT METZ 


EAR EDITOR: A smart alack salesman sorter 
D slipped something over me the other day and 

since you asked us contractors to write and tell 
you of our troubles and so fourth even as when we dont 
have none I am taking this oportunity of relating as 
what is as pretty example of salesmanship as you can 
hope to hold up to the up and coming rank and file, 
mostly rank, of salesmen. 

Well to make a long story start it was like this. I 
was back in the shanty getting out some number 12 for 
mike and the gang and trying to remember if there was 
anything we forgot to put into that estimate for the 
colored church being as which was awarded so quick to 
us it kinder make me susspisious of something being 
wrong and I got as far as the fixtures which I couldn't 
remember as having added and was standing there with a 
roll in my hand and a absent look in my face like a con- 
gresman when I was awoke out of my revelry by a 
voice saying well this is nice weather we're having and 
there stood as nifty a dresser as you could hope to see 
considering the condition of the way things is in the 
electrical business. 

Glad to meet yer, I says, trying to look like a liar and 
absolutely ignoring his question while I went to get some 
Did this fase him? I will say it did not! 

I know as how you are a busy man he says, Mr. 
Pliers but you look like a keen cutter to me (about every 
other so called salesman springs that one on me and 
either these guys will have to change their stuff or I see 
as where I will have to change my name. That’s not 
part of what this bird says, thats an aside as they say 
in the movies) and I have a wonderful proposition to 
offer you. 

If you will go out in the store and cast your eyes a 
round you will see that the floor and shelves is con- 
gested with wonderful propositions. (This last was 
meant to be sargastic) I am off you fellows wonderful 
propositions for life from now on wonderful proposi- 
tions means as much to me as a hungarian wedding on 
the south see aisles. 

Then he comes over and whispers RADIO using the 


loom. 





same infection used by the villain in the 10-20-30 shows 
we used to see as kids. Now lissen here I says, I’ve 
fell for sockless sockets, and cleanerless cleaners and 
many other speeces of new things and I’m off this here 
wireless telephone stuff you birds camelflodge by calling 
it radio. 

But mr pliers radio is not a novelty it has come to 
stay. 

So have all the other novelties and wonderful proposi- 
tions that I was talking about as is still on my shelves. 
That’s just the trouble they come to stay all right. 

Well saying no to this bimbo is like hanging a green 
light in front of the lexington ave express. He just 
kept a coming and a coming and finely as a sort of self 
defense I finely agreed to have him show me a sample 
of the Peerless Hearless Wireless Telephone-here fur- 
ther, better clearer than any made. This baby takes a 
instrument out of his bag and tells me as how it oper- 
ates but he might just as well take me up to the soo 
and show me the garaf’s neck and tell me it was made 
of circumloctional verterbrays. if you know what I mean, 
for it was over my head. So after he gets finished and 
I came too and he starts again to talk about wave lengths 
and meet hers and capacity and so fourth I says does 
it work? 

Does it work he ‘comes back like a rubber ball, does 
fish swim, dogs bark, trees leave.. moonshine have a kick? 
I’ll say it works. Let me demonstrate. First we have 
got to put up an aunt tenti sometimes called a airel (no, 
aeryell I cant spell it and it aint in my pocket dictiona- 
ry) have you got about a 100 feet number 14 bare cop- 
per wire. Does a dentist have any teeth I answered 
quick as a flash, I can’t let this guy get away with every- 
thing. 

Well we finely got a coupla insulators some tie wire 
and the no 14 and went up to the roof which is pitched 
bad. We’ll run this wire from the flag pole to the chim- 
ney over there he says and I started to hook the insula- 
tor to the flag pole and the smart alack starts crawling 
along the ridge pole. Sudden like I here a yell and a 
ripping sound and I looks around and there is this bimbo 
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LARGE number of letters have al- 
ready been received from jobbers’ 
salesmen telling of the methods used 
and the results obtained by showing their 
dealers how the “Sell "Em Something 
More” idea helps bolster up retail sales. 
Some of them are corkers, and tell of good 
work well done. 

These letters have been entered in THE 
JOBBER’S SALESMAN’S prize letter contest, 
and have a chance to win part of the 
$100.00 that is offered for the three best 
letters. Some energetic salesman that has 
been spreading the “Sell "Em Something 
More” idea with good effect and has writ- 





$100 in Prizes to Jobbers’ Salesmen 


ten in a letter 
$50.00 check 
there'll be two 
$20.00 checks. 

Nobody is barred. Results count, not 
literary style. If you have been on the job, 
and can write a story of actual increases in 
retail sales, that will let you in, and your 
letter will get careful consideration by 
the judges. Names will not be published 
if so requested. 

The contest closes August 31, and the 
winning letters will be published in the 
October issue of THE JoBBER’s SALEs- 
MAN. 


about it is going to get a 
some fine morning, and 
others that get $30.00 and 








half way down the roof caught by an act of providence 
and a nail which has ruined his pants but saved his 
neck. He looks so grotesk I starts to laugh and he says 
if you think this is funny you better stay away from the 
morg you'll laugh yourself to death. 

I cant think of no answer to that and goes over to help 
Did you slip or something I asked trying to 
get his mind offn his predikament. No you dumbell I 
am doing the daily dozen. Say, I says getting sore at 
being razzed by this bird say I says are you talking to 
a prospective customer or your wife. 

He din’t answer that and kept quite while he was fixing 
his end of the wire. I could tell from his silence and 
the turn of affairs that he was figuring as how he was 
going to get a new pair of pants on the swindle sheet. 
Ill bet my overstock against a vacume tube that my 
name and address was down that day for a lunch, a din- 
ner cigars and bar and I was not no closer to either of 
them with this ham than I am to president of the United 
States Harding. 

Well we finely got the aereal—the ayriel—well we 
finely got the wire up and the lead in down and re hooked 
up the set and turned enough levers to make a steam- 
boat engineer sick with rage and put the receivers to 
his ears fussed and fussed and turned and turned and 
twisted and adjusted and finely I says inocently, what’s 
the price of corn today and he holds up his hand and says 
ssh ssh and from the expression on his face he’s listening 
in on a party wire so I knew he would not be through 
for a long time and started to walk away. I happened to 
have on a pare of musical shoes and this baby goes 
Say he says taking the receivers offn his ears 
cant you keep quite how can I tune in when you make 
a noise like a cage full of monkeys. 

Whaddye mean tune in must a guy be a musician to 
operate a radio set? But he didn’t answer, just side kind- 
er and went back to his tuneing and finely after I holds 
my breadth so long I thought I would drowned he hands 
the receivers to me and says listen to that and smiled 
as though all hard feelings was gone. Well as I went 


him up. 


cucoo. 





to take the receivers I axidentally knocked the set and 
you ought to have heard that bimbo yell— 

O my gosh you sap head you knocked it out of adjust- 
ment. 

Knocked what out of adjustment you cockeyed ped- 
dler. I says picking up a 6lb iron to bounce offn his 
dome. Just then a customer comes in and saved the 
smart alack from being knocked for a row of telephone 
poles. After the customer has went out the radio ex- 
pert explains as how the set has a crystal detecter and 
I knocked the cats whiskers offn the senstive spot which 
is the one spot that must be touched as the something 
or other is ticklish and that is why they is a tickler on 
it. To get this radio thing to work it seems you follow 
the same skeme you use to get the wife in good humor 
only they is no cats whiskers neede to tickle the sweet 
woman. 

Well finely the smart alack expert hands me the re-. 
ceivers and I set down as though the chair was made 
of eggs and this is what I here. 

The next selection by the buzz buzz buzz buzz will 
be buzz-buzz buzz-buzz zzzz. 

I took the receivers offn my ears and says who and 
the hell is sending this. WJZ he says. Well he aint 
so good is all I can say, I answers. WJZ aint, no 
he says WJZ is a broadcasting station and he smiled 
sweetly but I seen him reaching for a cross arm and | 
put the receivers back on my ears. 

Buzz buzz-buzz buzz-buzz. There was a big supp!) 
of onions today. Quality good-demand strong. Buzz 
buzz-buzz-buzz buzz. 

Where is this here WJZ I asks. At Newark, New 
Jersey, he says. I thought so, I shoots back, I hear the 
mosquitoes. 

Well I finely signed up to handle these radio sets ani 
all I can say is that its a great life if you can get tubes. 

Hoping you are the same, 
OSGAR PLIERS. 

P. S. I heard Pittsburgh last night on one tube 


just as plain as you can hear me. 
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Doing Tomorrow’s Selling on 
Today’s Waste Time 


Different Ways Salesmen Are Using Their Margins of Time to Help Their 
Customers, Themselves and Their Houses 


salesman was seated on a baggage truck on the 
station platform at Kingston, N. Y., addressing 
souvenir postals, writes Robert R. Updegraff in Printer’s 
Ink. I knew he was a salesman by his sample case and 


A SQUARE-JAWED, successful looking traveling 


his general air of being on the go. 
up and spied me watching him. 

‘Keeping in touch with the family?” 
thus fairly caught. 

“No; doing tomorrow's selling,’ he 
friendly smile. 

‘Tomorrow’s selling?” 


Presently he looked 
I asked, being 


replied with a 


‘“Yes—tomorrow’s—and also next month’s and next 
year’s.” 

“With souvenir postals?”’ 

“Yep. Just a little stunt of mine for using my wait- 
ing time between trains.” 

“I’m interested,” I confessed. “Tell me more about it.” 

He did. 
utes later, “‘here’s a postal I’m sending to one of my 
customers in Albany.’”’ He handed me the card. The 
picture, the Old Senate House, Kingston, didn’t mean a 


But he bid me turn the car over and read the 


“For instance,’ he was explaining a few min- 


thing. 


message in the blank space on the address side. 
what he had written: 


Here is 


Be in to see you Thursday. Remind me to tell you about the 
window display in Connelly’s drug store here. MAC. 


“And here’s one I’m sending to a druggist I called on 
in Poughkeepsie yesterday.” The message on this card, 
which showed Wall street, Kingston’s main shopping 
street, read: 

Westlake here has a new name for a Hot Fudge Sundae. He 
calls it Flapper Fudge Smother. It’s vanilla ice cream, dash of 


chopped nuts, smothered with hot fudge, cherry on top. Try it 
at your fountain. MAC. 


There were several more postals, each with some brief 
message, either telling some nearby dealer he was com- 
ing, or tipping off a druggist in a distant part of his ter- 
ritory to some novel sale stunt he had run across. 

“Makes it easier to sell ‘em when I see ‘em next, 
he confided. 
“The picture cards sort of make it seem less commercial, 
if you get what I mean. Gives dealers a friendly feeling 
toward me and my line, and sometimes a postal arrives 


whether it’s tomorrow or next December,” 


just in time to save an order for me. I’ve been doing 





“Lots of Fellows on the Road Have Pet Schemes for Making Use of Their Waiting Time; Mine Just Happens to Be Souvenir 


Postal Cards.’’ 
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it for some time now. 
while I’m waiting.” 

I expressed my admiration at the way he was going 
about it to salvage his waste time. “Oh,” he replied, 
“lots of the fellows on the road have pet schemes for 
Mine just happens to be sou- 


Takes only a few minutes a day 


using their waiting time. 
venir postals.” 

Which explains how I got started on the interesting job 
of collecting these ideas and “pet schemes” used by sales- 
men in their margins of time to help make tomorrow's 
selling easier, not only for themselves, but for the folks 
at the home office as well—the president, the sales man- 
ager, the credit manager, and the advertising manager. 

A salesman for a certain clothing company makes it a 
point to use some of his waiting time to get acquainted, on 
one pretext or another, with some substantial business 
man in town whenever he has an hour or so to spare. He 
finds that it gives him more standing with the local dealer 
if he can refer to a talk he had with Mr. So-and-So the 
last time he was in town. And from these business men 
he gets a more intimate knowledge of the cities and towns 
in his territory, and often valuable sidelights on how his 
customers, as well as their competitors, are regarded by 
the local business men, as to credit, character and general 
competence. In a word, it establishes him more firmly in 
his territory and makes each year’s selling easier and 
more resultful. 

A salesman for a confectionery house, after calling on 
his regular trade, uses whatever spare time he has to 
prowl around town looking for odd places where he can 
edge in with some one or more of the firm’s small package 
items. He has discovered some sales outlets that aren't 
to be found even on the famous list of seventeen different 
classes of dealers, other than candy stores, which the 
“Lifesavers” people succeeded in ferreting out as sales 


outlets. For instance, he sold the tool-room clerk of a 
manufacturing business in one Eastern town a small stock 
of candies that would appeal to the men who worked in 
the plant and had to stop at or pass by the tool room 
several times a day, and the clerk worked up a steady 
trade and became a good customer. And, as another in- 
stance, the timekeeper on a big construction job instantly 
took up with the idea of selling chewing gum and chic- 
clate and other small sweets to the men on the job. This 
salesman’s whole thought process is the reverse of most 
salesmen’s. Instead of looking for new stores to sell 
through, he looks for possible groups of people to sell to, 
and then he looks around for some way to see that his 
candy is placed where they can buy it. He has thus de- 
veloped some very good customers and quite a volume of 
extra business in his waiting time. Where there is a 
credit problem he meets it by having the goods shipped 
C. O. D. 

Another candy salesman is always ‘“‘working”’ in his 
loafing time by passing out samples of his candies to the 
people around the hotel or railroad station. “Never can 
tell who is a prospect,” says this salesman. ‘‘Sometimes 
a man in the crowd turns out to be a merchant who be- 
comes interested in my line and takes it on. And often 
some piece of candy interests folks and causes them to 
ask for it by name at the local candy store, not merely 
once, but repeatedly.” 

A paint salesman has made a record for himself be- 
cause he has been able to give his dealers such good ideas 
for window displays of his product. Whenever he has 
any time to wait, even if it is only ten minutes, he goes 
up and down the street studying store windows and mak- 
ing notes of the effective ones (those that people seem 
to be noticing and stopping before) in all lines of busi- 


ness. He notes the principal points (Turn to page 68) 








The Charleston Electrical Supply Co., Charleston, W. Va., 
hold a sales meeting every month, one of the features of which 
is a question-box discussion. If any salesman is in doubt 
regarding any general problem he has had to meet, he is at 
liberty to write out his question and deposit it anonymously 
in the box, so that it will come for open discussion at the next 
meeting. From the looks of the group above everything passed 
off peacefully. Front row, left to right: G. M. Taylor; A. F. 





Beck, vice-president and general manager; C. B. Peck, pres- 
ident; Mr. Trik of the Jeffrey Manufacturing Co.; B. R. Wil- 
liamson; Clarence Robertson; J. C. Tifft; G. K. Hayes; R. P. 
Burke; R. L. Cox; N. P. Catlett, and R. H. Kelly. Back row: 
S. S. Wilson; John T. Morgan, secretary and sales manager; 
J. M. Long; R. P. Tyler; D. A. Ensign; Mr. Beltz, of the 
Jeffrey Manufacturing Co.; C. E. Cornwell, and W. P. Dickson. 
Pretty good looking sales organization, isn’t it? 
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Thought Stimulators ¢ «By DAVID GIBSON 


the gambling instinct is almost universal in the human 
race. 

Here is a suggestion, then, for salesmen who like to 
take a chance: 

Don’t buy lotteries or stock in blue-sky companies. 
Take no fliers with your money. 

But— 

Take long chances with your energy. 

Suppose you have an ordinary job which is paying you 
an ordinary salary. You are doing one day’s work for 
one day’s pay, and getting along about as well as the 
average. 

Buck up, branch out, and determine during the next 
year to squander your energy on your job. Pour into 
each working day all the pep you have in your system. 

Go home or to the hotel at night, and instead of sitting 
in at a card game do some hard reading. 

Give your employer about twice as much service as he 
has any right to expect. Don’t boast about how hard you 
work. Just dig in, and hope for the best. 

Follow this plan for one year, and if at the end of 
that period you don’t win a prize—well, the game is 
crooked in your present establishment, and you will be 
wise if you quit and start in somewhere else. 

But I think you'll win. 


if IS frequently stated, and I suppose it is true, that 


= = *¢ 


N RETAIL storekeeping it has been demonstrated that 

quality and price are not the most important elements 
in holding trade permanently. 

The one thing that retail buyers resent most of all is 
the indifference of the salespeople. 

Needless errors, tricky methods, slow deliveries, in- 
solence, discourtesy, and ignorance of goods will take busi- 
ness away from a store faster than low prices or high 
quality will bring it in. 

Of course, there is less human contact in the business 
transactions of manufacturers, jobbers and wholesalers, 
and consequently less opportunity for the human element 
to come into play, yet it would be safe to say that the big 
problem of every business man is that of taking care of 
orders after he gets them rather than of getting new 
orders. 

Experienced salesmen understand the necessity of the 
proper handling of orders, and a high-grade salesman, 
in taking a new position, looks up the company’s record 
just as carefully as the company looks up his record. 

He knows that he cannot make a success unless the 
firm he represents will handle his orders in a way that 
will avoid any ill-will on the part of his customers. 

Regardless of price or quality, he knows he cannot get 
repeat business if he has to fight for service. 

This leads up to a final observation: that in building up 
a business we really have less to fear from outside compe- 
tition than from inside bungling, discourtesy and inef- 
ficiency. These are the real horse-weights that many a 
business is dragging around without realizing it. 

There has lately been a tendency to hold classes for 
letter-writers in some of the big business houses, and in 





our opinion this is just as important as holding conven- 
tions for salesmen. 

What profiteth it a business to gain 300 new customers 
ina year, and lose 300 old ones in the same period because 
of indifference, errors, slow deliveries, discourteous letters 
and tactless credit policies? 

* * # 


b groms CRICHTON was probably the greatest prodigy 
that ever lived. He was born in 1560 in Scotland. 

At thirteen he was given the college degree of bachelor 
of arts. 

At seventeen he was a master of arts. 

At nineteen he went about Europe challenging all the 
learned men to meet him in open forum. He boasted he 
could answer any question in any field of learning, speak- 
ing in any one of ten languages. He confounded his 
auditors not only with his remarkable knowledge but with 
the facility of his expression. 

He was literally a human encyclopedia, knowing all. 

Not only did Crichton startle the world with his feats of 
mental agility, but he was equally proficient in nimbleness 
and strength of body. 

He was a painter, a singer, a dancer, a horseman, a 
card player, apparently equally skilled in all the social 
and fine arts. 

One of his biographers called him “The Admirable 
Crichton,” a sobriquet that has been written into litera- 
ture, and now means a person who can turn his hand to 
anything. 

Crichton was killed at the age of twenty-two by a 
drunken prince whom he was employed to tutor. 

The remarkable part of his career, and the part we 
wish to emphasize here, is that The Admirable Crichton 
was as helpless as an inanimate library when it came to 
putting his vast knowledge to use. He accomplished no 
useful thing during his short life, and his biographers 
doubt whether a longer life would have made any differ- 
ence. He invented nothing, he formulated no new theory, 
not a single noble thought bears his name. His mind 
was like the wax of a recording phonograph; it received 
impressions and reproduced what was recorded. 

Mere learning serves no useful purpose. 

Don’t be alarmed because you haven’t a college degree. 

To be useful a man must apply and interpret knowl- 
edge. This, The Admirable Crichton, with all his book- 
learning, could not do. 

* * # 
OST of our failures are due to neglect of very simple 
principles. We persist in the desire to get some- 
thing for nothing, to make progress without effort. 

The victims of every stock-swindling deal are persons 
who are dishonest to the extent that they are seeking more 
than a natural return on their money. 

At least half the failures of young men are caused by 
their desire to advance without paying the price—in effort, 
knowledge, experience and industry. 

These young men see others ahead of them who seem 
to know no more than they do; they become sour, quit, 
and start again in another office or shop. Instead of 
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acquiring knowledge and experience through diligence, 
they slight their jobs, work by the clock, and do all they 
can to emulate the recreational habits of the boss. Their 
ambition is to join clubs, to play golf, to take week-end 
trips. 

They think advancement comes through smartness and 
pull. Sometimes it does, just as a greenhorn may have a 
run of luck at a race track. In the end, though, he loses, 
and so does the man who relies on pull. 

The simple, sure, obvious way to get ahead is to be 
honest, fair, courteous and industrious. Combine these 
qualities with good health, and success is as certain as 
failure is impossible. : 

I have read hundreds of interviews with intelligent 
men who have attained success in a worldly way, and I 
have yet to hear of one who did not mention these simple, 
everyday principles. 

All our great industrial and mercantile institutions have 
been guided by the simple, fundamental rules of good busi- 
ness. Some have been used as reservoirs for watered 
stock, and have succeeded in spite of this handicap—not 
because of it. Back of every business that makes a sub- 
stantial return to its stockholders is the policy of honesty, 
fairness, and good value for money received. All other 
factors are subsidiary. 

* * * 
WO major problems confront every business insti- 
tution. One is how to get new customers; the other 
is how to hold old customers. 

Both are of equal importance. 

I have known some business men who would spend $500 
in traveling expenses and salesmen’s salaries in order to 
get a new customer, and never give the expenditure a 
second thought; and yet the next day they would curtly 
refuse to make a 50-cent adjustment asked by an old 
customer. 

The old customer would quit. 

“A matter of principle,” the boss of the business would 
say, but— 

If a new customer is worth $500, isn’t an old one worth 
50 cents? 

The trouble with a lot of us is that when we get into 
business for ourselves we think we no longer have any 
bosses. 

The fact is, however, that a man working for somebody 
else has one boss, while the man in business for himself 
lias as many bosses as he has customers. 

Marshall Field was the first man to recognize this prin- 
ciple in the field of merchandising, and he coined the 
phrase, “The customer is always right.” 

In the field of public utility service, the Pennsylvania 
railroad was the most notable, if not the first, to apply 
the idea of retaining the good-will of old customers. 

Courtesy, promptness in making adjustments 
settling claims, and freedom from arrogance are some of 
the outstanding features of the Pennsylvania service, and 
they have given that road a high volume of business and 
the wholesome confidence and good-will of its patrons. 

The old idea that when a man’s signature has been 
signed to a contract he can be forgotten is gradually pass- 
ing out, together with the notion that a kick from an old 
customer may be answered a week after its receipt, while 
a query from a prospect must be answered in the next 


and 


mail. 





—— 


Contracts, although they may be legally binding, do 
more harm than good unless there is a selfish. motive \; 
the part of both sides to see that they are carried «iit 

In other words, a contract must be mutually profitai,|, 
or in the long run neither side will profit. 

Very few business heads need to be reminded that 1. \ 
business is essential for progress, but many businesses «..) 
with greater profit devote a part of their selling ener. 
to the more careful handling of their old customers. 


* * * 


WRITER interviewed 50 rich men and found that 
one-third of them started out in life as grocery 
boys. 

This is interesting, but it would be more interesting 
to know how they got out of the grocery stores. 

Frank Vanderlip says the hardest job he ever tackled 
was getting out of his overalls. 

Our first job and our first promotion stick in the memory 
of all of us, and, by the way, almost everyone seems to 
begin work in a grocery store. 

I have asked many men how they happened to be in a 
certain line of business, and it usually seemed to be due to 
some trifling cause. 

The foundation of the fortune of the Humphrey 
Brothers of Cleveland was the popcorn business, and they 
wandered into this because they were unable to sell a 
popcorn popper which they had invented. So they sold 
the popcorn. 

The proprietor of a department store in the West was 
once an insurance solicitor. He was elected by several 
note holders, of which he was one, to take over the in- 
terests of the former owner many years ago, when tlic 
store was small. At the time he intended to withdraw in 
« few months. 

Events over which we seem to have no control shape 
conditions that send men to all corners of the earth and 
into the strangest of enterprises. 

I know of men who claim to have selected their par 
ticular business or profession as the result of long re- 
search and study of its possibilities and their own quali- 
fications, but most of us select our jobs in about the same 
way we select our wives; that is, without any particularly 
heavy thought. Some of us make mistakes, but most of us 
are pretty well satisfied. 

Just as it is hard to say whether a man picks a wile 
or she picks him, so it is difficult to determine whetlicr 
the job seeks the man or the man seeks the job. As in tlic 
case of a man and woman, when the man and the job 
meet and join, it is because they are mutually attractive. 

Maybe eugenics are going to help us mate more scic! 
tifically, and perhaps vocational experts will tie the right 
man to the right job with a minimum of error, but in tlic 
meantime nature will let her own laws operate. 


* 2 


A title is like a hat—it must fit the man who tries to 
wear it or it’s a joke. 

When we catch hell it’s usually because we’ve been pur 
suing it. 

The true standard by which to judge a thing is i‘ 
usefulness. 

Many a man gets along better when his family’s aw*y 
than he dares to admit. 

Luck is an understudy of industry. 
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A Sales Data Card That Tells a Real Story to the Jobber 


J | 








HAVE BOUGHT 


P F 
Industrial 


Ww Machine 


SALES ANALYSIS 


PORCE-| PIPE |SCHED-| IND. 
ore BX =| WIRE | LOOM | ‘lain [FITTING] ULE [LIGHT LAuPS 


J. DAVIS, sales manager of the Lewis Electrical Supply 
R Co., Boston, has granted permission to THe Jopper’s SALEs- 
* man to reproduce the above sale’ data card which his 
‘company is using with very satisfactory results. It measures 
‘ by 10 in., and is folded to 8 by 5 in. The upper half (or one 
side) of the card appears once, while the lower half is repeated 
cn the reverse side, giving room for three years’ records. 
he items under “Tendencies” supply a clew. to the prospect’s 
‘ \aracteristics, especially when studied with an understanding of 
hat lines are handled by other houses in the field. The items 
ider “Have Bought” supply the key to the small figures run- 











TENDENCIES 


cou Ever OTHER FANS SEWING 
Bat READY arer MACH 


ning across the upper right-hand corner. When the proper 
notations have been made, the record furnishes an analysis of 
the salesman’s business with that customer. 

A more complete analysis is given by the lower form. The 
salesman who is unwittingly concentrating upon only a few 
items has that fact brought to his attention in a manner hard to 
ignore. 

As Mr. Davis: says, one great effect of the card is that it leads 
the salesman into becoming a specialist in each of the 20 classi- 
fications shown. That’s the only way his sales efforts can be 
made to show up fairly on the card. 
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“Whaddyamean, Quality?” 


Being a Discussion by Some Jobber’s Salesmen of the Application of the 
Word to Electrical Appliances for the Retail Market 


66 AD certainly does set a great table,” said Jimmy, 
voicing his approval of the food before him. 


The little party of jobbers’ 


salesmen, that ar- 


rived Thursday nights at the junction point hotel was 


gathered around their usual 
table in the corner. 

“He sure does,’ assented 
Jack as he speared a dainty 
pece of pork tenderloin. 

“Yeah, real class,” chimed 
in Sidney, the youngest man 
of the group. 

“No, it isn’t either,” cor- 
rected Jack, 
Dad’s place, no jazz orches- 


“No class about 


tra, engraved bill o’fare, nor 
soup brought on by a foreign 
nobleman in a clawhammer. 
None of that, but Dad’s place 
has something better.” 
“What's that?” 
Sid. 
“Quality, 


inquired 


something the 





world has lost sight of recently in its wild chase for the 


froth and foam of so-called ‘class’,”’ 


the oldest of the bunch. 


replied Jack. 


“Oh, stop your hair-splitting of words,” 


said Jimmy, 


“T just got back from Bling- 


town, and whaddaya think’s happened down there? Old 


man Jarryman has gone blooy.” 


“You don’t say!” 





‘‘There May Be More Real Quality in a 
Lizzie Than a High-Priced Car.” 


the very best on the market. 
added Sid. 


’> 
go under, 
“Listen,” 


remarked the other two at once. 


_—Aat; 2 
thought he had 
the finest elec- 
trical goods store 
in this part of 
the state for a 
small city—noth- 
ing but quality 
goods. The old 
man sure did up- 
hold the = stan- 
dards of good 
electrical retail- 
ing. He wouldn't 
buy anything but 


It’s too bad that he had to 


commanded Jack, “Jimmy here was just kick- 


ing about splitting hairs on definitions of words, but just 
take it from me, when the electrical trade gets to think- 
ing a little more clearly about what the word ‘quality’ 
really means, there is going to be less red ink used by 


By LAWRENCE EFFERTH 


Sales Manager, Liberty Gauge & Instrument Co., Cleveland 


bookkeepers and fewer red flags displayed by auctioneers.” 
“Old man Jarryman certainly had a peach of a book 


keeper,” interrupted Sid. 


“Shut up,” 


said Jimmy, 


“The Missus Will Raise the Dust with a Broom Forever.” 


“listen and you might learn 
something.” 

“Just what do you mean by 
‘quality’? asked Jimmy en- 
couragingly. 

“It is ‘quality’ in an article 
that gives the purchaser the 
satisfaction he has a right to 
expect, and his full money’s 
worth, whether he spends one 
dollar or a hundred.” 

“For instance?” asked Sid. 

“Well, take a _ suction 


cleaner and a broom,” ven- 


tured Jimmy. “One costs 
fifty-seven fifty, and _ the 
other one fifty. Yet each 
can be a quality article of 
its kind.” 

“Yeah, and if the old gent 


doesn’t raise the dust to buy a cleaner, the missus will 


raise the dust with a broom forever afterwards,” said Sid, 


trying to be funny. 
“That’s awful, kid,” 


commented Jimmy. 


“Let’s take something that will make a better compari 


son,” said Jack, 
“And Lizzies,” 
“Many peo- 
ple think only of 
the Rolls-Royce 
when speaking of 


@ 


quality cars. 
3 9 


True, it is a qual- 


“automobiles for example.” 
put in Sid, not to be squelched. 





ity car, but its 


high price does 








not give it qual- 
ity, nor does the 
low price of a car 
mean that it lacks 
quality. 

“The high- 
priced car has a 
certain amount of class to 


\/ 


“Old Man Jerryman Certainly Had a 
Peach of a Bookkeeper.”’ 


it that a man pays for, and 


when you look at it that way, there may be more rea! 


quality in a Lizzie than in a 


high-priced car, because, do! 


lar for dollar, the Lizzie may carry you farther for less 
money, cost less in the first place, and give as little troubl: 
as the big car that looks like a traveling palace.” 

“T know a girl down in New York (Turn to page 60 
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A new method of removing superfluous flesh made its 
appearance in London recently, and one of the show 
girls, being inquisitive, although not needing it, sub 
Isn't that just like 
The above illustration shows the double- 


Wide World Photo. 


mitted to a test of the apparatus. 
a woman? 


chin dispenser. 


Lighting an industrial scene such as this is a compar- 
atively simple matter from the viewpoint of the movie 
electricians. One Wohl dome and a small battery of 
Wohl tilting photo lamps were placed in position to 
the Rothacker cameraman’s satisfaction in a little less 
than 30 minutes. Looks like the intensity’s high 
enough to suit any of the well-known lighting bugs. 


While we are losing ground through threatened rail- 
road strikes other countries are making progress in 


electrification. Above shows a trainload of transform- 


ers, lightning arresters and other electrical apparatus 
for the French Midi Railways. At the left is shown 
a group of officials of the Chilean State Railways, 
Baldwin Locomotive Co. and the Westinghouse Elec- 
tric & Manufacturing Co., and one of the electric loco- 
motives purchased by the Chilean State Railways. 
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How’s this for bank light- 
ing? — Above ‘the cages 
are 130 reflectors spaced 
12 inches apart, with 
75-watt type C lamps, 
and above the skylight 
are 135 reflectors with 
100-watt lamps. The wat- 
tage consumption for the 
general lighting is 2.75 
yatts per sq. ft. All 
units are wired on two 
circuits to give flexibility 
of operation. The offices 
are illuminated with in- 
direct units. The instal- 
lation is in the Cosmopol- 
itan State Bank, Chicago. 


Frank W. Smith, the new 
N. E. L. A. president, is 
broadcasting a talk from 
WGY at Schenectady on 
“What Public Utilities 
Mean to the Public” 
after he had completed a 
9000-mile tour of central 





stations in this country. 
—International Photo. 





At the right is a new 


type of automobile signal 
installed in Centrai 
Park, little ol’ N’ Yawk. 
Note the spikes in the 
base of the thing.—K. & 
H. Photo. 


You can’t believe all you 
hear about radio—not the 
half of it—but it is 
rumored Sterling S. 
Sears of New York has 
succeeded in developing 
a type of loud speaker 
that can be used in con- 
junction with the ordi- 
nary garden variety of 
crystal set. Note it is 
said “rumored,” for those 
electric light bulbs in the 
center of the illustration 
look like vacuum tubes, 
but maybe they’re not in 
circuit. Hope you're not 
spoofing, S. S. S.— 
K. & H. Photo. 
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William G. Linsan, chief relay man of the New York 
Fire Department, at the relay receiving board of the 
new selector switch fire alarm system, which sends the 
alarms to all stations in the remarkable time of 10 
seconds. The board distributes the alarms to the proper 


stations with little loss of time, and it is predicted that 


the use of the system would result in greatly reducing 
the number of fatalities and amount of losses due to 
fire in the Metropolitan district. 


SALESMAN 


Above shows E. A. Faller, fire alarm expert, operating 
the selector switch of the new system, and at the left 
is Chief Fendrick of the New York Fire Department 
demonstrating the mechanism of the apparatus for 
transmitting the signals to the proper stations. The 
system has proved to be very efficient—K. & H. 


Photos. 
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P. E. Moock 


President, Moock Electric Supply Co. Canton, Ohio 
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MEN YOU SHOULD KNOW 


P. E. Moock, Electric Supply Co. 


OME men go through life and never realize the ambi- 
S tion to follow what they consider their natural voca- 
tions. Others go along for a great many years be- 

fore they satisfy their hankering for certain callings. 
So it was with P. E. Moock. From the time he was a 
ycung man Moock has always had the merchandising bug, 
as he calls it, but purely through circumstance it was not 


until he had reached _ the 


President, Moock 


oiling systems. While keeping his engines well lubri- 
cated, he began to wonder why the oil which he poured 
into his machinery could not be used over and over again. 
It was logical, for was not the oil still there after it had 
performed its initial service, even though it were a little 
dirty? 

So he began to tinker around, reasoning out the details 
of this big problem, and it 
was not long before he found 





prime of life that his hopes 
were finally realized. His 
father was a shoemaker, and 
when he was but a youngster 
the merchandising bug was 
evidenced by his desire to own 
a shoe store some day. 

Mr. Moock has been in the 
electrical business all his life, 


having entered it, he says, 
when experienced — electrical cometh. 
men could be counted on the ‘ 

tives. that 


fingers and toes and then have 
left over. Born on a 
farm five miles north of Mas- 
sillon, Ohio, on Nov. 6, 1863, 
his education was elementary, 
to say the least, what book 
knowledge he did derive hav- 
ing been gleaned from a few 
years’ attendance at the lit- 
tle red 
township. 


through life.” 


some 


. . ” 
schoolhouse in_ his his desires. 





Guides to Success 


F YOU want an axiom and 
a creed as guides to your 
conduct in the commercial world, 
take those of P. E. Moock. 
“As a man thinketh so he be- 
It is our ideas and mo- 
govern 


“Tf a man wants something or 
wishes intently to reach a certain 
goal, and works and strives con- oil 
tinuously and vigorously toward 
that end, no power on earth can 
prevent him from consummating 


himself an expert in the re- 
had de- 
this 
might be successfully done. 
He, P. E. Moock, the farm boy 
technical 


claiming of oil. He 


signed a system where 


with no education, 
had done that which for years 
had puzzled college-bred en- 
gineers. 

The Pittsburgh Gage & Sup- 
ply Co., having heard of his 


course ‘ 
success, accordingly summoned 


our 


him to Pittsburgh where in the 


course of a _ short time he 
worked out many problems in 
for the steel 


companies, thereby saving them 


reclamation 


a vast amount of money in the 
use of oil in their heavy ma- 
chinery. 

Canton seemed to have some 
magnetic power on him, how- 








During his younger years 
he worked on the farm, later 
becoming an engineer in a coal mine. Between the rough- 
and-tumble life of the farm and that with his more or less 
“hard boiled” associates of the mine, he soon learned to 
take care of himself and to live a clean life, which enables 
him to carry his 59 years with the agility of a man of 
10. He is the personification of energy. 

At the age of 23 he entered the employ of Russell & 
Co. in Massillon, where he first went into the machine 
shop and later into the engine room. He worked at this 
job but a short time when he was transferred to the com- 
pany’s power plant, which incidentally furnished the city 
of Massillon with light. Here he stayed until 1896, dur- 
ng which time he was sent to the World’s Fair in Chi- 
cago to take charge of the operation of some of the com- 
pany’s electrical machinery. Then for a while he was 
in charge of the Point Bridge power plant in Pittsburgh. 
Home ties, however, soon brought him back to his old 
stamping grounds, for March of 1896 found him in Can- 
on as chief engineer of the Canton Light, Heat & 
‘ower Co. 

During this time he unknowingly performed a great 
ervice to the engineering profession. Being in the engine 
com all these years, he, of course, had much to do with 


t 


ever, so when a couple of en- 
gineers in that city invited him 
to go into business with them he returned to help organize 
the Canton Engineering & Electric Co., which was a 
combination electrical contracting and steam engineering 
concern. 

After all these 25 years at engineering he still had the 
merchandising bug, and it was getting a stronger hold on 
lim all the time. He had been watching and studying 
and figuring and planning, until in 1919, after seeking 
the counsel of his many friends in Canton he decided to 
break away and go into the wholesaling of electrical sup- 
plies for himself. As a result the Moock Electric Sup- 
ply Co. was incorporated with a capital stock of $500,000, 
and though not the biggest in its territory, today finds it 
one of the most efficient and successful concerns of its 
kind in the central states. 

Mr. Moock was asked what, if any, was the recipe for 
success which he had to pass on to the readers of 
Tue Jopser’s SaLtesMAN. He thought for just a moment 
and then said: I'll tell an early experience which will 
answer that question. While employed in Russell & Co.'s 
engine room a friend of mine came to me and asked me 
what had made me a success in my particular work there. 
I merely told him that whatever suc- (T'urn to page 10+) 
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Factory Lighting 





Essential Facts for Jobbers’ Salesmen to Assist Dealers in Effecting the 
Sale of Lamps and Lighting Equipment 


By W. E. UNDERWOOD 


i | eae tigae factory illumination calls for 
ample light evenly distributed, absence of 
glare, and reasonable installation, mainte- 

nance and power costs. 

Selection of the Unit 
The generally accepted standard for factory light- 

ing is the RLM metal dome reflector and the bowl- 
enameled gas-filled lamp in sizes from 100 to 1,000 
watts. Where there is little soilage and small danger 
of breakage to the lighting units, and where appear- 
ance of the of considerable 
enclosing glassware is occasionally used to good ad- 
vantage together with high efficiency clear lamps. 


room is importance, 


Lighting Intensity 

The average intensity for good factory lighting is 
10 foot-candles. Storage warehouses and similar 
places do not usually require more than 5 foot- 
candles, but fine work, such as watch making, glass 
cutting, inspection, and some printing, engraving or 
lithographic processes, may require 20 foot-candles. 

Placing the Units 

Consider each room or bay as a separate lighting 
problem and, in general, mount the units as high as 
possible. The mounting height is the distance -from 
the lamp filament to the working plane, which is 
usually 30 in. above the floor. The space between 
units should not exceed one and one-half times the 
mounting height, and may be less than this figure. 

The ceiling should be divided into squares for the 
installation of the lighting units, so that each one 
has an equal or nearly equal amount of floor space 
to light. 

If the walls are fairly light in color and there are 
several rows of units, 100-watt bowl-enameled lamps 
in RLM reflectors, mounted 7.5 feet above the flcor 
and spaced 10 feet apart will provide approximately 
5 to 6 foot-candles. Under the same conditions, 150- 
watt bowl-enameled lamps will provide from 9 to 10 
foot-candles, or 300-watt lamps will provide from 15 
to 17 foot-candles. 

To obtain somewhere near the medium level of 10 
foot-candles, 150-watt lamps spaced and mounted as 
above may be used. If the mounting height or spac- 

ing is greater it is safest to use 200-watt lamps. 


The best way is to figure out the whole proposition 
on a lumen or watts-per-square-foot basis, for which 
see “THe Jopper’s SALESMAN,” for October, 1921, or 
free booklets published by nearly all manufacturers 
of incandescent lamps. 

Circuits 

It is seldom wise to put more than four or five 
lamps on a circuit. Circuits should have ample 
capacity to allow lamps of higher wattage to be in- 
stalled than called for in the original plans for the 
installation. 

In case old lighting circuits are employed and old 
units are merely replaced with up-to-date ones, thie 
circuits should not be overtaxed. 


Check With Foot-Candle Meter 

A foot-candle meter will prove whether the average 
intensity is up to standard and whether the light is 
uniformly distributed. It is also a mighty handy 
selling tool. 

Selling Facts 

It always pays in selling factory lighting to talk 
‘to the chief executive of the factory. Don’t talk 
lamps and reflectors to him, but tell what better light- 
ing will do to make his business more profitable. In 
normal times the fact that better lighting really in- 
creases production by 15 per cent or more, at a cost 
of less than 1 per cent of the annual pay roll, is a 
winner. In slack times when increased production 
holds no interest for the factory manager, turn the 
idea hind side foremost and say that better lighting 
cuts the cost of production—same production but less 
labor required. 

There are plenty of other good sales points—an 
average of 18 per cent less accidents, 25 per cent less 
spoilage, better health, less labor turn-over, etc. 

Cleaning 

Wherever you make an installation impress it on 
the management that lighting efficiency is absolutely 
dependent on keeping the equipment clean. It is 
possible to lose 60 per cent of the initial candlepower 
within two months after the installation was put in, 
if the lamps and reflectors were not washed within 
that time. Try to get a regular monthly cleaning 
schedule established. 





This is the seventh of a series giving’ condensed sales data on lighting subjects, written 
aS eS & 


expressly for jobbers’ salesmen. 
lighting will be considered. 


Before the series is concluded practically every phase of 
Save these pages for your lighting sales portfolio. 
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Capitalize This Summer on the 
Easy Selling Qualities of Westinghouse 
Household Appliances 


There's a real summer business in Westinghouse Appliances 
within easy walking distance of your store. 

Westinghouse Appliances sell most easily in summer. Hot 
weather makes household tasks more disagreeable than at other 
seasons and thus gives you the opportunity to turn into substan- 
tial profits, the labor-saving qualities of Westinghouse Appli- 
ances. 

Our national publicity is being used to reinforce this idea. 
Take the M Iron. A full page in color in the August issue of 
the Ladies’ Home Journal will carry to more than a million 
prospects the message of the M Iron’s desirability. 


Get our nearest Agent-Jobber to help you map out a summer 

sales campaign which has a punch! 

Westinghouse Electric & Manufacturing 
Company 

Mansfield Works, 


Westinghouse 
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OW I LANDED 












Let Nature Take Its Course 

MMEDIATELY after securing my 

discharge from the army a friend 
of mine connected with a large whole- 
sale electrical firm, realizing my finan- 
cial embarassment, aksed me if I could 
try to sell electrical supplies. The 
question momentarily stunned me, but 
looking him squarely in the eye I 
replied that I could—not that I 
could try! 

Something about the uncertain, hit- 
or-miss life we had experienced over- 
seas seemed to make quick on the de- 
cision, a sort of hair-trigger abrupt- 
ness, like the machine-gun fire we had 
been dodging so long; in other words, 
just darned reckless. But the deci- 
sion was made and my kindhearted 
buddy had already assumed responsi- 
bility for my “making good!” That 
is, to sell and sell and sell, even until 
it hurt—the retailer! 

Before my pal had completed his 
excellent discourse on opportunities in 
the electrical field I was sold. Speak- 
ing of enthusiasm; why, gosh all hem- 
lock, I walked out of that establish- 
ment so fairly exuding the spirit of 
enthusiasm that the assistant manager, 
noting my broad grin and obsolete 
uniform, asked me if I had brought 
back a gold mine or a French bride. 


eg 

Not knowing his relative superiority 

I told him that the kaiser held no 
fears for me; that I was a-gunning 
for the biggest prize of the season— 
a $10,000 order. 

His broad smile of approval sent 
me merrily along my way until a 
bombshell of an obstacle in the form 
of keen competition set me back vir- 
tually where I started—at zero, or at 
least that seemed the temperature of 
my brow, as I mopped off the pers- 





Little stories of 
unustial sales ~as 
told by salesmen. 


piration, awaiting the big retailer's 
verdict. 

“I appreciate the fact that you are 
a discharged veteran and all that, 
but youve simply got to produce 
the goods. The particular line that 
you handle is comparatively new to 
the Pacific Coast, and I’d much rather 
continue selling standardized brands, 
such as appeal to my steady cus- 
tomers, than to launch out upon a 
turbulent and uncertain sea with an 
entirely new product!” 

I tried my utmost to convince Mr. 
Firmthought, my retail auditor, that 
the only way to discover the merits of 
our appliances was to give them a 
fair and unbiased test, and also en- 
deavored to parrot my way to victory 
by quoting broken extracts from my 
pal’s brilliant sales talk. However, 
they sounded meaningless and futile 
when projected from my vocal appar- 
atus, and suddenly I .began losing 
courage, for all the while he was 
jotting down figures and taking notes, 
apparently ignoring my earnest en- 
deavors. 

“In order to save the time of the 
advisory board that consults with me 
upon all large purchases, I have called 
a meeting for next Thursday eve- 
ning. You may come as you see fit. I 
don’t want to discourage you, buddy, 
but we have practically decided be- 
tween two well-known lines of elec- 
trical household appliances, and, un- 
fortunately, the line which you are 
selling is neither one. There will 
be big guns present, representing 
nearly every known and unknown 
type of household appliance in Amer- 
ica and Europe. But come anyhow 
and hear the Big Berthas, and profit 
by their eloquence.” 

Out in the cool breeze of a fine sum- 
mer evening my dazed senses began 
slowly the reassembling process, and 
presently I felt like old J. Barleycorn 
after falling off the water wagon— 
into the very same water wagon. It 
possibly was a miracle that normalcy 
had not penetrated my semi-comatose 
condition ere my departure, or else 




















unavoidable display of crushed 
hopes and certain Waterloo miglit 
have wrought a most damaging im 
pression upon Mr. Firmthought. 

I went home that night, but could 
not sleep. My room, like Mr. Firm 
thought’s office, was very stuffy and 


my 


poorly ventilated. Taking blankets, 
pillow and mosquito welts, I repaired 
to the cool-of the back yard, where 
I most unfortunately disturbed the 
slothful slumbers of a pet cat and 
pet dog—when far apart. Morpheus 
eluded my earnest entreaties and 
slumber seemed a thing apart, when 
suddenly I sat up stiffly as an idea, 
a veritable gimlet, began slowly bor- 
ing its way into my cranium. Then 
a vision of that inferno of an office 
disported itself before my optics, 
a perspiring executive sizzling in the 
background, and I marvelled at the 
stupidity, for many successful busi- 
ness men are so afflicted, while the 
storerooms fairly groan with comfort- 
ing appliances that need but a spark 
of electrical energy to waft away dull 
care. 


Thursday evening arrived, and so 
did I, but a veritable army of com- 
petitors had preceded me. 


I felt 





rather unnecessary and infinitessimal 
as the big guns begrudgingly ac- 
knowledged my presence by either a 
glum nod or a grunt of disapproval— 
mostly the latter. 

It was not a hot evening; it was a 
parboiling evening, and most of “those 
present,” including the advisory board 
and Mr. Firmthought, looked as if 
they had been most delectably par- 
boiled. The windows were all up 
(there being but one), yet not a breath 
of air seemed to haunt thé office, ex- 
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‘‘The first new 


in years”’ 


try it. 


wants it. 


That’s the answer. 






years ago. Funny they didn't. 


Why the broomstick ? 
It just happened, when the first sad iron 
was made and has been perpetuated on 
the glad iron, year after year. 
Forces the fingers to be tight closed— 
pulls the cords and tendons—tires the 
‘, arm and slows the work. 
‘. “The handle that fits the hand” gives 
’. complete support at all points. 
*. The thumb is useful instead of 
Ruten- *‘s being in the way. 
ber Elec- ‘y 
+ The fingers are never 


trie Ce,, N 
° Tram d. 
Marion, Ind. "i is lcs 


Please ship us ‘e 

as soon as pos- ‘, 

sible item checked . Use the 
© 


below. . 





ki ‘ Coupon 
eka eese eon 
remit your special net sample "ee 

price of $4.75 delivered or return ‘, 

for credit in ten days. ‘. 

8 


Standard package of 6 New Marion Irons “y 


that retail at $45.00 at your special intro- , 


ductory price of $27.00 prepaid. 


merchandising idea 


That is what one of the leading men in 
the industry said, when he first saw this 
handle. Why? Because it has wonderful 


“stick out’’ and the woman is curious to 


Once she slips her hand into it she 


‘the handle that fits the hand”’ 


Here’s the new idea, that will 
put pep into your iron sales 


Not a novelty, but a good hard-headed improvement that someone ought to have made 











It’s exclusive on the New Marion Iron. 
The “handle that fits the hand’ does away with all 


strain and tension—the hand never closes much 
more than shown above. 


Cash in on curiosity 
All other irons look alike and have the old time “broom 


stick’ handle. 


This one is different—they'll notice it. Made of same 
material as switch-plugs—cannot chip or break, always 
cool, takes a high polish. 


And the handle isn’t the only point, for the new Marion 


Iron embodies the best ideas of all other irons. 


Order a sample, subject to return 
and check our statements 


RUTENBER ELECTRIC COMPANY 
MARION, INDIANA 


‘ “My, how comfortable it feels... . ! 
That’s what they all say. 
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Any time you happen to be in Portland, Ore, and step into the offices of the North 


Coast Electric Co., these are the people who will greet you. 
On the extreme right is Albert Rives, who is in charge. 


Well, find out for yourself. 


Ladies first, you say? 





cepting the profusion of hot oxygen 
which the big guns were diffusing in 
generous quantities. 

I sat next to the window and could 
scarcely breathe, so I most humanely 
sympathized with Mr. Firmthought, 
who sat, or rather parched, farthest 
removed from the window; and the 
huge tungsten globes, product of a 
pudgy competitor, only added fuel to 
the seething cauldron. 

a little 
less light?” I queried dubiously, as 


“Can't we get along with 
the most ponderous salesman extant 


signalled me a most menacing glare. 


“You're right!” roared Mr. Firm- 
thought from his fiery furnace. “Turn 
all but 
The first uppercut of the evening 


had 


arose to the occasion. 


"em out one!” 


been delivered, and I gladly 
A small satchel 
I was carrying arose with me and 
was deposited on Mr. Firmthought’s 
desk, much to the chagrin and dis- 
comfort of the corpulent knights of 
the grip, as I disclosed to view a most 
compact little desk fan, electrically 
driven and guaranteed grouch-proof. 
The guarantee, however, held good 
only as concerned the board and Mr. 
Firmthought, but as to my caustic 
competitors the guarantee was rudely 
shattered. 

As the cool air began circulating 
the hot air naturally began subsid- 
ing, which, according to a_ certain 
law of physics, is mete and proper, 


and the smiles broadened into grins 


while the grouches metamorphosed 
into confirmed knockers. The _ re- 


mainder of the evening, as a logical 
consequence, was devoted chiefly to 
knocking “good (PPP) 


my cheer” 


preducer by my envious competitors, 
and defended most strenuously by 
myself. 

this mob of 
converted 
When they 


could not overcome my plausible argu- 


lamb 
had 


From a meek 


prejudiced salesmen 


me into a veritable lion. 


ments by fair means they employed 
foul tactics. One big walrus stood 
up and sneeringly exploded: “I see 
by your button that you were wounded 
overseas. Well, I ain’t insinuating, 
pardner, but I reckon a lots of you 


took shell 


by the absent-treatment metiod !” 


disabled vets your shock 


This may be digressing, but allow 


me to say that my heart fairly cried 
out against this infamous .insult, not 
to myself, but to the collective body 
of service men: who had contributed 
their bit of human blood for the sake 
of democracy. Therefore I did oniy 
what I would expect any other buddy 
to have done under the circumstances. 
I avenged the rank insult and his 
bleary black tungstens (by the way, 
he was the competitor representing 
the enormous globes) and attested my 
righteous indignation, while my com- 
petitors were lessened by one after 
Mr. Firmthought had proven that he 
was a ‘slacker during the national 
hour of great need. 

The remaining 
disheartened by this fracas, and their 
heartless efforts only provoked slight 
comment on the part of the board, as 
they glanced up quite frequently at 
the little dynamic fan that cooled 
their heated brows and the ardor of 
competitors, all in the 
breath. My confidence had _ reas- 
serted itself, and I asked them wiat 
they could expect of the remaining 
products if this miniature fan, the 
smallest one of the lot, could deliver 
Naturally, I told them of 
our electric sweeper, a new type, that 
could collect quantities of dust even 
after my competitor’s cleaners had 
I told 
them that our factory paid strict at- 
tention to details and let the bigger 


salesmen seemed 


mv same 


the goods. 


gone over the same carpet. 











This picture was taken just before “Andy” G. Orear headed the machine west and 


kept going until he got to Los Angeles. 


Andy, the one who is clinging fondly to iron 


horse, traveled for Julius Andrae & Sons Co. for ten years and then in 1919 opened up 


and managed the company’s branch house in Mason City, Iowa. 


Then he decided to 


do a little cross-country stuff, stopping for gas and air at Pueblo and Grand Canyon. 
Now he’s selling Westinghouse material for the Illinois Electric Co. at its Los Angeles 


branch. 


His successor at Mason City is Jay L. Fitch, the tall fellow with the cap, 


who has been traveling southern Minnesota for Andrae during the past two years. 











\ugust, 1922 THE JOBBER’S SALESMAN 


me (21-16 anticipates 


every possible development 


dD 


No other multi- 
socket can have all 
the A:ifil¢ advanta- 
ges and talking ete 


multi-socket of supreme quality at a re- a 


tail price in keeping, which allows a 
| lHousings of Bakelite 
| x. its oguieatont 
1 1 rcelain rarts 

dealer than any product in its field. SNoPrawm Shella 
Preference for trade price reductions as 4No soldered or other 
. . . connections 
against retail reductions will always be a 5 One-piece stamped 
fixed policy of this corporation. Siesianenmecke po 

every contact 
7 Weighs less than 2 % 

ounces 

8 Only five parts 
| IA written Guarantee 


BiLilt Guarantee 
The Bi-Lite in this 
package 1s guaranteed 
to remain free from 
electrical trouble if not 
mechanically damaged 


greater margin of profit to jobber and 
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things adjust themselves, since all 
large quantities of matter are com- 
posed of the smaller things or mat- 
ter, citing my concrete example of the 
energetic little fan that was a cooling 
illustration of detail. 

Our electric toaster, grill, vibrator, 
chafing dish, glow heater, washing 
percolator, waffle iron, 
curling and unique 
mode of attachment which made them 
most conveniently adjustable, were 
all touched upon with white-heat en- 
thusiasm. One competitor rudely re- 
marked that I must have the ‘“Cold- 
point” product the way my electric 
fan disported itself, and I calmly ac- 
quiesced as the board and Mr. Firm- 
thought smiled. 


machine, 


wringer, iron 


“IT had no intention of buying this 
line,” began Mr. Firmthought after 
a brief consultation, “until you sales- 
men began knocking. If there is 
anything I despise in this world it is 
a confirmed knocker. Of course, the 
little electric fan worked wonders in 
itself, but had it not been for your 
contemptible knocking the salient fea- 
tures of his (pointing to me) goods 
would not have been so forcibly im- 
pressed upon our minds. That’s pre- 
cisely it! You competitors forced 
this decision upon us, and now I am 
mighty thankful for it. I really don’t 
believe that our youthful salesman 
here had the courage of his convic- 
tions until you began knocking (I 
heartily nodded acquiescence), and 
then I guess it was like going over 
the top, although the only difference, 
that I could see, was the fact that 
but one casualty ensued, whereas in 
battle many thousands are reported.” 

I felt a bit sheepish and slunk 
back farther into my little corner, 
but Mr. Firmthought led me up to the 
desk and produced a stereotyped con- 
tract blank with an order for $30,000 
worth of electrical supplies, all ready 
for signatures and witnessing. My 
old motor stopped momentarily. The 
world ceased to revolve. I suddenly 
beheld a vision of a comfortable little 
home for my dependent mother, and 
cheerful prospects for a bright fu- 
ture. The ravages of war were mo- 
mentarily forgotten. 

“We have unanimously decided that 
since this vest-pocket electric fan is 
such a marvel, and such a foe to hot 
air, your remaining appliances must 
naturally be its equal or even better. 
In the humid heat of summer we are 
compelled to seek means of establish- 














“Shoot away” says R. J. (Bob) Stritt- 
matter, sales manager of the Apex Elec- 
trical Distributing Co., Cleveland, as he 
deftly poises his cigar with his right 
hand and broadly smiles at the photo- 
grapher. Evidently, and however, too, F. 
W. Price, eastern district manager of the 
same company, was too _ pre-occupied, 
probably with sales quotas and commis- 
sions, to notice the snapshot artist. 





ing comfort with a minimum outlay 
of expense. You have proven that 
your appliances cost less in operat- 
ing than any of your competitors, and 
besides their cooling arrangement is 
more conducive to comfort. From 
now on I’m going to use these appli- 
ances in this establishment! If a man 
is ashemed of the line of goods he is 
handling he had better dispense with 
that line and try another. One rea- 
son I never had an electric fan in 
here is because the type we are han- 
dling is cumbersome and impractical 
for adjustment in the varied work 
which I engage in.” 

Then Mr. Firmthought asked for 
a speech, but my voice receded, and 
my brain whirled cataclysmically. 
After the necessary details of con- 
sumating the contract had been at- 
tended to, Mr. Firmthought invited 
me to his home. Well, needless to say, 
life took on a brighter aspect, and 
although since then gloom has stalked 
in my tracks, that first contract, so 
vital and buoyant, has served to in- 
spire me over the almost impregnable 
obstacles that have haunted life’s 
rough pathway since the beginning 
of time. 

In closing, permit me te admonish 
all salesmen, beginners especially, 
who persist in knocking a compet- 
itor’s product, to refrain! As Mr. 
Firmthought declared, knocking, to a 





veteran buyer, can mean but one oi 
two things—either that your prod 
uct is inferior or that you have no! 
sufficient confidence in your own ar 
ticle to allow it to rest on its ow: 
merits alone—against the whol 
world of competition. Invite com 
petition. And if your line of elec. 
trical goods cannot stand competi 
tion, change your line. Surely there 
is some particular brand of goods in 
this broad land that will bear com 
petition. 

If you cannot do better, when you 
go for an important consultation, take 
an electric fan with you. And if it 
is winter, take a glow heater. You 
cannot sell Esquimeaux Pies to the 
Esquimeaux, neither can you sell 
electric heaters to the Malay. Suit 
your product to the particular season, 
the particular temperature and the 
occasion. Don’t even try to sell tar 
soap to a bolshevik, nor hair lustre 
to the baldheaded man in the front 


row. Let nature take its course, as 
it most certainly will. 
C. C. Coox. 
* * * 


Samples Bring Orders 
Y TERRITORY was not show- 
ing up very well on the sales 
manager’s index I was left to stimu- 
late the business before anything un- 
pleasant occurred. 

Entering a store where I had made 
six previous calls in vain, I resolved 
to sell the buyer that day. Having to 
‘wait for the gentleman in question, I 
engaged in a conversation with the 
two counter salesmen. They express- 
ed their opinion of how poor business 
was and that nothing was needed, etc., 
until I felt that there wasn’t much use. 

As a rule, I carry six or more 
samples of novelty wiring devices and 
as a last resort I put these on the 
counter for the benefit of several cus- 
tomers who had entered the store 
while I was waiting. 

When the buyer came out of his 
office he found me in the center of a 
circle of five customers, all inter- 
ested in a new type of receptacle. 
Naturally, he became interested and 
then followed an order for several 
standard packages. But with this 
opening, I was able to sell a consider- 
able quantity of staples. 

Now I call on this buyer regularly 
and receive orders which pay. Thus 
I proved to myself that samples are 


worth their weight in orders. 
L. O, Barpven. 
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ELECTRIC 


because it is the only iron with the heat- 
ing element made of soapstone, which 
acts as an insulator, heat retainer and 
weight. There is only one—simple— 
safe—solid element to replace. 

The New York Tribune Institute, Mod- 
ern Priscilla, New York Edison Com- 
pany, Public Service Company of New 
Jersey and various other scientific lab- 
oratories, have not only reported that 
the STAHOT iron is built electrically 
and mechanically perfect, but in com- 
petitive tests with the best electric 
irons made, they found that the 
STAHOT iron holds the heat longer 
and distributes it more evenly, because 
the soapstone acts as a steady 
heat governor. 


This fall we are going to tell 
the women folks about this re- 
markable iron, through the me- 
dium of leading newspapers and 
magazines. We don’t ask you 
7 to load up on promises, but we 
suggest that you place a small 
trial order now, and prove to 
is your own satisfaction that the 
. STAHOT iron is the most prac- 
4 tical and efficient 
electric iron on 
the market to- 
day, and pays you- 
mpre profits. 


Remember, ‘we 
carry a large 
stock of STA- 
HOT irons, 
packed in cartons 
of six and twen- 
ty ‘five, ready for 
shipment, O u r 
factory of 12,000 
sq. ft. floor space 
is equipped with 
special automatic 
machinery. which 
enables us to pro- 
duce 2,000 ele- 
ments per 8 hour 
day. 





IRON 


It Pays to Handle the 


STAHOT 































List 


— $650 


Attractive 
Discounts to 
Distributors 
and Jobbers 








STAHOT ELECTRIC, Inc. 


4 YorKtown Heights, New York 
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Telephones on the Increase 
The Interstate 


sion has made a 


Commerce Commis- 
summary of the re- 
the April of 71 
companies having annual 
excess of $250,000. The 
report shows that at the end of April, 
10,004,799 company 
cperation, as compared to 9,536,427 at 
the end of April, 1921. 


* * * 


ports for month of 
te lephone 


revenues in 


stations were in 


General Lighting Necessary 

It is a common experience that a 
lamp viewed against a dark wall is far 
more trying to the eyes than when its 
surroundings appear «relatively light. 
A light background requires (1) that 
the surface should be painted in a 
color which will reflect a considerable 
portion of the light which strikes it, 
and (2) that the 
tion employed should be 


system of illumina- 
such as to 


direct some light upon the background. 


In many cases the ceiling appears 
almost black under artificial light 
simply because no light reaches. it. 


With daylight, on the other hand, ‘the 
walls of a room are often so well illum- 
inated that they appear brighter than 
the work itself, 


condition which is 


and, this, also, is a 
conducive to 
In general, a light tone 


not 
good vision. 
for ceilings and high side walls and a 
paint of medium reflecting power for 
the ordinarily 
be found most satisfactory under both 


lower sidé walls will 
artificial and natural lighting. 
Where 


tems are 


strictly local lighting 
that 


individual lamps are supplied for all 


svs- 


employed, is, where 


machines, and over- 
added, the 


illumination will usually 


benches and no 


head lighting is resulting 
contrasts in 
be found so harsh as to be objection- 
able, even though the lamps themselves 
shielded. The of the 


workman locking up from his brightly 


are well eyes 


lighted machine or bench are not 
adapted for vision at low illumination; 
-hence, if adjacent objects and aisles 
are only dimly lighted, he will be com- 
pelled either to grope about, losing 
time and risking accident, or to wait 


until his eyes have become adapted to 


3S 
y, 
ak «Ss 





ertinent Sales Facts and 





Figures 





the low illumination. Glancing back at 
his work, he again loses time while his 
eves adjust themselves to the increased 
amount of light which reaches them. 
If long continued, this condition leads 
to fatigue, as well as to interference 


with vision, and to accidents. In other 


words, where local lamps are 
ployed, there should also be a system 
of overhead lighting which will pro- 
vide a sufficient illumination of all 


surrounding areas to avoid such un- 


em 


desirable contrasts. 


* * * 


Statistics on Use of Electricity 
for Advertising 

An electrical advertising data cam- 

paign was recently conducted 

Signs of the Times, with the co-opera- 

tion of the National Electric Light 


by 


Association and of the engineering 
department of the National Lamp 
Works. Data are available for 40 


cities, ranging from a town of 700 
population to cities of 300,000, which 
show that the average load per dis- 
including all types of signs, 
bulletin boards, marques, etc., is about 
1000 watts. 

From the advertiser’s standpoint 
these displays represent a most effi- 
cient and effective medium of business 
promotion, and from the central-sta- 
tion standpoint they represent a prof- 
itable source of revenue. The load is 
used from 1500 to 2000 hours annually 
and is constant from day to day. To- 
day the total energy consumption, for 
electrical advertising in this country, 
is at the rate of about $15,000,000 an- 
If the development for _al! 


play, 


nually. 


cities were brought up only to the stat 
already obtaining in 10 per cent 0! 
them, the revenue would be increase: 
to $35,000,000 annually. But even ji 
these cities the stations lb: 
lieve that only a fraction of their 


market has as yet been developed. 


central 


* * * 


Do You Know— 
That one central-station compa: 
adds no less than 15,000 residences 
to its lines every year? 

That over three times as many com 
munities: have electric service as ar 
supplied with gas? 

That in France only 12 per cent o! 
the homes are electrically lighted, i 
Germany and Great Britain, 17 per 
cent, and in the United States 38 per 
cent? 

That there 


Ohio having a rate on which electric 


are over 500 towns in 
ranges can be operated economically ° 

That the possibilities of industria! 
heating business (electric furnaces 
are worth investigating ? 

That this is an excellent time to 
invest some of your surplus funds i) 
central-station securities ? 

That the 
one of the greatest little electrical] di 
vices to increase the of electric 
wiring and appliances? 

That radio concerts materially in 


“convenience outlet’ is 


sale 


crease sales of all classes of electrica! 
goods? 

That it does ‘not pay, it cannot pa) 
and never will pay to sell or instal! 
anything but the very best electric! 
cauipment? 














Dentists Erc, 295 watrs cen sian © 
c 415 wes. 


Bow.inG AND BiLtaRos 560 wes 
ResTaAuRANTs 560 wes 
CONPecTIONERY 670 w.es 
720 wes. 


Rear Estate 1080 wes 
HoTecs 1100 wes 
CLOTHING 1190 wes. 

Dance Haus 1250 wes 

Frorists 1380 wes 











AuTomosite 1740 wes 
Evecrraica SuPmiies 1760 wes 


Fueniture PTT <) wws. 
MOTION Serunne 2770 wes 


Banke 3660 wes 
Marxets 4150wes 
€Ews PareRrs 4650 wes rneaters 





Average Load per Sign Among Various Users of Electrical Energy for Advertising 
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C-H 7000 
Porcelain Pendent 
Switch 





Several Million in Use 


That tells the story of the popularity of 
C-H Push Button Pendent Switches. 
And it would be difficult for you to tell 
the difference between one installed 
10 yearsago and one put in 1odaysago. 








The smooth glazed finish of the procelain 
shock-proof shell does not rust or tarnish—a 
wiping off with moist cloth makes an old 


C-H 7007 one look like new. C-H Switches retain their 






Brass sa - 
Shell youthful complexion. 

Pendent 3 
— For the office, store or shop—they are equally 
well suited. They provide economical switch 
Where a smaller switch is control of lighting units and circuits; they 
required, the C-H 7007 require no extra wiring as in the case of wall 
Acorn Pendent is used ex- switches. The push buttons are placed hori- 


tensively. ‘This brass shell zontally for ease of operation. 
switch is only as round as 
a quarter, but has the high Make a note to check your stock now, there 


capacity quick make-and- will be an increased demand between now 
break mechanism of 6A, and Winter. 


125 V— 3A, 250V rating, 
like the porcelain switch. THE CUTLER-HAMMER MEG. CO. 


_ Va Switch and Specialty Department 
MILWAUKEE - WISCONSIN 


Teel Pendent Switches 
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PERTINENT SALES FACTS AND FIGURES 








The information given on this 
page relates to no single manu- 
facturer’s products, and no pref- 
erence is intended, the purpose 
being to furnish general sales 
data of use to jobbers’ salesmen. 





What is magnet wire? 

Magnet wire is the general name 
applied to insulated solid wires for 
winding electromagnets, solenoids 
and electrical coils of almost all kinds. 
The first coils used electrically were 
those of electromagnets, relays and 
sounders in telegraph instruments; 
later the coils for electric bells and 
annunciators came into use. From 
these early uses the term magnet 
wire was a natural development. 
Since it was found adapted for other 
purposes, its use has been extended to 
practically all kinds of electrical 
coils as well as for many purposes 
having no relation to electromagnets 
or other coils whatever. 


What are the principal types of 
magnet wire? 

There are three principal classes: 
Textile-covered, enameled and combi- 
nation enameled and _ textile-covered. 
The textile-covered class was the first 
developed and is made in two types: 
cotton-covered and silk-covered. En- 
ameled wire was introduced later, and 
finally the combination product. 


What are the general features of 
cotton and silk-covered wires? 

These are usually made of annealed 
copper wire covered with one to three 
servings of cotton or silk yarn. When 
there are two or three servings, the 
successive layers are wound in oppo- 
site directions to prevent unwrapping 
of the covering. Single cotton-cov- 
ered wire is commonly designated S. 
C. C.; double, D. C. C. Likewise for 
silk, S. C. C. and D. S. C. Triple 
covering is not very common and is 
practically confined to cotton. The 
cotton yarn used is made of long 
fibers. The silk yarn is often made 
of floss silk. Silk is more expensive 
than cotton and is used by preference 
where its better appearance, durabil- 
ity, thinness and higher insulation 
qualities are worth the increased cost. 

Most textile-covered wires are 
round, but square and rectangular 
wires are also made, the latter usually 
being special on account of the great 
range of width and thickness com- 
binations. Magnet wire is~alSo0 made 
of phosphor bronze, aluminum, nickel- 


Data Sheet on 


MAGNET WIRE 


silver and other metals and alloys, the 
latter chiefly for resistance coils. 

Textile-covered wires are used for 
winding practically all kinds of coils, 
especially such as are not subjected 
to moisture or very high heat. Among 
such coils are not only electromagnets 
and solenoids, but field and armature 
coils of dynamo-electric machines, ra- 
dio and other inductance coils, relays, 
spark and ignition coils, induction 
coils, transformer and choke coils, in- 
strument coils, resistance coils, etc. 
If the coil is likely to be exposed to 
moisture, it is impregnated with a 
moisture-repelling wax or compound 
after being wound and dried. 


Describe the features of enam- 
eled wire. 

Enameled magnet wire consists of 
copper wire having a very thin but 
hard and elastic insulating covering 
of special varnish enamel. The clean, 
bare wire is enameled by drawing it 
through a bath of warm liquid en- 
amel and baking the latter until dry 
and hard, this process being repeated 
usually about five times. This coat- 
ing is not so readily affected by mois- 
ture, weak acids or alkalies and many 
other solvents as in the case of the or- 
dinary fibrous coverings, cotton or 
silk, which are quite hygroscopic or 
absorptive, especially cotton; enamel 
also withstands moderately high tem- 
peratures better than the textile cov- 
erings. The enameled covering must 
be flexible and should not crack when 
bending the wire around a mandrel 
equal to its own diameter. 

The thinness of its insulation makes 
enameled wire especially advantageous 
in winding field coils and armatures of 
small motors and generators, also re- 
lay coils and those of ignition appa- 
ratus, radio apparatus, small instru- 
ments, appliances, etc.; this use is be- 
cause of the saving in winding space 
as compared with textile coverings, es- 
pecially cotton. Such coils are also 
much more impervious to moisture and 
not so readily affected by moderate 
heat. Enameled wire is also made 
with nickel-silver and other resistance 
conductors for use where compact re- 
sistance coils are desired in electrical 
instruments, radio telephone receivers 


In this department an effort 
is made to give to jobbers’ sales- 
men a summary general in- 
formation about different staple 
lines of electrical material. Tear 
out this sheet and save it. 





and other delicate apparatus. It is 
also used as conductor in making o/ 
special telephone cables for humid 
climates, and also for a special high 
frequency cable known as Litzen 
draht and used in large radio sta- 
tions. 


How is textile-covered enameled 
wire made and where used ? 

Enameled wire is covered with one 
or two servings of cotton or silk for 
special uses where it is desired to give 
additional mechanical protection for 
the enamel or where the coils are later 
to be impregnated. For the latter 
purpose, cotton is chiefly used as an 
outer covering, since the cotton 
readily absorbs the impregnating com- 
pound that would not flow so freely 
into the very close winding of plain 
enameled wire nor be absorbed as 
much by the denser fiber of an outer 
silk covering. 

Such combination coverings possess 
the properties of enameled wire and 
also those of textile coverings, and are 
especially desired where the con- 
struction must be rugged or where tli 
highest degree of 4nsulation is desired 
with an impregnated coil of minimum 
dimensions. Coils used on automobile 
accessories are very commonly made 
of such wire, 


What are the sizes of magnet 
wire? 

Cotton and silk-covered wires are 
made in all standard American wire 
gage (formerly known as B. & S.) 
sizes from No. 0000 to No. 40. Enam 
eled magnet wire is made usually from 
No. 8 to No. 40 A. W. G. and even to 
sizes as small as 0.0015 inch diameter, 
or as thin as the finest human hair. 
The combination wires are made in 
practically the same sizes as the plain 
enameled wire. In the case of square 
or rectangular wires there are very 
few standard sizes, since these are usu- 
ally made to meet special require- 
ments. Magnet wire is usually put up 
for the market on spools and instead 
of being sold by length is usually sol: 
by the net weight in pounds. This is 
because the great bulk of it is very 
small and it is much easier to weig! 
it than measure its length. 
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Service to the Deal 
| Home Lighting ’Fixt 
4 W* ARE pleased to announce to the Dealer Trade that they can now 
. purchase the “Wahle Line” of “Home Lighting Fixtures” from 
4 the stocks of our Distributors appointed since June 10, 1922. 
Sibley-Pitman Elec. Corp. N. Y. City 
Western Elec. Co. N. Y. City 
Western Elec. Co. Brooklyn, N. Y. 
Western Elec. Co. Newark, N. J. 
Western Elec. Co. New Haven, Conn. 
: Western Elec. Co. Albany, N. Y. 
: Western Elec. Co. Syracuse, N. Y. 
a Western Elec. Co. Buffalo, N. Y. 
a Schimmel Elec. Supply Co. Philadelphia, Pa. 
¥ Elec. Supply & Equip. Co. Hartford, Conn. 
OS ° = 
SS Elec. Supply & Equip. Co. Albany, N. Y. 
a Elec. Supply & Equip. Co. Elmira, N. Y. 
3 Elec. Supply & Equip. Co. Buffalo, N. Y. 
Pettingell-Andrews Co. Boston, Mass. 
Union Elec. Supply Co. Providence, R. I. 
To the dealers beyond the reach of these distributing points we give 
assurances of “National Distribution” that will bring to them our col- 
lection of Lighting Fixtures designed by Mr. Wahle and manufactured 
2 exclusively for us by several prominent lighting fixture manufacturers 
y to meet every requirement of grade and price. 
g To this group of Dealers we extend our services and invite inquiries for 
further details until such time as all our Distributors have been ap- 
pointed. 
a 
: Albert Wahle Company 
a INCORPORATED 
# Albert Wahle, President 
224 Fifth Avenue, New York City | 
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G-E Distributors Discuss Mer- 
chandising Plan 

One of the most important subjects 
to come before the meeting of the 
General Electric Distributing Job 
bers’ Association, held at Association 
Island, Harbor, N.. Y., 
July 10-15, was the new policy of 
more 
nounced by the company in connec- 
tion the of 
merchandising department. Both Ger- 


Henderson 


intensive merchandising  an- 


with establishment its 


ard Swope, the newly elected presi- 
dent of the company, and George B. 
Baldwin, the newly appointed mer- 
chandise manager, spoke of the broad- 
er aspects of distribution, and gave 
an outline of the plans to be made. 
In making recommendations for the 
the cost of distribution 


reduction in 











It is seldom that Percy Oblinger, pres- 
ident of the Indianapolis Electric Supply 
Co., stands still long enough for picture 
to be taken, but here is one time the 
photographer won out. The cigar in 
Percy’s hand looks suspiciously like the 
one offered as a bribe to overcome his 
natural aversion to publicity. We almost 
forgot to say the hotel in the background 
is the Homestead at Hot Springs, Va. 




















Robert- 
Robertson-Cataract Co., 


of socket appliances, W. E. 
son, of the 
Buffalo, urged definite commitments 
by jobbers, less frequent changes in 
design, and more care in the selection 
of the agencies for distribution. 

F. S. Price, of the Pettingell-An- 
drews Co., Boston, discussed the fu- 
ture of the jobber, laying particular 
emphasis on his responsibility in the 
distribution of electrical products. 

J. L. Buchanan, president of the 
Wesco Supply Co., St. 
sented a paper in which he outlined 
to 


Louis, pre- 


the plan used by his company 


create retail outlets in 


communities in the company’s ter- 
ritory. 
There 


the meeting, 


was a large attendance at 
one of the outstanding 
features of which was the optimism 
expressed as present and future busi- 
ness conditions in the electrical job- 
bing field. 

* * 


Succeeds Harry I. Wood Co. 
The Theobald-Jansen Electric Co. 

has taken over the business of the 

Wood Co., Louisville, Ky., 


which was forced into bankruptcy re- 


‘Harry I, 


cently. The new company, of which 
Edward J. Theobald is president; 
John Jensen, vice-president and 


treasurer, and E. J. Counts, secretary 
and sales manager, is occupying the 
offices and warehouses of the former 
company at 514 West Main street, and 
has already commenced business. 
* * * 
Reorganize Mansfield 
Company 
The P. & A. Electrical Supply Co. 
has been organized at Mansfield, Ohio, 
and has taken over the business of the 
Electric Co., Mansfield, of 
which Frank C. Poling was owner. 


Service 


Mr. Poling is president of the new 
company, and associated with him are 
O. R. Anthony, formerly with the Cen- 
tral Electric Co., Chicago, and O. P. 
Anderson and V. P. Poling, both of 
whom were with the F. Bissel Co., 
Toledo. 


The company is capitalized 








the different - 











at $75,000, and has leased a three- 
story building and basement, afford 
ing 15,000 square feet of floor space. 


* * * 


McGraw and Central Telephone 
Consolidate 


Announcement was made July 1 ot 
the consolidation of the Central Tele 
phone & Electric Co., St. Louis, and 
The McGraw Co., Omaha, Neb., and 
The consolidated 
company The 
McGraw Co., the adoption of this name 
because it is 
the 
telephone business is but a small part 
of the total. 

Both companies have been Westing 


Sioux City, Lowa. 


will be known as 


being decided upon 


shorter and because volume of 


house agent-jobbers for years, and 














Here are two sturdy golfers just befor 
starting in an 18-hole tournament at th 
recent G-E distributors’ meeting at A 
sociation Island, N. Y. M. L. Spaulding. 
on the left, is western sales manager 0! 
the Trumbull Electric Manufacturing C: 
J. H. Trumbull, on the right, is president 
of the company and hails from Plainville 
Although Max was playing with his bos- 
that didn’t stop him from winning tl 
cup. 
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Don’t Be Disappointed 
Next Spring 





The leading economic statistical organiza- 
tions are unanimous in believing that, de- 
spite present labor troubles, the business of 
the United States has again entered upon a 
major upward movement. 


The Government reports indicate very 
favorable crops. 


It is going to mean a lot to your sales and 
profits next year if you distribute an up-to- 
date general catalogue at the opening of the 
Spring business. And if you are going to 
have the catalogue ready then, it is time to 
start it now. 


Donnelleys offer you the most rapid, easy, Fades 
efficient, and economical means of issuing a 
thoroughly first-class catalogue showing just 
the goods you wish to illustrate. One of our 
layout men will be glad to go over the mat- 
ter fully with you at your office without ex- 
pense or obligation. 


This is the time to take action for 1923. 











R. R. Donnelley & Sons Co. 


Jobbers’ Catalogue Headquarters 
731 Plymouth Court CHICAGO 
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Western Electric employes took Wednesday, June 21, off to 
attend their fourth annual picnic at Ramona Park, and from 
the reports they must have held a regular athletic carnival with 
all the fixings. The ball game between the supply and telephone 
departments was the big-tent attraction, the latter winning, 18 
to 14, mostly because they wouldn’t let the supply department 
umpire, W. A. Williford, officiate. L. H. Ottofy took the 100- 
yard dash, though they had to penalize E. J. Kuhn 8 yards to 





keep him from copping again. G. A. Yates won the golf ap- 
proaching contest with a lucky 2 against George Corrao’s, J. P. 
Casey’s and H. U. Goddell’s legitimate 5’s. Miss Marie Paul 
and S. H. Hill trotted in first for the dancing prize, while Miss 
Leona Woods (sometimes called the “dizzy blonde”) and the 
versatile Yates got second money. As a matter of fact, J. E. 
Powell, chairman of the program committee, fixed it so that 
John Hogan and nearly everybody else carried off some prizes. 





have handled practically the same 
lines. The consolidation makes The 
McGraw Co. one of the largest whole- 
sale electrical distributors in the 
United States. 

F. D. Phillips, formerly president 
of the Central company, was elected 
vice-president of The McGraw Co., 
and remains in charge of the St. Louis 
branch, which will be the largest and 
most important distributing center for 
the company, and will augment the 














Paul Tafel, president of the Tafel Elec- 
tric Co., Louisville, Ky. (on left) was en- 
gaged in a serious discussion with C. B. 
Hall, general manager, Illinois Electric 
Co., Los Angeles, when the photographer 
interrupted. Both of these progressive 
jobbers are agents of the Westinghouse 
company and the picture was taken dur- 
ing the convention of Westinghouse 
Agent-Jobbers at Hot Springs, Va. 





service facilities of the other two 
houses. William Saltmarsh, secretary 
and purchasing agent of the company, 
has moved to the St. Louis office. No 
changes in the personnel of the two 
companies were made as a result of 
the consolidation. 


* * * 


Becomes Sales Manager 


Jack Wheatcroft who has_ been 
acting sales manager for the Great 
West Electric Co.. Ltd., Winnipeg, 
Man., for several months has been 
officially appointed to that position. 
Formerly he was one of the com- 
panies road salesmen in western 


Canada. ’ 


* * * 


Branch in Brockton 


The Sager Electrical Supply Co., 
201 Congress street, Boston, has 
opened a branch store at 26 High 
street, Brockton, Mass., of which W. 
M. Fyffe is manager. It was stated 
incorrectly in our July issue that this 
branch store was opened in Boston. 


* * * 


Hardey President of Central 
States Electric Co. 

Announcement has been made by 
the Central States Electric Co., Kan- 
sas City, Mo., that F. D. Phillips, 
formerly president of the company, 
has disposed of his interest in the con- 
cern, and that E. F. Hardey, formerly 
vice-president, has been elected presi- 
dent and treasurer; W. F. Cleveland, 
vice-president, and J. E. Carr, secre- 
tary. Since its formation, nearly 
three years ago, the company has 
occupied the three-story and_base- 
ment building at 1415 Grand avenue, 
and in addition to other lines is dis- 
tributing Westinghouse products. 





Specialty Men Change 

H. D. Broughton has been pro- 
moted from the post of northwest- 
ern district manager of the Apex 
Electrical Distributing Co. to that of 
mid-west manager and will have his 
headquarters with the Illinois Elec- 
tric Co., Chicago. A. E. Richter. 
formerly stationed in Duluth, Minn. 
has been appointed to take Mr. 
Broughton’s place in Minneapolis. 








“9 a” 








* 
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Just before this picture was taken the 
heavens grew dark, it rained a little, and 
Peter P. Kutzelman, store manager of the 
Alpha Electric Co., New York City, was 
worrying because he had ventured over to 
the outing of the Independent Associated 
Electrical Contractor-Dealers on Staten 
Island without a flashiight. But it cleared 
up, the sun came out, and so did Pete’s 
good-natured smile. 
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+hnis protection to USERS of WIREDUCT- 
ry 
accordingly» we nereby authorize all pistributors ‘ 
of WIREDUCT to replace any material of our manufacture 
complete satisfaction» 


which does not give the user 
yours very truly >» 
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HEN a cord-connected appliance is equip- 
ped with a Swivel Attachment Plug it is 
ready for use in fourteen out of fifteen of the 
outlets available in practically any wired house 
in the country. 


When you sell a cord-connected appliance 
equipped with a Swivel Attachment Plug, you 
sell not only the appliance, but you sell its use- 
fulness as well. Swivel Attachment Plugs help 
sell appliances because they make those appli- 
ances immediately useful. 


When the Swivel Attachment Plug is so universal 
in application; when its advantages are so mani- 
fest, why equip appliances with any other plug? 


The Swivel Attachment Plug isthe logical end of 
an extension cord. 
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Other Plug ? 


— No. 904—Very easy to manipulate. Has 
SS Ty easy ipu r 


well designed, long molded ring. 











A One-Hand, One-Piece Always 
Ready Plug. 





teally handsome and most desirable 


=< : ; \ plug for household appliances. 
Goes wherever an Incandescent = a 


Lamp Goes. : ~~ 
Easily and Conveniently SS 





















Attached. 
No. 903—The Stan- 
"i dard Benjamin 
Keeps the Kinks out Swivel Attachment 
Plug, with fibre insu- 
Jlating ring. The Swivel 
of Cords. shell is easily turned 
into or out of the socket 
with the fingers of one 
Preserves the Cord and hand, wichout twisting the 
cord. No part can become 
Lessens Strain on Con- unenienanen 







No, 903-C—Has set screw with insu- 
lated tip for holding the outer braid of 
cord, 


No. 903-E—Same as the Standard 903, 
except is for use with small cords. 






ductor and Fixture. 











Therefore, it keeps the ap- 
pliance in steady, continu- 
ous service and the user 
of electricity satisfied. 







No. 903-F—For use with heavy rein- 
forced cord, or flexible cable. 


No. 903-L—Made with extra heavy in- 
sulated parts of molded material, and 
designed for heavy duty or industrial use. 















Write today for booklet entstled “Attachment 
Plug Sense.” You'll find it interesting and 
useful. Address nearest office. 


BENJAMIN ELECTRIC MFG. CO. 


847 West Jackson Blvd. 
CHICAGO 


NEW YORK SAN FRANCISCO 
247 W. 17th Street 580 Howard Street 
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Manufacturers Look for 
Business Upturn 

In his address before the annual 
meeting of the Associated Manufac- 
turers of Electrical Supplies, held at 
Spring Lake, N. J., June 19-22, 
President Shiras Morris stated that 
there was a general feeling of opti- 
mism among members of the associa- 
tion in regard to the rapidity of busi- 
ness adjustment and prospects for the 
future. 

The association endorsed the revi- 
sion of the 660-watt rule in the 
National Electrical Code to permit the 
wiring of 12 outlets as a branch cir- 
cuit without regard to the possible 
number of installed, 
provided that protection is afforded 
by a 10-ampere fuse. 


sockets to be 


The following new directors were 
elected to serve for three years: S. L. 
Nicholson, Westinghouse Electric & 
Manufacturing Co.; Waldo C. Bryant, 
Bryant Electric Co.; C. E. Corrigan, 
National Metal Molding Co.; Edward 
Sawyer, Atlantic Insulated Wire Co., 
and W. H. Bliven, Harvey Hubbell, 


Ine. 


* * * 


Water Power Plants to Bring 
Business 

The present hydroelectric develop- 
ment of the country will be doubled 
if all the proposed 300 projects, for 
which applications have been made to 
the Federal Power Commission, be- 
come available. These projects would 
add over 20,000,000 hp. 
quarter of the applications have been 


About one- 


acted on by permits or license, repre- 
senting 3,333,000 hp. for the instal- 
At an average cost 
of $200 per hp., this would repre- 


lations approved. 


sent an ultimate expenditure of $4,- 
000,000,000 or an immediate expendi- 
ture of $700,000,000. 
This development will result in 
important gains to the electrical in- 
dustry. Not only will it benefit the 
makers of such equipment as enters 
into hydraulic plants and systems, but 
will increase the demand for compe- 








tent engineers. The encouragement 
of federal supervision is being 
afforded impartially in all cases, 
whether they are small irrigation pro- 
jects, or more important develop- 
ments, such as that on the Boulder 
Canyon of the Colorado river, or the 
Utah Power & Light development 
proposed for the Green river. 


* * * 


To Further Electrical Co-opera- 
tive Leagues 


Suggestions received from local 
electrical development associations 
throughout the country have prompted 
the Society for Electrical Develop- 
ment to authorize the issuance of a 
call for a conference of representa- 
tives of local co-operative leagues. In- 























Everyone wears golf clothes at Asso- 
ciation Island, the G-E jobbers’ outing 
place, so the outfit worn by J. R. Spurr 
means nothing at all. Perhaps J. R. does 
play golf—we don’t know. But we do 
know that he has put the Tri-City Electric 
Co. of Newark, N. J., on the map. Mr. 
Spurr is one of those quiet fellows who 
says little and accomplishes much. 





vitations will also be extended to citics 
and localities contemplating the for 
mation of such a local association. 
The conference will be held during 
either September or October, the pur- 
pose being to create any opportunity) 
for the exchange of ideas and expe 
riences which may assist in more effec- 
tively carrying forward local activities 
by a more intimate knowledge of prac 
tices maintaining in all sections of the 
country, and also to formulate plans 
for the future continual exchange of 
information in a practicable and work 


able form. 
* * * 


Record High-Tension Line 


An experimental transmission line, 
for operation at 600 kv., the highest 
voltage line in the world, has recently 
been completed at Purdue University 
Lafayette, Ind. This line is approxi 
mately one-third of a mile in length 
and consists of three 600-ft. strands 
of cable 
ported on steel towers 65 ft. high. 
Fifteen-unit suspension insulators ar: 
lung from the carriages upon 40-ft. 
channel-iron crossarms in such a man- 


steel-core aluminum sup 


ner as to be readily moved in a trans- 
verse direction while under strain of 
the cable. Tests may therefore b 
readily made with different spacing 
between cables. Two cables, sizes 
varying from No.1 B. & S. to 500,000 
cire. mil, are used for a single-phase 
circuit upon which may be impressed 
veltages up to 600 kv. at 60 cycles. 


Big Electrical Exposition for 
Salt Lake City 


Ambitious plans are being made 
for the Rocky Mountain Electric:l 
Exposition to be held in Salt Lake 
City October 2-14 under the auspic:s 
of the Rocky Mountain Electrical Co 
operative League, which is composed 
of central-station companies, manu- 
facturers, jobbers and _ contractor 
dealers in Utah, Colorado, Wyoming. 
Montana, Idaho and Nevada. The 
exposition will be held at the same 
time as the Utah state fair and the 
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The Real Salesman— 


asks only two questions—Is the product 
good? Is the Price right?—and once satis- 
fied on these points, the rest is easy for him. 


Halliwell 
Home Outfits 


answer both of these questions—an abso- 
lutely guaranteed product. that salesmen 
recommend with confidence. At a price 
known to be right, because Halliwell 
Home Outfits gained their present high 
plane of popularity at a price double the 
present list. 


Suppose, Then— 


Mr. Salesman, that you were the dealer, and 
the dealer, you. And he told you that a 
guaranteed violet ray home outfit, formerly 
selling at $25 now listed at $12.50, with the 
quality and guarantee unaltered. Knowing 
the present day violet ray popularity, 
wouldn’t you lay in a stock immediately? 


Tell your dealers, Mr. Salesman, and you 
will Sell your dealers. 





_HALLIWE LL ELE CTRIC co. 


308-309 E. ABrd ST. NEW eae 
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Over 2,500 persons were present at the first co-operative 
outing held by electrical interests in Philadelphia on June 10 
The events consisted of races, 
games, etc., in addition to a tournament on the new 18-hole 


at the Howard P. McCall field. 


golf course of the Philadelphia Eleetric Co. 
prizes were given away at a “Grand Drawing.” 
was conducted by the entertainment committee of the Electric 
Club of Philadelphia, with Ernie Hedler acting as chairman. 








About $5,000 in 
The outing 





Mormon semi-annual conference, 
which bring many visitors to Salt 
Lake City, and its purpose is to edu- 
cate the public in the advantages of 
the use of standard and trade-named 
electrical appliances and to introduce 
the latest and best devices for home 
industrial application. A. L. 


Jackson is manager and P. L. God- 


and 


dard secretary of the exposition. 
* * * 


Marconi Awarded Medal 


Senatore Guglielmo Marconi was 
the recipient of the John Fritz medal 
for 1923 at a meeting of prominent 
engineers in the Engineering Societies’ 
Building, New York, on July 7. This 
medal, which is bestowed annually 
for scientific and industrial achieve- 
ment, is the highest tribute made by 
the American Engineers, and was 
awarded to Marconi for his inventions 
in wireless telegraphy. 

* * * 


S. E. D. Prepares Booklet on 


Electric Homes 


The Society for Electrical Develop- 
ment has issued a booklet on “Organ- 


izing and Exhibiting the Electric 
Home,” which deals with the subject 
in a comprehensive fashion. An 


historical foreword places the date of 
the first real electric home as far back 
as 1882 and gives other results of a 
careful research. The booklet is in 
the nature of reference book and will 
be invaluable to leagues which have al- 
ready put on electric homes and others 
contemplating them. To the former, 
it will suggest ideas which may be 
incorporated in future homes, and to 
the latter, its value will be in saving 
them! much unnecessary preliminary 
work and in avoiding possible pitfalls. 





The booklet, in its 64 pages, con- 
tains illustrations of many electric 
homes and a chart giving an analysis 
of the details of seventeen successful 
homes in this country and Canada. 
A map and list of homes which have 
exhibited and _ others 
contemplated visualizes the extent to 
this been used 
throughout the country as a means of 
educating the public to “Do It Elec- 
trically.” A page of statistics will 


already been 


which medium has 








E. B. (Happy) Reed, lighting specialist 
for the Illinois Electric Co., Los Angeles, 
may have been in California only a year or 
so, but in that time he’s dug himself in 
deep with the customers of his company. 
If you don’t believe Happy is a booster 
take a look at what he’s holding in his 
right hand. Please get the Peerless Bril- 
liant Division of the National Lamp Works 
on the ’phone operator. 





also be found of exceptional] interest. 

Members of the Society can obtain 
extra copies at the nominal cost of 
50 cents, and non-members can get 
copies for $1 by addressing the 
Society at 522 Fifth avenue, New 
York. 


* * * 


I. E. S. Convention 


Commercial problems in connection 
with electric lighting, particularly 
those of the applications of lighting, 
will feature the program of the Illum- 
inating Engineering Society conven- 
tion to be held in New Ocean House, 
Swampscott, Mass., September 25-28, 
according to an announcement of the 
convention committee. A. L. Powell. 
Edison Lamp Works, Harrison, N. J., 
is in charge of the program. 

* * * 


Educational Campaign 
The Dallas Electrical Club is con 
ducting a general educational cam 
paign for acquainting its members 
with the activities of the chief elec 
trical companies in Dallas. The cam 
paign.is under the direction of Joe 
H. Gill, assistant general manager 0! 
the Dallas Power & Light Co., who 
is president of the club. 
* * * 


Fixture Men Optimistic Over 
Building 


Newton B. Baker, former Secre- 
tary of War and now president of th: 
Cleveland Chamber of Commerce, was 
one of the principal speakers at a con 
vention of the National Council 0! 
Lighting Fixture Manufacturers hel: 
in Cleveland, June 28-29. 

Leonard P. Ayres, vice-president 0! 
the Cleveland Trust Co., made an 
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Show When They Blow 





The only plug fuses that clearly show their true condition at all times. 
The only plug fuses that give absolute consumer convenience. 


Obtainable in handy retail packages of four fuses for 25 cents. 





The ten sound, sure-selling arguments :-- 











Py TAME 
: OME A PACKAGE OF Fc es 
oo SE 


1—Easily inspected; capacity plainly visible. 
2—Small, strong, clear window permanently attached. 
3—Link melts immediately under the window. 
4—Economy “Drop Out” Link used exclusively. 
5—Insulation cap has fluted grip. 

6—Screw shell is securely fastened. 

7—Breakage eliminated in handling or use. 
8—Lighter weight minimizes freight costs. 
9—Priced right to jobber and consumer. 

THY Gud badlire’ te sad For 10—Packed in usual standard carton quantities and in 
this Counter Display Stand. attractively colored retail packages. 


Economy Fuse & Mfg. Co., Chicago, U.S.A. 


SALES OFFICES IN PRINCIPAL CITIES 


hawe oad Fuss. 
On han son 


heree, tt 





Jobbers’ Salesmen: 





THE JOBBER’SfJ|SALESMAN 























































FIXTURE STEMS 






BX CONNECTORS 


FISH WIRE 


FLOOR OUTLETS 





Steel City 


PITTSBURGH 


Talk “Steel City” 
Products 


and You'll Not 
Talk In Vain! 


There’s a lot of fine things that 
could be written Con- 
venience Outlets and Wiring Spec- 
ialities, but it’s performance that 
wins the repeat orders. 


about 


To get your trade’s customers 
coming back with repeat orders, 
the Wiring Devices and Conven- 
ience Outlets have got to be made 
right and stay right after installa- 
tion and use. 


That’s why “STEEL CITY” 
Wiring Devices and Convenience 


Outlets lay claim to leadership in 
the field. 


Every “STEEL CITY” Product 
is manufactured of the highest 
grade materials and is expertly 


made and finished. 


A few of our products are 
illustrated on the left—familiarize 
yourself with all their good points. 
Send for our catalog describing the 
entire line. 


You can unhesitatingly recom- 
mend them all to your customers— 
we stand back of every statement 
we make. 


“Sell ’em Something More.’’ 


Sell ’em The “STEEL CITY” Line! 
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address in which he stated that ther 
is an average shortage of two an 
one-half years in building construc 
tion, this being based on an analysi 
of 50 cities. He predicted a larg. 
demand for residence constructio 
materials. The responsibility of fix 
ture manufacturers in the present con 
struction activities was emphasized a: 
the convention. 

Announcement was made at the con 
vention that the executive committte 
had approved a plan for closer co 
operation between the National Coun 
cil of Lighting Fixture Manufacturers 
and the Lighting Fixture Dealers’ 
Society. 

* * * 


Westinghouse Establishes Sub- 
Office in Richmond 

The field location of the Westing- 
house Electric & Manufacturing Co. 
at Richmond, Va., has been changed 
to a sub-office, according to an an 
nouncement by company officials. The 
change was made to meet increased 
activities at that point. The new 
office is located in Room 503, Virginia 
Railway & Power Co. building, 
Seventh and Franklin streets. W. O. 
Peale, formerly field representative, 
has just been placed in charge of the 
new office. 

* * * 


Ford Proposal Rejected 


The committee on agriculture of 
the United States Senate recently re 
jected, by a vote of 9 to 7, Henry 
Ford’s offer for the lease and opera 
tion of the government power project 
at Muscle Shoals. The proposition 
submitted by Senator Norris, chair 
man of the committee, for the opera 
tion of the plant by a government 
controlled corporation was also re 
jected, the vote being 9 to 5. Both 
propositions will come before the 
Senate in the form of minority re 


ports. 
* * * 


New Quarters 


According to M. J. Stone of th 
E. W. Ham Electric Co., Worcester. 
Mass., the company has purchased « 
three-story and basement building to 
provide larger quarters for its in 
creasing business. The building is 
located at Burnside Court, in th 
heart of the business district, and ha 
over 16,000 sq. ft. of floor space. 
which will enable the company to giv 
better service to its customers. 
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-~-P ARANITE::« 


Lamp Cord seldom attracts the customers 
attention until a poor piece kinks up and 
fails, or loses its cover and begins to fray 
out. Then the lamp and the entire equip- 
ment shares in the unfavorable impression. 


In direct contrast, good lamp cord en- 
hances the beauty of a well designed fixture, 
contributing to the perfection of its service 
with long life and pleasing appearance. 





PARANITE Lamp Cord is a first quality 
product from a factory specializing in wires 
and cables above the usual standards. Every 
part of its manufacture, from copper to cover 
is “‘right,"” more than code requires. This 


Quality Cord is the only kind that can safely j PARANITE lamp cord is made either silk or 


be selected to accompany good lamps to the [cotton covered, parallel or twisted pair; packed in 
homes of your customers. | 








convenient boxes of 250 feet each, and in standard 
shipping cartons containing 1000 or 1500 ft. 


Indiana Rubber & Insulated Wire Co. 


Jonesboro, Indiana 
hicago Office, 210 South Desplaines St. New York, The Thomas & Betts Co., 63 Vesey St. 
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f loodlighted Bathing Beach 
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Floodlighted Traffic Officer 





General Office 
Schenectady, NY. 
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All these headlines 


read the same— 


9 peewee etetage, be ee 


% ~ 
my 


“Flood - Lighting Wanted!” 


To the wide-awake electrical dealer there are many opportuni- 
ties for business offered in the columns of the daily newspa- 
pers. The Jobber’s Salesman should show him how to look 
for them. 


When a town puts up a fine statue or building, its beauty 
should not be obscured by darkness. Electrical dealers should 
propose that it be floodlighted at night—and get the business 
of installing the fixtures and supplying lamps. 


The traffic accident list will be shorter if the traffic officers 
are made conspicuous by a beam of light from a G-E flood- 
lighting projector—more business for the contractor-dealer. 
Playgrounds may be given a 24-hour usefulness by night- 
time illumination—another profitable job. 


In times of strike, crime or social unrest, property is best pro- 
tected at night by the searching light from floodlighting pro- 
jectors mounted conveniently on poles, fences or adjacent 
buildings. Their installation makes a good job and creates 
future business in lamp renewals. 


Comprehensive data on the vast field for floodlighting appli- 
cations has been arranged in interesting and helpful form in 
Bulletin Y1464-A. A copy will be sent on request. 


lectric 
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Charging Storage Batteries 
Easy as Turning on the Light 


Tube sets require storage batteries, and they in turn require 
charging. You can do this at home merely by turning on 
the electricity, if you have a Tungar Battery Charger. 


Tungar is a device for changing alternating to direct current. 
It allows the current to flow only in one direction. It re- 
quires no attention while operating. Its first cost is not 
high and its cost of operation is extremely low. 


Tungar Battery Chargers were developed in the Research 
Laboratory of the General Electric Company over six years 


h 
BATEEERY. HA RG ER ago. ‘Thousands have been in successful operation ever since. 


° Do you prefer to carry your battery to a charging station, 
The device that keeps wait a couple of days or more, and then pay three times 
batteries at home what it would cost you to charge it at home? Our new 
booklet on the application of Tungars to radio batteries will 
give you the details. Ask us for Booklet B-3640, if your 
dealer cannot give you one. 
This is a sample of the sort of advertising that is appearing in 


the foremost radio papers this fall, creating business for dealers 
and jobbers handling Tungar Battery Chargers. 


General@Ele ctric 


General Office Sales Offices a 
Schenectady, NY. Co In p a Nn y all large cities 
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to cool you off| 
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selling 


The new $8 list on 
the “Standard”’ 
"Three Heat Pad 


If you are casting about for 
some appliance that will fit in 
| with hot weather selling, here’s a 
thought to mull over and pass on 
to your dealers. 


* * * 
I don’t know what the mortality 
during the hot weather, but I do | 


in summer time among ordinary | 
folks. 


Dealers can capitalize on this 
fact. 
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rate is among Jobber’s Salesmen | 


know that sickness is prevalent |- 





You see the connection. There’s 
nothing more useful in the sick- 
| room than one of those good 
dependable “Standard” Pads. 


’ 


* * & 


in their towns. The Board of 
Health and the daily paper will 





prospects. 


* * 


“Standard” sales will keep on 

climbing —running up — when 

some of your other lines are 
stranded—high and dry. 


* * &* 


That’s been my experience. 


Ww Dard, Js. 


Standard Elec’] 


Appliance Co. 
Beverly, N. J. 











| Get your dealers to follow up le 
} every case of illness that occurs 


MTT 


supply a continual stream of |> 


Strange, isn’t it—that sick folks | | 
| are your livest prospects. | 


* ey 





































No, these are not jobbers’ saleswomen; they are office employes of the Iron Cit) 
Electric Co., Pittsburgh, competing in the “Chew "Em Up” contest staged at the 


company’s annual picnic at McFadden’s Grove. 
Each girl was given a marshmallow on the end of a 86-inch string, 


plained thusly. 


This popular outdoor sport is ex- 


and with their hands behind their backs, it was a race against time to see which one 
could bring the marshmallow up to her ruby lips the fastest, strangle holds barred. 
The picnickers were divided into two factions—the “Reds” and “Blues”—and the) 
had teams competing in all events to determine which side would wait on table and 


clean up the dishes. 
the “Reds” be the K. M.’s. 


Naturally, the “Iron City Blues” tumbled in winners and let 








New Film Popular 


“Yours to Command”’ is the title of 
a new film recently produced for the 
National Electric Light Association, 
which is meeting with a great deal of 
favor in the central-station field for 
gaining good-will from customers. 
The film shows the use of electricity in 
commercial activities and emphasizes 
the special processes using electric 


| light and power. 


* * * 


Big Connecticut Plant 
The Connecticut Light & Power 
Co., is going to build a 150,000-kv-a. 
steam generating station at Devon, 
Conn., near the mouth of the Housa- 


tonic River. This site is a tidewater 


| and the new plant will tie in with the 
_ company’s present steam and water- 


power plants. 
* * # 


To Tour the West 


Arrangements have been completed 
for a tour of western Canada and 
western United States by Kenneth A. 
McIntyre, special representative of 
the Society for Electrical Develop- 
ment, in company with Lawrence W. 
Davis, special representative of the 
National of Electrical 
Contractors and Dealers. Meetings 
will be held in 25 cities, at which 
both will talk. Mr. MelIntyre will 
concentrate on co-operative electrical 
league work, studying the activities 


Association 


of existing organizations and gather- 
ing information which will be made 
available to the industry at a later 





date. In cities where there are no 
co-operative leagues, efforts will be 
made to form them. Mr. Davis’ ef- 
forts will be devoted to advancing 
the interests of the contractor-dealers 


in the different cities visited. 
* * * 


Credit Situation Shows 
Improvement 

The accompanying tabulation shows 
the number of accounts reported to 
the National Electrical Credit Assoc- 
iation by member manufacturers and 
jobbers during May and June, 1922, 
as compared with the same months last 
year, together with the total amount. 
and average amounts of the delin- 


quencies. 

Central Division No. Total Average 
May, 1921.......... 827 $128,807.68 $149.79 
May, 1922.......... 746 84,048.53 112.66 
June, 1921..:........ 701 99,223.43 141.54 
June, 1922.......... 701 79,207.62 112.99 

New York 
May, 1821....... 256 81,276.00 = 122.00 
May, 1922.......... 440 58,401.00 133. 
June, 1921..........834 69,212.00 207.00 
June, 1922..........479 69,308.00 = 145.00 

Pacific Coast 
May, 1921......... 12 2,681.18 220.10 
May, 1922.......... 24 2,183.82 88.99 
June, 1921.......... 14 1,786.71 127.65 
June, 1922.......... 18 2,353.13 130.75 

Philadelphia 
May, 1921......... 214 26,185.63 122.36 
May, 1922.......... 236 22,175.99 93.97 
June, 1921.......... 228 38,269.92 167.85 
June, 1922.......... 207 22,401.88 108.22 

New England 
May, 1922.......... 108 7,908.93 63.97 
June, 1922.......... 81 10,152.24 = 120.57 


It will be noted that while in some 
sections there were increases in ‘le 
number of delinquencies, there was 4 
significant decrease in the average 
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The Old Reliable 
ad | & H’’ 
Push Switch No. 2081 


Single Pole Three-way 
Double Pole Four-way 














eT 





A modern convenience has been added 
to the Old Reliable “H & H” Switch, 
namely, the Radio Button which glows 
its whereabouts in the dark. The 
Radio Button switch is an improve- 
ment which is especially desirable in 





hotels, apartment houses, office build- 


ings, etc., where the user is not famil- 
iar with the location of the switches. 


Standard for a Generation 


“H & H” Standard Push Switches that have been installed for over 
a generation are still giving faithful, efficient service every day. 
This same high-grade switch is being installed today by those who 
want permanent electrical satisfaction in many buildings now under 
construction. “H & H” Standard Push Switches create satisfied cus- 
tomers. 
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For Radio Luminous Buttons, prefix the letters “RB” to the catalog 
number, thus: RB2081. 

















THE HART Go HEGEMANM FcCo. 
HARTFORD, CONN. 
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“The Line of Least Resistance’’ 2004 
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BZ 
Reflectors — 


for 


very Lighting Need 


For over 25 years X-Ray Reflectors have been the 
standard for Show Window lighting because they 
give a high intensity and are properly designed to 
give uniform distribution and perfect light control. 





The same high efficiency and careful design has 
been carried into all of the 53 different types of 
silver mirrored X-Ray Reflectors now available. 









There is an X-Ray Reflector for every lighting need. 


Se. Use X-Ray Reflectors 


ates for 

Show Window Lighting 
Show Case Lighting 
Industrial Lighting 
Interior Lighting 
Flood-lighting 


No. 90 , 
Projector : 


Engineering This Label 
x on all 
Service X-Ray Reflectors 


Remember X-Ray Service means 
more than selling reflectors. Tell 
your dealers and contractors our 
Engineering Departmentwill plan 





is your 


aap tettis 7 Guarantee 
their lighting for them gratis for 


and insure satisfactory results. Quality 


Sell More X-Ray Reflectors and they 


will sell more for you 


National X-Ray Reflector Co. 


New York CHICAGO 
31 W. 46th St. 231 W. Jackson Blvd. 
Engineers in all principal cities 


Los Angeles 
Security Bldg. 




















amounts involved, as well as in the 
totals, thus indicating a much bette: 
tone to the credit situation than 
that prevalent last spring. 

* * #* 


Michigan Men to Meet 

John F. Gilchrist, vice-president 0: 
the Commonwealth Edison Co., Chi 
cago, will be the principal speaker at 
the ninth annual convention of th 
Michigan Electric Light Association. 
to be held August 21-23 at Ottawa 
Beach. 


 : 


Prove “Elexits’” Can Stand 
Heavy Strain 

An interesting test on G-E type 
“Elexits” made by the Electric Out 
let Co., was recently made to demon- 
strate the strain-withstanding quali- 
ties of these devices. 

An LX-600 plug was plugged into 
an LX-200 receptacle and a heavy 











Testing a Ceiling “‘Elexit’”’ to Show How 
It Withstands Strain. 


rope spliced over the hook. An at- 
tempt was first made to swing two 
men on the rope, but it pulled the 
brass hook open until the hook was 
almost straight. The weight was not 
sustained long enough to determine 
whether the continued strain would 
damage the plug or_ receptacle. 
Neither of them, however, showed 
any damage, while, as stated, the brass 
hook was pulled open. 

Another brass hook was screwed 
into the plug, and one man swu'g 
on the rope suspended from it, 45 
indicated by the illustration, without 
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ELECTR(CAL SPECIALTIES 
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HUBBELL 


Make every hit 
a three-bagger! 


This new HUBBELL “UNIT?” sells as 
one article, yet is really three devices: a Pull 
Socket Current Tap, a Reflector, and a 
Locking Lamp Guard. 

“UNITS” are easy to sell because (1) 
they give universal power outlets at the 
work, (2) are inexpensive, and (3) don’t 
call for any changes in present wiring sys- 
tem. 
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HUBBELL 
“UNIT” 


Cord or Tube 














Te-Slot Side Outlet 
with Cap plugged in 





34" Shell Cap 


Pull Chain controlling 
the Lamp only 


Standard Brass Socket 
Shell, threaded for 
Shade Holder. 


Paint Enameled 
Cone Reflector, 
Type No. 5441, 





















Locking Lamp 
Guard, Type 
No. 6653 






Put one over every bench and machine in 
your territory. Let us send your dealers 
imprinted copies of our “Put It Over” Cir- 
cular No. 226. 


HARVEY HUBBELL« 


ELECTRICAL G0) SPECIALTIES 
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LA 
Plain and Locking Lamp Guards 


Big sellers, because Neat, Strong, Durable, Inexpen- 
sive, and Well Made. Heavily tinned steel wire, elec- 
trically welded; plain, or with patented key lock, 
defying theft. 














Guard | \ } Reflector 

















5632 \ 5432 
5573 
: Locking Guard for 3 
Plain Guard attached to top Enclosed Bottom Pla'n Locks conte bottom ef Standard nee. Locking Guard with 
. ith y 33 » 
flat reflector, for standard Guard for Standard » ll EE —— 5 Pree A ised side reflector, for Por- 
Sockets. Made for 15, Z * b hell d l celain Sockets, Locks 
sockets. Made for 15, 25, 40 a reflector Made in ? rass shell, and only ’ 
25, 40, 60, and 75 Type ; key can unlock again, into neck with key. 
or “c sizes, 6/4” to 16”. * a h. Bn Ba Bt 0 Made for 15, 25, 40 and 
yg, Ohad 60 Watt Lamps. 


























BER'SPASALES 





















































No. 


complete 
Bryant Receptacle 


“GNILETS” 





Reg. US. Pat.Office 


Sell This Increased Profit 
Idea to the Contractors 





Type FSC Unilet 





Type LB Unilet 





Type C Unilet 





Type FEB 
Entrance 
Fitting 





Type G Unilet 





Type GTE Unilet 
for snap switch 





Type BPC Unilet 


with 


583 and Plug 
No. 587 


The contractor to whom you sell can 
increase his efficiency and profit by 
standardizing on the use of Appleton 
Unilets. By frequent and constant use 
of these fittings his men become more 
familiar with them and can decrease 
their installation time. 


The jobbers’ salesman benefits be- 
cause it takes less time to sell to con- 
tractors who standardize in this way. 


Appleton Unilets and Conduit Fit- 
tings are made for every part of the elec- 
trical installation, from the entrance fit- 
ting to the outlet boxes or other termi- 
nals. 


With the vast amount of building 
work under way, you will be able to 
book a large amount of business on 
Unilets. 


If your information on Appleton 
Unilets and conduit fittings is not com- 
plete, we will be glad to know it and are 
ready to send a complete set of sheets 
for your loose leaf catalog. 


Appleton Products Include: 
“Unilets,’’ Outlet Boxes and Covers, Laundry Fit- 
tings, Locknuts and Bushings, Meter Terminal Fit- 
tings, Entrance Fittings, ‘‘Pagrip’’ Metal Molding 
and Fittings, Conduit Clamps and Hangers, Switch 
Boxes, Auto Reelites and Reelites. 





APPLETON ELECTRIC COMPANY 


GENERAL OFFICES & FACTORY 
1708 Wellington Avenue at Paulina 
Chicago 





Type FSP Unilet 
for Double Push 
Button Switches 


Type SC with 
Hubbell Recep- 


tacle 5757 


| effect on the plug or receptacle. Th: 
test obviously represented a greater 
strain by far than any that would be 
| imposed by the use of the heaviest 
| lighting fixture in the average size 
| room. 


| Commonwealth Edison Co. 
| Gives Data 
| 


According to its year book, recently) 
issued, the Commonwealth Edison Co. 
| became the greatest producer of elec 
| tricity in the world in 1921 with an 
output of 1,928,271,940 kw-hr. It had 
| 536,928 customers and it is estimated 
that the company produces 70 per cent 
of the electricity and 45 per cent of 
all steam and electric power used in 
Chicago. 

The books of the company show an 
investment of $3.18 in producing prop- 
erty for each dollar of revenue from 
operation. The total investment of 
$118,275,716, as of December, 1921, 
is divided as follows: $43,700,000 in 
generating stations; $10,000,000 in 
overhead lines, trarisformers and serv- 
ices; $10,000,000 in tunnels and con- 
duits; $20,000,000 in underground 
cables; over $6,000,000 in meters, and 
the remainder in real estate, etc. 

The company has the record of 
| never having increased its rates for 
electricity, and has scaled them down 

whenever possible. 
* * # 


S. E. D. Extends Service 

At a recent meeting of the execu 
tive committee of the society of Elec 
trical Development, it was decided that 
individual desirous of subscrib- 
ing to the Society’s publication service 
may do so at an annual fee of $25. 
This new ruling, while not entitling 
the individual membership, insures his 
receiving a copy of all monographs, 
booklets, printed statistics, etc., issued 
by the Society during the year of 
subscription. This change of policy is 
a welcome one, as the Society has 
embarked upon a very excellent pub- 
lication program and_ has 
received numerous requests for copies 





any 


already 


_of its recent publications. 
* * * 


Fish Fry for Star Employes 


Sunday clothes were out of order for 
officers and employes of the Star 
Electric Co., Erie Pa., on July 22, 
when they attended the third annua! 
fish fry given by the company. J. H 


| North was in charge of the arrange 


ments. 
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The ELECTRIC half 


includes: 


An Electric Oven or 
Insulated Fireless 
Cooker, 18x18x14, an 
Electric Broiler, and 
an Outlet Receptacle 
for Washing Ma- 
chine, Flat Iron, etc. 
These are operated 
in front from our 
(Pat.) Switch- 
3oard. The equip- 
ment is “Edison,” 
standard throughout 
the country. 


Furnished in Ebony Black or 


A Cabinet Range 34 Electric and 











Pearl Gray Porcela Finish 





The GAS half 


includes: 


Five Gas Burners, 
which are lighted 
automatical- 
ly—Just Press the 
Button. For Boil- 
ing and All Cook- 
ing in Pots and 
Pans, Gas is a 
Most Desirable 
Fuel, as it is In- 
stantaneous. The 
Gas Table as well 
as the Oven can 
be used in either 
right or left hand 
position. 


3 Gas a Little over Four Feet 


Long That Offers Extraordinary Cooking Capacity—and a Cool 








Clean Kitchen. An Ideal Combination, Economical and Effective. 
‘|| The Magee ElectriGas Uses the Two Fuels, Electricity 
B ° e e 

| and Gas, in a Manner in Which Each 

i of These Fuels Excel 

: The Most Remarkable Range Since the Introduction of the Magee ElectriCoal 

H Write us for full information 

H 38 Union Street, Boston, Mass. 
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YOUR PROSPECTIVE 
CUSTOMERS KNOW 


DUNCAN 


Watthour Meters 


They know there is no other piece of apparatus 
used in the electrical field that is more popular. 


For more than twenty years Duncan has been tell- 
ing them how good a meter it is and where it can be 
purchased. 

That’s one reason why Jobbers and their salesmen 


are finding the minimum of sales resistance when they 
approach the prospective customer on DUNCAN 


WATTHOUR METERS. 
DUNCAN WATTHOUR METERS measure up 


to all practical requirements. 


Your customers know that the Duncan is accurate, 
reliable and dependable. 


Pushing the Duncan will mean more profits for 
you and your house and will build good-will all along 
the line. 


The DUNCAN A. C. WATTHOUR METER 
Model M2, illustrated, is the only meter that will ac- 
curately operate on all loads above 5 per cent of its 
capacity with its upper bearing removed. 


DUNCAN ELECTRIC MFG. CO. 


Lafayette, Ind. 









































My Friend, the Jobber’; 
Salesman 
(Continued from page 6) 

When you step into a storé to bu 
something you act naturally, don t 
you? You speak in the same tone o! 
voice that you would use in conver, 
ing with a friend; your manner is fre:, 
easy, natural—you are yourself. Wi, 
not approach a prospect to sell him 
goods in that same whole-heartedd, 
spontaneous manner? It is) much 
more effective than the air that son. 
jobbers’ salesmen assume ayith their 
selling clothes. 

Recently I was in a dealer’s store 
when a jobber’s salesman came in and 
commenced talking to the dealer. His 
manner was artificial and stilted he 
spoke like a school boy saying a piece ; 
he was so mechanical I could hear 
the wheels go round. As he went out 
he spoke to me calling me by name 
and referring to a little talk I had 
made before his organization only 
the week before. When he spoke to 
me I recalled him, of course, but up 
to that time I truly had not recog 
nized him as being anyone that | 
knew, for I had seen him only when 
he was acting naturally. 

Recently a stock salesman called to 
make my fortune for me. (All that 
I was required to do was to buy some 
of his stock and hold it until some 
one took it off my hands at a profit. ) 
In that chap’s scheme of business 
“salesmanship” was spelled, not only 
with a capital S, but with capitals 
throughout. He fairly bubbled over 
with the tricks he had been taught. 

He snapped into my office behind 
glittering, mechanical smile intended 
to put me in an amiable mood, grabbed 
my hand and pumped it vigorous|) 
once or twice, lunged after a vacant 
chair and brought it along side m\ 
desk with a masterful yank, and then 
sank slowly into it, holding my atten 
tion meanwhile with a piercing glanc: 
which he fondly imagined was hyp 
notic. 

Then he did all his stuff for m« 
trying me out now and then with 
test question to see if I was ready t 
do my expected part when told wher 
to sign my name. I permitted him t 
carry on with his monkeyshines unt' 
he ran down, and then I asked hit 
where he got the idea that the per 
formance he had treated me to cot! 
stituted effective selling work. 

He said that an instructor hac 
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IMPORTANT ANNOUNCEMENT 


The attention of every electrical jobber is called to the reduction in price of the HEMCO 
TWIN-LITE—and to our two new HEMCO plugs—the TACH-LITE and the TRIP-LITE. 





TACH-LITE 
List Price 75c 


sales. 





SELLING FACTS 


for Your Sales Force 


E want to co-operate 
with each of our job- 
bers in increasing 


Here are eight selling argu- 


ments applying to all 
HEMCO plugs. 
1. They are made of con- 
densite. 
2. They are moulded in 
one piece. 
3. They are first in attrac- 
tiveness. 
4. They are not damaged 
by moisture, 
5. They are not affected 
by heat from bulbs. 
6. They do not break or 
come apart. 
7. They are made with 
spring contacts. 
8. The _ public prefers 


them. 


Effective display materials 
free for the asking. 

















TWIN-LITE TRIP-LITE 
List Price 75c List Price $1.10 


N the full belief—backed by extensive investigations— 
| that better business is to be had—and in the effort to 

co-operate with each of our jobbers in going after this 
business—we announce (1) two new HEMCO plugs and 
(2) lower prices. 


Two New HEMCO Plugs 


In the HEMCO TACH-LITE and the HEMCO TRIP-LITE you will 
find the same unrivalled materials and workmanship you know in the 
HEMCO TWIN-LITE. The TACH-LITE is designed for one light 
and one service attachment. The TRIP-LITE has two service at- 
tachments. Either plug may be used with multiple lights. Both 
are threaded for shadeholders. 


NEW LIST PRICE 


The reducticn in the price of the HEMCO TWIN-LITE from $1.00 
to 75c, which scale holds for the TACH-LITE and proportionately 
for the TRIP-LITE, has been made in the certainty that increased 
sales will result in greater profits for jobbers. At the present list 
prices, HEMCO plugs are unrivalled in value and appearance—and 
with proper window and counter displays will prove one of your 


fastest selling lines. 


Write for free window display 
and advertising materials. 


ADDRESS DEPT. 16 


GEORGE RICHARDS & COMPANY 


557 WEST MONROE STREET, CHICAGO 


NEW YORK OFFICE: 334 E. 40th STREET 


Pacific Coast Agents, 
Geo. A. Gray Co., 


589 Mission St., San Francisco 





New England Agents, Sole Export Distributors, 
Pettingell-Andrews Co., Cornelius-Scott Sargent, Inc., 
Boston, Mass. 2@ Broadway, New York City 
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Show Your 
Customer How!the 


“Union” Fuse Will 
Save Money On 
ANY Circuit 
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When you sell the “Union” line you have the 
advantage of offering fuses that not only pay you 
and the retailer a nice profit, but that also save 
the user more money than any other make. 


Here are the reasons why “Union” are the 
cheapest fuses in the end. 


Without obligation, our Service Department will 
tell you or your customers whether to use Re- 
newable or Non-Renewable fuses on any circuit. 
That eliminates using the costly renewable type 
on circuits which seldom blow. 


Another thing which makes “Union” fuses pull 
down fuse costs is their simplicity of construction. 
They can be renewed so easily and quickly that 
workmen will not throw them away after blow- 
ing, as is frequently done with hard-to-renew 
makes. 


But the greatest saving comes in their long 
life. Rugged construction enables “Union” fuses 
to withstand a greater number of blowouts than 
any other make. 


The “Union” saves more than ANY other Re- 
newable Fuse. 


Let us send you full information about how to 
make more money and more friends in selling 
fuses. 


Write for our proposition to jobbers and 
new 96-page catalog. 


Chicago Fuse Mfg. Co. 


Manufacturers of Switch atid Outlet Boxes, 
Cut-out Bases, Fuse Piugs, Automobile 
Fuses, Renewable and Non-Renew- 
able Enclosed Fuses. 


NEW YORK 


i 


CHICAGO 


ay Sea rerthy * FUSES 


NON-RENEWAB 
aan Ne 
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trained all the men of his house to 
“sell” after that fashion. Now per- 


_haps I am a bit hard-boiled, but in 


my opinion a man employing such 
tactics could not give away 15-lb. 
hams with the compliments of the 
corner grocer. 

“Salesmanship” is all right, but 
making use of it suggests walking a 
tight-rope—one must come to do it 
naturally and as a matter almost of 
instinct, or get bumped. Study sales- 
manship and_ psychelogy by all 
means, but beware of becoming arti- 
ficial and stilted in your selling work. 
For that salesman is most successful 
who appears not to be resorting to 
salesmanship at all, who sells as he 
buys—naturally. 


Treat Yourself to the Luxury of 
Turning Down Business 
Occasionally 
When this or that piece of business 


| is to be had only by sacrificing the 
rules and policy of your house and 


going against your own better judg- 
ment, one does not, as a rule, lose any- 
thing of value by giving such orders 
the “go by.” For the fundamentals 


| of good business cannot be viclated 


any more successfully than the laws 
of physical good health—the practice 
smacks of that of standing on the 
edge of a precipice and laughing at 
the law of gravity. 

Remember this: there is greater 
comfort, safety and freedom under the 
law than outside of it. That applies 
in all activities of life. The salesman 
who things that he, or his house, can 
disregard the fundamentals of busi- 
ness practice and get away with it 
regularly courts defeat invariably. 


“Obey Orders Even Though You 
Break Owners’”’ 


That’s an old, old saying among 
men who go to the sea in ships, 
and it has much to recommend it in a 
business way, too. In your judgment 
this or that rule that the house pro- 
mulgates may be dead wrong, but 
kicking against it will not bring out 
that fact. Besides, that’s not your job 
anyway. Obey that rule, obey it to the 
letter, even more carefully if anything 
than the rules which you approve; and 
if that rule is ill advised, depend upon 
that fact being discovered promptly. 

The best way to break a bad rule is 
by carrying it out to the letter. That 


_is the proper way to play safe with 


regard to any rule—if the rule is 


| wrong you help to bring out that fact; 
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A better “Thru Cord Switch” 


SWITCH that will not break because a 


heavy metal shell protects its mechanism. 


It is handsome in appearance and when once 
wired will give no further trouble. 


Attractively displayed in carton and offered at 
a price that will make sales effort unnecessary. 


THE ARROW ELECTRIC CO. 
HARTFORD, CONN. 











The complete line of Wiring Devices 
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Mr. Jobber’s Salesman: 


Sell Lighting to Schools 


If you had just the interest at a very low rate on the bonds that have 
been sold so far this year for new school buildings you could quit 
peddling electrical supplies and live in the lap of luxury. But you 
haven’t—there’s the rub. But there is one thing you can do and that 
is get some of that enormous bond issue into your pocket. 


Here’s the Way 


Talk to each and every one of your dealers about school lighting in 
their towns. Find out whether they know how to use and have a foot- 
candle meter. See that they are acquainted with the school board and 
get acquainted yourself if possible. Learn what new school buildings 
are being planned, or built, and have your dealer check up the lighting 
in existing buildings—much of it is bad. Arrange for a Denzar demon- 
stration with the school board and architect. Let them place Denzar 
beside competing units, the difference in favor of Denzar will land 
the order. Get the dealer, the school board and the architect interested 
in the value of adequate, glareless lighting, without light streaks or 
harsh shadows and you'll get a slice of that bond issue that will make 


you feel good. 
And Remember This 


Beardslee stands ready to back you to the limit with 
any help they can give. They have scads of liter- 
ature on school lighting and 
hundreds of proofs of Den- 
zar’s superiority as a _ class 


what you need—they have 
never reneged yet. 


P. S. There is generally a 
lamp contract lurking around 
every school lighting installa- 
tion. 


Beardslee Chandelier 
Manufacturing Co., 


218 So. Jefferson Street 
CHICAGO 












room luminant. Tell them . 




















and if the rule is a good one despite 
your contrary opinion, you are in line 
for getting a red star on your slate 
for having obeyed it. 

Either way—observe the rules. 


Measure Yourself by This Test and 
See How You Stand 


Success in the jobbing field calls 
for the possession and use of certain 
faculties. Putting those qualifications 
down in chart form is frequently a 
big help to a fellow in discovering his 
shortcomings. As I see it, the quali- 
fications which are most essential are 
these: 


For the Salesman Who Sells Staples 


1. Good sense of detail and some apti- 
tude for and understanding of clerical 
routine. 

2. Good judgment regarding matters 
bearing upon credit. 

8. A literal minded respect for rules, 
orders and agreements. 

4. Ability to understand and explain 
the construction, operation and uses of the 
things he sells. 

5. An inclination towards and a knack 
of making friends. 

6. An understanding of the fundament- 
als of retailing and of electrical contract- 
ing. 

7. The ability and inclination to assist 
customers to get business. 


For the Salesman Who Sells Specialties 


1. All of the foregoing. 

2. <A well developed sense of tact. 

8. Ability to argue clearly and in con- 
vincing fashion, holding the point of view 
and getting it accepted by the prospect. 

4. The knack of appealing to imagina- 
tion and selling an idea, 

5. An optimistic temperament. 

6. The ability to demonstrate appli- 
ances convincingly. 

7. An understanding of the fundament- 
als of advertising, retail selling, window 
and store displays, demonstrations, etc. 

8. The ability to instruct and enthuse 
others. 


Note—Your reporter has tried to 
make suggestions that will be helpful 
to you. Why not reciprocate by 
writing to the editor giving your views 
for making Tur Jopper’s SALESMAN 
still more helpful to its readers? 





There’s Always Business 

“It is possible to get business any- 
where in the United States where 
there are homes using electricity,” 
says R. J. Strittmatter, sales manager 
of the Apex Electrical Distributing 
Co. “You can say what you will 
about poor conditions, about lack of 
employment and about any number of 
conditions that are not right, but the 
fact still remains that street cars 
are being operated in every territory. 
Motormen and conductors are em- 
ployed to operate these, and they are 
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The Better Class of Jobbers 
Handle These 
Quality Products 


DURADUCT 


HIGHEST QUALITY 
Non-Metallic Flexible Conduit 


is the original Single Wall Loom 
with the Roller-Bearing Wire- 
way. You can Hammer It— 
Twist It—Step on It or Treat It 
Rough, and then work it back 
into shape with your fingers so 
that it can be fished through as 
readily as ever. This is because 
there are no inner linings or 
double walls to break down. It is 
easy to cut and easy to fish. 

DURADUCT is a labor saver to 


Contractors. 


DURACORD 


HIGHEST QUALITY 
Portable Electric Cord 





is the original woven covered 
portable electric cord. This cov- 
er, made like a fire hose, is tough 
and will withstand many times the 
abuse of the ordinary portable 
cord. It will also protect the rub- 
ber belt from those destructive 
devils, light and heat. It is supe- 
rior to any other cord for portable 
work in Factories, Shipyards, 
Railway Shops, Motion Picture 
Studios and Garages. 


DURACORD is a positive econ- 


omy to the user. 


TUBULAR WOVEN FABRIC COMPANY 


PAWTUCKET, R. I. | 













































THE JOBBER’S fJ]|SALESMAN 



















































You Cannot Go Wrong 


ae Mr. Salesman 
2, aaa 


If you will use the “SELFBLO” as a 
leader in trying for the prizes offered 
in the ‘Sell "Em Something More’’ let- 
ter contest. 


We Will Pay $50.00 


ood. NA for the best 3 letters to US describing 
=) how you used the “SELFBLO” in get- 
ting the dealer to ‘Sell ‘Em Something 
More.”’ 


Your dealer can sell a “SELFBLO” on 
top of almost any kind of a sale. You 
show him how. Write us how you did 
- = 2 it and be in line for a prize. Names of 
winners will be published. 











Resse 











Size overall 274x514 It Blows Itself in 20 seconds. 
A Flame that will run any solder. 


The best “‘attention getter’’ you can carry. 


Ist Prize $25.00, 2nd Prize $15.00, 3rd Prize 
$10.00. 


Time limit Aug. 31st. Letters to be sent to 
US. Same letters may be entered in ‘‘Jobber’s 
Salesman” contest if desired. 







Southern Rep. Middle West. Rep. 
Wetherbee Bros., L. W. Stewart 
1405 Englewood Sales Co., 
Ave., 327 Dixie Term. 
Dallas, Texas Cincinnati, Ohio 


Western Coast Rep. 
Graf Sales Co., 304-310 Williams Bldg. 


San Francisco, Calif. 


Hunt-Lasher Co., Inc. 
LYNN, MASS. 


Successors to the good will, trade names, trade marks, formulae, etc., of 


the Federal Mfg. Co., Inc., of Boston, Mass. 




















receiving their salaries regularly. 
Government buildings are employing 
clerks and people in every capacity, 
who are still drawing steady incomes. 
Railroad offices, drug stores, grocery 
stores, and on through the list of es- 
sential industies that have not stopped 
going you will find men and women 
employed today in every territory, 
regardless of conditions, and these are 
the people that we must reach and 
sell our goods to.” 


“‘Whaddyamean, 
Quality ?”’ 


(Continued from page 16) 





who won’t ride in a car that costs less 
than $5,000,” said Sid. 

“Who is she?” 

“She is in the Follies.” 

“T thought so, and the pity is that 
there are a lot of business men who 
ought to be in the Follies, so far as 
their distinction between ‘quality’ 
and so-called ‘class’ is concerned. 
How is it, kid; are you any clearer 
on this point now?” 

“T think I’m getting you,” said Sid. 

“All right, and the quicker the 
electrical trade gets the idea the 
better. There has been too much 
chasing the false god of ‘class’ when 
there ought to have been more devo 
tion to real ‘quality.’ 

“We all want to realize that 91 per 
cent of all the families in this grand 
old U. S. A. are living on incomes less 
than $1,750 a year—that only 3 per 
cent are getting more than $3,000 a 
year. A dealer doesn’t have to have 
to be out of the ordinary to know that 
he can’t sell many $175 washers, $35 
percolators, and $18 het-plates to a 
family getting $1,750 a year, not with 
house rents eating up one-third of the 
income right off the bat, and with 
clothing a long way from pre-war 
levels. They simply can’t do it. 

“On the other hand, there are mil 
licns of these people of smaller in 
comes who have ambitions and wants 
just like the richer ones. They ap 
preciate the convenience of electric 
appliances and want them. When the 
find an appliance that is within their 
means, they buy it. At the same time 
they want quality. Not that they ex 
pect all the shimmer and shine that 
goes with class. These people ar 
reasonable as a whole. They want 
an appliance to do the job for whic!) 
it was intended and give satisfaction 
“So, if the electrical store is to |: 
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WYNKOOP HALLENBECK CRAWFORD CO. 


Compiid? APf SBURGH... 


. NATIONEE st ea aps ES . 
80 LAFAYETTE STREET NEW YORK CITY 
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Marathon “OK” Motors 
Ventilating Fans 
Ceiling Fans 
Grinders and Buffers 





Are “Live Sellers’? — give aa a. 


sipageen: 
we 


you a quick turnover. 


Our prices are so much lower 
than others charge that you 
can interest prospects who Ga 7 
have always balked at the ¢ sii 
cost. 

Motors—|/8-1/6 and 1/4 


and 1/3 h.p. Split phase 
AC 


Ventilating Fans — 16-18 
and 20 in. diameter. 


Ceiling Fans—16-18 and 20- 
in. dia. 


Grinder and _ Buffer—|/4 
h.p. with 6 in. abrasive wheel 


and 7 in. buff. 





Send for prices and discounts 


MARATHON ELEctrRic MEG. Co. || 


36 Island St. 
Wausau, Wisconsin 


of the greatest service in the com 
munity, as well as of the greates! 
profit to itself, it will have to take ou 
lines that will sell to the great 91 pe: 
cent, for no store can build a big busi 
ness catering only to the 9 per cent 
If the electrical store does not take on 
popular lines, the other stores will. 
This is still the country of oppor 
tunity, and of the man who knows an 
cpportunity when he sees it. 

“Electrical goods cught to be scld 
in the electrical goods store. That is 
the logical place for the public to look 
fer them. The only thing that stands 
in the way of all meritorius electrical 
gocds being carried there is that some 
lines are ruled out because of the false 
ideas that some electrical dealers have 
of what quality consists of—and it is 
up to us fellows to set the trade right.” 

“T’m on,” said Sid, “where do we 
go from here?” 

“Well, the next time you get en 
thusiastic about the kind of a table 
Dad sets, pick out the right words 
and call it real quality instead of real 
class,” answered Jimmy. ‘And I don't 
think it would be a bad thing to tell 
your dealers that this idea of quality 
is relative, depending on who’s doing 
the buying.”’ 








And this gentleman is S. G. Ward, man- 
ager of the Western Electric Co, Port- 
land, Ore. The furrows in Mr. Ward's 
brow come from wondering how he can 
separate the supply from the telephone 
business and give his customers. service 
while the moving is going on. 
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The Vea “No-Burn-Out” Element 


Our Greatest Achievement 


For 15 years it has been our ambition to Surface and You Save All,”’ we have 
create a perfect heating element. We sealed our wire against the chemical 
have done it in the Vea ‘““No-Burn-Out”’ action which destroys heating elements. 
Element. This, an exclusive feature, is found in 
Believing in the slogan, “Save the all Dover products. 


We sell you an iron that positively will not burn out. Our guarantee, 
“a new one free if it should,” merely puts us on record as living up to 
our claims one hundred per cent. 


THE DOVER MANUFACTURING COMPANY 


DOVER, OHIO 
Central Western Distributors: Standard Electric Sales Co., 105 West Monroe St., Chicago, IIl. 


DOMANCO 
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America’s Big Industfr 


















R. Williamson & Co. is a large 
organization built upon SERVICE. 
Smaller organizations ale hesitate even 
attempting to give such service as this 
well established company daily performs. 


The commanding position of 
this company, in the raw material markets, 
coupled with its almost unlimited manufac- 
turing facilities, enables it to sell its pro- 
ducts at much lower prices than would 
otherwise be possible. 


Yet, notwithstanding the low 
prices, there is no product in any of the 
respective classes, regardless of price, that 
is of higher quality. 


Every effort is made and main- 
tained to ascertain the coming public de- 
mand and to produce a product which fully 
and satisfactorily meets it, always taking 
“into consideration the practical elements 
required in its distribution and installation. 


R. WILLIAMSON & CO. 


NEW YORK CHICAGO SAN FRANCISCO 
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Try Efficiently Served 





Through its large force of job- 
bers, this Company possesses a tremendous 
volume of business, making it possible to 
serve the smallest dealers in the most re- 
mote section of the United States with 
practically the same readiness as the dealers 
in the larger cities. 


No emergency could arise, this 
Company believes, but what it could serve 
its entire trade at all times. 


400 salesmen are daily present- 
ing Williamson fixtures to the trade. 


Learn the advantages of this 
wonderful organization which includes the 
foremost jobbers and dealers of America. 


This advertisement is written July 
15th. Actual count today shows 
that our jobbers have bought for 
immediate delivery 46,964 William- 
son Fixtures in 14 days. Why? 


R. WILLIAMSON & CoO. 


NEW YORK CHICAGO SAN FRANCISCO 
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Another One! ! 
Low in Price—High in Quality 



































A RACINE 
quality vibra- 
tor at a fair 
price. 





The new RACINE electric vibrator has been made and 
designed for those who want quality at a moderate price. 
Even though the price of this vibrator is less than those 
already on the market you cannot buy a better vibrator 


no matter what you pay for it. 


You jobber’s salesmen can gain the good will of your 
dealer friends by cashing in on RACINE as a quality 


product, at a price that is attractive to all of your dealers. 


Send today for Illustrated Pamphlet, Prices, etc. 


Mfd. by 


RACINE ELECTRIC COMPANY 
RACINE, WISCONSIN 


Standard Electric Sales Company 


General Sales Agents 


105 W. Monroe Street | CHICAGO 
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Creating Retail Outlets 

(Continued from page 8) 
city, by salesman and by commodity, 
an uncolored picture of where we 
stood. The total summary showed 
that out of 218 commodities, there 
were creditable outlets established as 
follows: 


Heating appliances (........:.......2.......... 114 
hia) RE PRNAR SRE EE REY SE PO a 71 
Rem hoes 21,205 25s ee eo mastee nas: . 64 
Oe IEE aCe SR ee 33 
TS ERE Conn ae Re RO re dE PO 9 
Ee ec oe eee 52 
BRTY DAULGKIES ns. 5c..n8cci-nce ee eee 19 
ne eee ee A Reh ee Oe 54 
PERE VRC CPIOG ooo c dasicecesscantemwiectee 7 


hese figures need no comment 
except as to their practical application 
and thé results obtained with fans 
and dry batteries. A start was mad: 
about January 15 to clean up on fans. 
In addition to the usual stuff, where 
the salesman gets a shot in the arm, 
an envelope full of window trims and 
a paternal tap from the rear, he was 
also given a list of the previous 
vear’s producers in his territory, a 
list of the non-producers, and a list of 
towns in which there were no fan 
outlets and with the names of the con- 
cerns previously sent in as good pros- 
pects. 

“This data was later supplemented 
by weekly reports to all salesmen, 
giving them an idea of progress by 
territories. On April 15, when this 
was discontinued, practically all ot 
last year’s producers had been re- 
newed, a large number of 1921 non- 
producers had been renewed and 
turned into producers by substantial 
initial orders, and 81 new outlets, 
each with an order, had been added 
to the list. So you can see we more 
than doubled our original number of 
fan outlets. 

“The weakness in dry batteries was 
so noticeable from the summary that 
this line was taken up following fans, 
and it was found almost immediately 
that the sales policies and selling in- 
structions were imperfect and misun- 
derstood. These were corrected and a 
battery man was put out by the manu- 
facturer for a week with each sales- 
man. This work was started April 15 
and by the first of June, 61 new con 
tracts or outlets were secured and a 
barrel or a 50-battery order was in 
cluded with each.” 

I had listened attentively, the ques 
tion popping up: “Will he go all the 
way down the line with this thing?” 
and so I asked it. 

“Of course, we will, but give us 
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ays An ILG Man In NewYork- 


o)V BASURED by transit trade, class 


buyers and mass selling, in small towns, biz, 
cities , factory centers, and farmin’, communities, 
the ILG Ventilating, Fan affords one of the most 
profitable markets ever created in the history of 
electrical merchandisin}. 


And the ILG national advertisin3, program 
— novel window display — local publicity fea- 
tures, and dealers’ helps are woven around a sales 
appeal that gets the dealer’s signature on the 
dotted line. 


We are workin}, ahead of you with an ap- 
pressive sales campaign directed at every electrical 
dealer in the United States and Canada — blazing, 
the trail for the jobber’s salesman who carries on. 
When you are ready to listen we are prepared 
to count you in. 


Send for ILG TELL TALES — now in its third 
edition — a 24 page illustrated book that tells an 
unusual story of keen interest to every jobber and 
salesman who is identified with the selling of 
electrical merchandise. 













FACTORIES:PUBLIC BUILDINGS: 
RESTAURANTS -THEATRES :HOUSES -ETC: 





















Mr. J. Heiser, Sec’y of 
the Greenpoint Electric 





Equipment Company, 
Brooklyn, N. Y., says: 


“The ILG Display Stand is 
creating, big, business for ILG 
Ventilating equipment. We 
have made some pratifyin3, 
sales to industrial plants in 
our vicinity. We are slad 
to recommend ILG Ventila- 
ting, apparatus and are appre- 
ciative of ILG co-operation.” 





THE ILG IS THE ONLY VENTILA- 
TING FAN MADE WITH A FULLY 
ENCLOSED SELF-COOLED MOTOR 























FOR OFFICES -STORES- 











ILG ELECTRIC VENTILATING CO. 2854 -NORTH CRAWFORDAVE. CHICAGO 
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: PERFECT POLE 
“TREATMENT” and 
PRESERVATION 


















Our Four Standard Processes 


AA—Creosote (a high grade coal tar dis- 
tillate). t 

A —Carbolineum (the highest grade dis- 
tillate). 

B Creosote, hot and cold (a high grade 
coal tar distillate). 

PENTREX—Creosote (guaranteed pene- 
tration), 

Whether or not you get the order for 
poles, get your customer to specify V. C. 
Pole Preservation. 


V. C. Pole Preservation is 
a guaranteed process—you 
can’t go wrong when you 
talk the V. C. process. 


You ought to have “Story 
of Pentrex’’—write for it. 




















; 
j 





P| 





eres, - 


i 
The Valentine-Clark Company 
Minneapolis, Minn.; Spokane, Wash.; Toledo, Ohio; Chicago, Ill. 
POLE BUTT PRESERVATION is 
offered to everyone — Manufacturer, 
Jobber, Contractor and Purchaser. 





We are, as usual, offering to the trade, 

our own stock of high grade Northern 

\ and Western Cedar Poles, both preserved 
and in the plain poles. 














time,’ replied the Colonel, this ma 
of objectives and _reconnoissances. 
“Similar plans are being formed i 
connection with ornamental fixture. 
and vacuum cleaners, both bein; 
grounded on the analysis which show, 
where pressure is needed, and whicl, 
if followed, will prevent stimulatio:: 
from reaching the point of surfeit. 

“One of the salesmen told us not 
long ago he had practically cleaned 
up his prospect list in a certain line, 
and when we asked him why he had 
not proceeded in the same manner 
during previous years, he verified our 
conclusions by saying he had been 
using bird shot and shooting in tli 
dark. And there you have the whol: 
thing in a nutshell.” 





Doing Tomorrow’s Sell- 
ing On Today’s Waste 
Time 
(Continued from page 12) 
about each window in a little not 
book, sometimes making  roug) 
sketches; then, on a trolley or train 
with nothing else to do, he gets out 


| his note-book and tries to work out 


some way of adapting these displays 
to his line of merchandise. When he 
gets a good idea, he sketches it out 
roughly with explanatory notes, and 
turns it over to the next dealer hic 
calls upon, who seems __ interested 
enough to promise to try it out in his 
window. This salesman knows that 
by leaving a trail of window displays 
behind him this trip he is selling 
goods for himself next trip. 

Another salesman who is_ thor 
oughly convinced of the value of win 
dow displays, and realizes that they 
sell for him just as truly as they do 
for the dealer or for his house, makes 
it a point to spend his spare time 
studying all phases of the store win 
dow problem and reporting his find 
ings to the home office so that in pre 
paring display advertising materials 
and working out window-displa: 
ideas, they will be pretty sure to d: 
velop only display ideas that can ani 
will be used, and that, when used, 
will ring the dealer’s cash register 
bell. Following is a section from on: 
of his recent reports, showing how 
thoroughly he is going into the win 
dow problem, and how he works eve! 


while he travels: 

On my way back to Cleveland on tl 
interurban I took a census to see how 
many store windows have back walls an: 
in how many cases the windows open rig! 
into the stores. Starting at the city limi! 
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LEWIS 
SAFETY 
SWITCHES 

















Cat. No. 30222, 60 amp. 2 pole, 


250 volts, single throw Industrial Claes 
Control Type. Quick-break, posi- 
tive-make. Cat. No. 30222 


ae 


‘The Complete Line 


Switches for all 
Requirements 

















Backed by a 
Strong 
Jobbers’ 
Policy 





Cat. No. 14211. Service en- 

trance, one, two and four cir- 
Cat. Bare = hs cuit, adaptable for all meter 
ee eee volts, installations, giving access to 
7 careamen: Syne all or branch fuses only. 
adaptable for all meters 
or small motor installa- This is a “dead front” type 
tions. entrance switch, 


The Lewis Electric Company 


Minerva, Ohio 
Western Sales Office: 431 §. Dearborn St. Chicago, III. 
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an - SAVE 


“The Quality Incandescent Lamp” 


All Types 
Sizes 
and Voltages 








UR Growth in 

less than four 
years—from obscu- 
rity to the largest 
independent lamp 
producers in this 
country—is an en- 
dorsement of our 
policy 


“QUALITY 
AHEAD 
OF PRICE” 


Our plans for the future 
include features which 
will establish for us even 
a stronger position with 
the leading buyers. 





Our proposition is worth 
asking for. 























STANDARD 
CLEAR — BLUE — FROSTED — ENAMELED 
Courtry Home Lighting — Train Lighting 
Street Series 
Lecomotive Headlight 


and 
Mill Type Lamps 


SAVE ELECTRIC CORPORATION 


615-623 Front St. 220-254 36th Street 
TOLEDO, OHIO BROOKLYN, N. Y. 


Executive Offices: Toledo, Ohio 























line at 177th street, I checked all the win- 
dows on the right-hand side of the street 
clear into the center of the city. I counted 
all kinds of stores, provided they either 
displayed, or might be expected to display, 
advertising matter for national advertisers. 
They were largely neighborhood stores. 
Here is the way the count worked out: 
A. Stores with window backs all the 
way up .. 36 
B. Stores with window backs from one- 
third to one-half way up.................. 2 
C. Stores with no window backs............ 101 
I notice that most butcher shops and 
many grocery stores and automobile ac- 
cessory stores have windows with no backs. 
Also many furniture stores. 





What advertising manager would 
not welcome the assistance of such a 
thorough student of window-display 
problems? 


A salesman who is something of a 
photographer carries his camera with 
him and sends his home office many 
snapshots of dealers’ stores, demon- 
strations, small town business sections, 
etc., which furnish good illustrations 
for the company’s house-organ and 
help everybody around the home office 
to visualize the territory better. He 
sends prints of these pictures back to 
his customers as fast as he gets them 
developed, and being human, these 
dealers are greatly pleased to have 
these pictures of their stores, auto 
mobiles, homes, children and_ their 
town or city. 

The salesman for a farm implement 
house, who has to call on many small 
towns where there are only two trains 
a day—one in and one out—passes 
the waiting time profitably by getting 
the local dealer to give him a list of 
three or four hard-nut prospects, 
which prospects he calls on in behalf 
of the dealer, and knowing his imple- 
ments and their selling points better 
in most cases than the dealer does, 
very frequently turns in orders that 
the dealer might never have gotten 
himself, which orders can often be 
added to his order for that day. This 
salesman also uses idle time to go 
out and put up metal signs around 
the country-side for the dealer, which 
means more publicity for his own line 
and at the same time makes him more 
solid with the dealer. 

Salesmen as a class are coming to 
realize more fully the importance of 
the retail clerk in the scheme of sell 
ing, and many salesmen are devoting 
every possible minute of their spare 
time to cultivating the clerks in the 
stores of their customers. In some 
lines, such as women’s ready-to-wear, 
millinery, and the like, the salesmen 
have begun to appreciate that, as Pau! 
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W. Ivey, professor of marketing at 
the University of Nebraska, pointed 
out recently, frequently the store’s 
clerks, not the proprietors, really 
make the retail prices. “You may 
think it is the merchant or his buyer 
who makes the prices, but it isn’t,” 
says Professor Ivey. And then he 
goes on to explain that if the sales 
force doesn’t sell a garment at the 
original price, it is marked down and 
down and down until it does sell. 
Which means that the sales force’s 
lack of knowledge and salesmanship 
is really establishing the price at 
which the garment is to be sold. There 
is, of course, much less of this form 
of price marking with advertised lines, 
but it exists to a certain extent in a 
great many lines. And certainly the 
ignorance and lack of salesmanship 
and sales understanding of the retail 
clerk cuts into every road salesman’? 
business to an extent that makes it 
well worth his while to use his spare 
minutes or hours cultivating the folks 
behind the counter, even to the young- 
est junior clerks, and tactfully teach- 
ing them how to sell his line, as well 
as winning their friendship—for the 
clerk of today may tomorrow be a 
buyer, and spare time spent today in 
winning his friendship is spare time 
wisely invested in making tomorrow’s 
sales. 

A live salesman for a household 
utility line makes a point of mailing 
the local paper from each town in 
which he stops to the advertising man- 
ager of his company in New York. 
That fortunate individual is able to 
keep a small-town perspective and 
write copy that is more intimate in 
tone and stronger in appeal than that 
run by his competitors by virtue of 
this constant contact with the small- 
town field. Incidentally, that sales- 
man’s investment of a few spare min- 
utes every day in looking up a local 
paper and mailing it East has so won 
the gratitude of the advertising man- 
ager that he can have just about 
whatever he wants in co-operation 


from the advertising department. 
\nother salesman who realizes the 

value of the local newspaper is a man 

who travels a certain territory in 


northern New York. He covers his 
territory often and works it very in- 
sively, and he makes it a point to 
spond his waiting time and _ travel 
tiniy reading the local papers of the 
citi-s and towns he covers. Every 
da» he reads from one to three of 


a 





“‘ Guardians of 











Electric Service” 





“CIRCLE T” 


MOTOR STARTING SWITCHES 


WITH OVERLOADING PROTECTION 


POSSESS UNUSUAL SELLING QUALITIES! 






Repeat Orders for 
The Salesman 


Jobbers’ 


Salesmen selling 


themselves and their line. 


They're finding repeat orders the usual 
thing and profits for themselves and their 
houses of attractive size and quantity. 


There’s an actual market for “Circle T”’ 
' Motor Starting Switches with overload pro- 
tection, created by our dealer and con- 
sumer advertising and the quality product 
itself. “‘Cash-in” on this big seller. 


“Circle T" 
Motor Starting Switches with overload pro- 
tection are inviting the dealer's faith in 


“Circle T’’ Motor Starting Switches 
have overload protection supplied by 
the two inverse-time protective plugs 
shown in illustrations. The plugs con- 
tain a stationary contact post with 
heating coil (A) and fusible link (B) 
which binds a spring contact arm (C) 
to the stationary post. The fusible link 
is of two parts held together by a low 
fusing alloy. 

In event of an overload, the heat 
from coil A melts the alloy sufficiently 
to release the spring contact, thereby 
breaking the circuit. The spring con- 
tact takes position (D) when circuit is 
broken. 

The short lapse of time required to 
heat coil (A) prohibits momentary in- 
rushes of starting current from fusing 
alloy link. 

“Circle T’’ Motor Starting Switches 
with overload protection for motors 
rated 5 H. P. and under 110-220— 
440-550 volts equipped with snuf-arcs 
have many other selling features. 
Learn them by asking for and reading 
Bulletin 54. 





The Trumbull Electric Mfg. Co. 


Plainville, Conn. 


New York 
114 Liberty St. 


Chicago 
40 S. Clinton St. 





“Guardians of 





San Francisco 
595 Mission St. 


Philadelphia 
Boston 








Electric Service” 
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\Red Desil Tools 





High Up Among 
The Live Wires— 


Where a poor tool 
would jeopardize the 
lineman’s life, he un- 
hesitatingly trusts in 
“Red Devil” Tools. 


He knows that “Red Devils” 
will meet every claim, that 
they are made of the best 
materials and workmanship 
obtainable—that 
built with a sense of respon- 
sibility for nis life. 


We make it profitable for 
you to sell “Red Devil” 
Tools. We _ supply free 
hangers, display cards, circu- 
lars, booklets, cuts, etc., as 
a part of our service to help 
you sell. 


Write for “Red Devil’”’ 
literature and latest 
trade prices. 


Smith & Hemenway Co., Inc. 


Manufacturers of “Red Devil’ Elec- 
tricians’ Tools. 


266 Broadway New York, N.Y. 


“Red Devil’ 
Plier No. 4950 
—tested to 
stand 10,000 volts. 
Will meet the most 


exacting require- 
ments of electricians 
who demand the best 
insulation for all 
around hardiness in 
a plier. 


they are 











the time. 


these local papers. In this way he 
keeps track of what is doing in every 


town in his territory just about all 


ers in his territory look forward to 
his calls because he knows what’s do- 


ing, knows about the leading people 
in town, and can meet them on the | 


common ground of their own interests. 


Indeed, I think I am not putting it | 


too strongly-to say that this sales- 


man’s most effective selling time is | 


The result is that the deal- | 





the waste time he devotes to reading | 


the local papers. 

The salesmen of one of the large 
biscuit companies utilize even the few 
minutes they may have to wait while 
a grocer is attending to customers to 
demonstrate their cakes and crackers. 
They hold “One Minute Demonstra- 
tions.” Opening a box of cakes or 
cookies, the salesman passes it around 
Instead of 
waiting until tomorrow for the sales 


to the waiting customers. 


from this use of what would other- | 


wise be waste minutes, frequently the 
demonstration develops sales of sev- 
eral boxes of the cake or cookie with- 
in two or three minutes. Also, it in- 
troduces new goods to customers who 


_ will doubtless repeat, thus building 


sales for next month, too. In fact, 
the considers this minute- 
saving demonstration one of its most 
effective bits of selling. 

This same company’s salesmen, as 


company 





well as the salesmen for certain other | 


food products, have for years sal- 
vaged their Saturday mornings, when 


the grocer is too busy to see salesmen, | 


by working behind the counter, dem- 
onstrating their goods and selling for 
the grocer. Which results 
sales for them the week following. 
The salesman of a certain specialty 
spent his waiting and traveling time 
writing a sales manual for his com- 


in more 


pany that has proved invaluable, and 


_ which so thoroughly grounded him in 
the best methods of presenting his | 
proposition that he has been able to | 


develop larger sales himself. 


Even during “hard times,’ when 
many concerns lose much in bad debts, 
the salesman for one large house 


comes through with a good record on | 
° } 
his sales because for years he has spent 


considerable of his waiting time get- 
ting the human side of the credit 
problem in his territory. He is a reg- 
ular detective when it comes to dig- 
ging up the facts about a merchant’s 
and future; and the 
in that work 





past yresent 
> 


spare time invested 


| TIME SWITCH 





AT LAST A 


Self-Winding 
Time Switch! 


HE only © self-winding 

time switch made is the 
Barnes. It is the only one 
that needs no winding—no 
attention whatever. 


And because of this, it 
means a big yearly saving tu 
every owner. The _ Barnes 
does away with the expense 
of an attendant. It can be 
forgotten, yet it never tor- 


gets. Its accurate Thomp- 
son clock winds automat- 
ically. 

Here is the switch people 


have been looking for. Every 
owner of a time switch is a 
prospect; every one who needs a 
time switch, and hasn’t one, can 
be sold the Barnes. 


There’s a big field and good 
profit for you. 


See your local jobber. If he 
does not carry the Barnes in 
stock, write us for prices and 
full details of this Self-Winding 
Switch on which you can make 
much profit at little trouble. 
Ready for immediate delivery. 


Type R—On and Off Every Day. 

Tyte S—On and Off Daily, Omits Sun- 
ay 

Type T—On and Off Twice Daily 


Type M—Two Rate Meter (Doub 
Throw) 

Type A—Apartment Hall (Light Con 
trol) 


J.O. MORRIS CO. 


Suite 1206, 1270 Broadway 
New York City 


BARNES 
Self-Windin 
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Good Grips! HLEIN GRIPS! 


Equip your “construction gangs” with reliable grips—grips stamped with 
the Klein trademark. Built out of an experience of 65 years in the making 
of linemen’s tools. 

Klein Grips have been standard for years. They pull straight without 
putting kinks in the wire, and hold on with the tenacity of a bull dog. 

Klein “Chicago” Grips are made from the finest of forged steel, gripping 
jaws are machine smoothed, rivets are machine turned and the drawing link 
is so placed that it will not hang down at right angles in the way of the line 
when the grip is on. 

A complete line of Klein “Chicago” Grips, “Haven’s” Grips, “Come- 
Along’s,” and linemen’s tackle will keep you ready for “trouble.” Look 
over your stock today! 

This is No. 8 of Klein’s ads to your customers. Klein 
Grips are standard. A customer once sold on Klein goods 
REPEATS! 


& Sons 
) Chicago II USA 
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How would YOU Fasten 
End of Lath Next to Box 
on This Job? 










THE OLD WAY 


Slow and Expensive. Costs 
50c to 75c to install box. 





Kruse Switchbox 
Supporting Strips 
and Lath Holders 


Over two hundred jobbers are 
new selling Kruse Metal Switch 
Box Supporting Strips and 
Lath Holders. Why? Because 
their customers are demanding 
and asking for them. YOUR 
customers are using them, if 
you don’t supply them they 
will buy them through other 
Jobbers, or direct from the 
factory. they will not do with- 
out them after they have given 
them a trial. 


When a contractor finds he can 
save from 50 to 75 cts. on each 
box installed by the purchase 
of a set of our box supports at 
a cost of only 10 cts., and at 
the same time give his customer 
a better job in every particular, 
you know they will not do the 
work in the old way. Neither 
would you. 


We work with the jobber and keep 
the dealers posted with the names of 
all the jobbers they can buy from, why 
not get your name on that list? We 
guarantee the sale to you. 

sold and shipped in 


108,000 Sets 


JUNE. 


Write us today and line up with a real 
live proposition. 


Midwest Metal 
Products Co. 


MUNCIE, IND. 


















Notice the 
Lath Holders 






THE NEW WAY 
Patented 
Fast and Cheap. Costs 10c 
plus 5 minutes’ time to in- 

stall box. 





'the dealer to have one of these cards 





means much to his house from get- 
ting caught with bad accounts, and it 
saves him the time he otherwise would 
devote to developing accounts that 
would subsequently prove unprofit- 
able. You may well believe that that 
fellow is popular with his firm’s credit 
manage. 

A salesman for a big food products 
concern who calls on most all the gro- 
cers in every town where he stops 
(they all carry his line), makes it a 
point if, he has an hour or two to 
spare before train time, to pick out 
one of the best located stores in town 
and get permission to fix up a window 
display of his product, along with one 
or two other products that work in 
naturally. If he is to be in town over 
night, he often arranges to dress one 


Often it results in the grocer liking 
the display and his spirit so much 
that he gives the salesman an increased 
order immediately. In any event, the 
windows sell for the salesman for a 
week or more after he has left the 
town, which means a better order 
when he comes again. 

The salesman for a vacuum sweeper 
concern is using his waiting time to 
preach his sweeper to everybody he 
meets, from the station agent to the 
bootblack in the hotel. Like the man 
who is said to have stood up at the 
funeral, during the embarrassing wait 
for the minister to appear, and an- 
nounced that perhaps it would not be 
out of place if he took this oppor- 
tunity to speak a few words about 
Pasadena, this salesman makes an 
opportunity to talk his sweeper 
wherever he goes, and he always 
leaves with his listener a card illus- 
trating and describing his machine. 
On this card he writes the name of 
the local merchant who carries the 
machine, and if he can get the lis- 
tener’s name he writes on the back 
of the card, “Introducing Mr. B 7 
and signs his own name. Such a 
scheme is bound to make some sales, 
and it makes a strong impression on 





turned in. 

A clothing salesman spends his 
spare hours and half hours standing 
in front of clothing store windows all 
along the main street listening to 
men’s comments on the clothing and 
haberdashery displayed therein. There 
are probably few men who know as 
surely as does this man just what 











or two windows during the evening.} 





the average citizen thinks of the vari- 


‘Gitle ef Electric Stove 
Ge MAllister Electric Iron 
MAllister Electric Heating Pad 


The Great MSAllister 
Trio” 


“Qssalit 
of Rapia Sellers 


Every one— 
1. Time-tested and Perfected 
2. Quality-built throughout 
3. Backed by positive 1-year 
Guarantee 


4. Priced definitely below 
the market 


The exceptionally attractive 
retail prices (see below) at- 
tract the thrifty housekeeper 
and give you that rapid turn- 
over you want. The iron-clad 
Guarantee protects you from 
loss in ‘‘servicing’’ and insures 
the user uninterrupted satisfac- 
tion. And back of that Guar- 
antee stands the house of 


McAllister, established in 1875. 
The Little Chef Electric Toaster 


Stove 
7% in. long; 
644 in. wide; 
2t4 in. high. 


Cold - rotied 
s tee l-—2- 





piece con- 
struction. Nick- 
el-polished an ¢ 
rustproof. Heat- 


ing element 
mounted on asbestos. Weight com- 
plete, 22 oz. Retail Price, 110 and 
220 ~volts—$2.00. 32-Volt—$2.50, in- 
cluding 2-piece plug and 6 ft. of 
gray cord. 


The McAllister Electric Iron 


Standard 6 Ib. 
type. Very high- 
ly polished, nick- 
el plated. Six 
feet of heater 







cord, two 
piece socket 
plug, and de 
tachable plug 
at the iron. 


Large comfortable handle and_ gr-p, 
and so designed that the point of 
the iron heats much more than tne 


eel Retail price $5.00 including 
stan 

The McAllister Electric Heating 

Pad 

Size, 13x15” 

Covered with 

the finest er- 

der-d o w n. 

Made in 

three-heat and 

sin gle-heat 

types. Ten 

foot interwov 

encord. Heat 


controlled by 
a positive 
double- acting 
thermostat. 
Pad can. be 
bent or twist: 
ed and in fact abused very severely 





without short-circuiting it. Retail 
Prices—three-heat pad $8.50, single- 
heat $6.50. 

Sold only through jobbers and. re- 


tailers—no house-to-house canvas- 
sers. Write for our full proposition, 
discounts, etc. 


‘MCAIlist Et. Co | 
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It’s Up to You-- 


to cater to the requirements 
of your customers. Redtop 
products are made to meet 
the most _ discriminating 
tastes. 





No. 209 Duplex Kitchenette 
and Toaster. Two heats. 
Nickel plated. Complete. 
Cord with Fitzall Plug $9.50 





No. 324 Three Heat Electric 


Iron. High, low and me- 

dium heat. Price........ $7.50 
Sole Manufacturers 
Fitzall Plug with 
spring. Fits all 
makes of Heating 
Appliances. 








Our No. 450 Upright 
Toaster, August Delivery 
$4.50 











|| Goods properly displayed are 
|| goods half sold, Let us tell you 
‘| about our dealer helps and dis- 
‘| plays to help you sell. 


Write today to 


REDTOP ELECTRIC CO., Inc. 
8 West 19th St. New York City 





ous makes of clothing, collars, shirts, 


hats, gloves, etc. And he is able to 


| use this knowledge every day in open- 


| ing new accounts and building up old 


ones, for clothiers feel authority be- 
hind whatever he says 
plan that salesmen in many lines could 
follow to advantage. 


This is a 


These are but a few of the 
salesmen actually 


ways 
have used or are 


_ using their today’s waste time to make 
tomorrow’s sales. They suggest things | 
| a salesman can do between trains, 
| while waiting for appointments, or 


while killing time in a store until a 


| buyer can be seen or until the propri- 





etor gets back from the Chamber of 
Commerce committee meeting. 


As every 


est wastes in road selling is this time 
spent in waiting for something or 
somebody. Yet it need not be wasted 
if there is a way to utilize it. There 


_ are literally hundreds of ways, some 
| little, some big, of investing waste 


uted to all its dealers. 


The ideas mentioned in this article 
are only a hint of what is possible. 
For instance, some salesman with a 
“teaching knack” 


published by his house and distrib- 


(for a household appliance, for in- 
stance) could well spend his waiting 


salesman and employer | 
| of salesmen knows, one of the great- | 


| time to make it produce more sales. | 


could well spend | 
| his time on trains and in railroad sta- | 
| tions working up a sales manual for 
| the retail clerks who sell his line, to be 


Or a salesman | 


time going from house to house in | 
_ the residential sections asking perti- | 
| nent questons about kitchen cabinets, | 
| electric irons, sewing machines, wash- 


ing machines (or whatever he is sell- 
ing), and reporting his findings to 


| his home office, as well as using them | 
| the next day—or yet that day— in 














| of utilizing the inevitable waste time 


his selling. Firms are spending thou- 
sands of dollars to get just this kind 
of information that almost any sales- 
man could develop in his waste time. 


The main thing to remember is 
that, generally speaking, the more 
unselfishly this waste time is invested, 
the greater the reward will be. The 
question for a salesman to ask him- 
self is not, “How can I make a dealer 
buy more from me?” but “How can I 
help him sell more?” 


This a salesman can do in many 
ways if he will. It requires only that 


he, or his house, work out some way 








LIBERAL 
Discounts Now 
Get Our Prices 


Features that make 
PROPP, One -4- All 
Single Standard Unit 
Xmas Tree Sets 

the 


Jobbers Best Sellers 
Quality High—Price Lowest 





ao ee Ae we me — 
Eee a 
7 
_——« 


seat ete 





Flexible — Practical — Up-To-Date 
Build Them Up As You Like. 


Old and new sets can be easily at- 
tached to the PROPP Continuous Socket 
Attachment indicated by the arrow in 
illustration. This one style set takes 
care of every demand. 


Let Ad-A - Lite 


Increase Sales 


NEW LIST PRICE 





The finest Two Light Device Made. 
AD-A-LITE has a Spring Contact in the 
base of the socket. Will take a Shade 
Holder. Will seat in deep sockets; 1s 


built sturdy and handsome in appear- 


ance. 
GUARANTEED IN SERVICE TO LAST 
A LIFE TIME 


These outstanding features of AD-A- 
LITE make it a sales getter. 


M. Propp Company 


524-28 Broadway - New York City 
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Conference on Radio Direction 
Finders 

A conference was recently held at 
the Bureau of Standards at which 
representatives of the manufacturers 
of radio direction finders discussed 
questions with the Assistant Secretary 
of Commerce and members of the 
Bureau of Lighthouses regarding the 


production, cost, installation © and 
maintenance of radio direction finders 
on shipboard. It was announced 


that the Department of Commerce 
has decided to install radio beacon 
stations at Boston, Nantucket, Cape 
Charles, Columbia River and Puget 
Sound, and later at Delaware Bay, 
Los Angeles and Blunts Reef. These 
are in addition to the radio beacons 
at Ambrose, Fire Island and Sea Girt, 
near New York; Diamond Shoal, near 
Cape Hatteras, and San Francisco 
Light Vessel. 


* * * 


Central Station to Use Radio 
It is reported that the North- 
western Electric Co., Portland, Ore., 
is installing a high-power radiophone 
at its hydroelectric generating 
station at White Salmon, about 75 
miles from Portland. The transmit- 
stated, will be of 
The set will be 


with 


set 


ting unit, it is 
1,500-watt capacity. 
used to insure communication 
the plant under all conditions. Some 
trouble has been experienced with 
the telephone line on the transmis- 


sion poles during storms and other 


adverse conditions. A_ similar set 
will be installed at Portland. 
* * 


Department Stores to Test 
Receiving Sets 

Ever-increasing public interest in 
radio has added to the troubles of de- 
partment store buyers and others han- 
dling such equipment. Because of the 
rather technical problems involved, 
actual and prospective salesmen of re- 
ceiving devices say that they are up 
against it. Finding no information 
available to use in selecting good or 
rejecting bad apparatus and fearing 








A Radio Xmas 


T IS a little early to be think- 
ing of plans for Christmas 
selling, but it is logical to sup- 

pose that a great number of re- 
ceiving sets will be purchased for 
Xmas presents this year. Surely. 
many youngsters, and adults, too, 
for that matter, would welcome a 
radio set for a holiday gift, and 
with this fact in mind it requires 
no stretch of imagination to pre- 
dict there will be a big demand in 
November and December. 

What are you and your dealers 

doing about it? 











the loss of established good will, 
appeals have been directed to the 
Bureau of Standards to devise stand- 
ard testing methods. 

Performance test methods for im- 
mediate use by a commercial testing 
laboratory were recently agreed upon 
in an outline by representatives of the 
Bureau of Standards, the Electrical 
Testing Laboratories of New York, 
and the National Retail Dry Goods 


Association. Suggestions regarding 








What is claimed to be one of the most 
radical advances in the radio art is this 
miniature detector tube, which requires 
no batteries for its operation. It is the 
invention of D. R. Freed, president of 
the Freed-Eisemann Radio Corp., who 
is shown comparing his tube with an or- 
dinary vacuum tube.—Photo by K. & N. 





improvements on these methods, or 
new methods of testing the equipment 
submitted by the National Retail Dry 
Goods Association will be subject to 
approval of the Bureau of Standards. 

The tests outlined include examina- 
tion as to the materials and workman- 
ship of construction, the mechanical 
and electrical design, simplicity of 
adjustment, ruggedness, sensitivity, 
sharpness of tuning, wave-length 
range and faithfulness 
tion in radio telephone 


of reproduc- 
reception. 


* * * 


How Radio Compass Works 


There are two distinct methods of 
using the radio direction finder as an 
aid to navigation to enable a ship to 
locate its position, according to the 
Bureau of Standards. In one system, 
radio signals are transmitted from 
stations located on the shore and are 
received with radio direction finders 
located on the ship. In the other sys 
tem the ship which desires to know 
its position transmits radio signals 
which are received at a 
compass 


number of 
radio stations located on 
shore, and the bearings observed at 
these shore radio compass stations are 
plotted and the ship notified as to its 
position by radio. 

* * * 


Radio Searchlight for Direc- 

tional Broadcasting 

The radio searchlight, a method 
by which waves transmitted from a 
broadcasting station can be reflected 
in any desired direction, just as light 
rays are directed from a searchlight, 
was announced by Senatore Guglielmo 
Marconi in his address before a joint 
meeting of the Institution of Radio 
Engineers and the American Institute 
of Electrical Engineers in New York 
City, June 20. 

At present radio waves, upon leav 
ing the antenna, scatter in all direc 
His apparatus, which in n 
way resembles a searchlight, but is 


tions. 


a series of wires arranged in a specia! 
way on towers or masts, sends tli 
the ether in on 


message through 
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a CA aon RETAIL 


With Plug 
attached 


$11.50 








The Good Will of the Trade 


OUR fixed and definite jobber-dealer policy works to the best advantage 
of all accredited electrical or radio jobbers and large manufacturers of 

complete Receiving Sets. 

We exercise every precaution to retain good will by the utmost cooperation. 


Being familiar, as you are, with ‘the leadership of this organization in the telephone world, 
we believe that you will be prompted to write at once for discounts and other important 
details. 


The Automatic Electric Head Set Some of the Important Points 
has been developed and completed of Superiority of the Automatic Electric 


to give a maximum loudness and Saeen Raae ae: 
Single pole construction —(a single powerful 


clearness under all conditions. electro-magnet which takes effect at the exact center of the 
y* : . diaphragm. ) 
utomatic Electric Company has been The soft iron magnetic path assures minimum 
making high class telephone apparatus loss of strength and character to the diaphragm vibrations. 
for over thirty years. This perfectedRadio _ The coil design a single coil wound on a cyl- 
e - ; indrical core, Oo SNarp corners. e core of the coll 1s 
Head Set is the result of years of experi- very small and the electric resistance per average turn is 
ence and technical knowledge, backed by ey a. 


. ° — High resistance, as you know, soundsimpressive but means 
the reputation of this house. And it is to practically nothing. The thing that counts most is PROPER 


our aim to give you the best Head Set effectiveimpedance. Thisis governed chiefly by the number 
" of turns of wire, amount of iron in the magnetic circuit, and 
ever produced, to fit all requirements. Son ennatbention. 


Automatic Electric Compan 


AUTOM ATIC ENGINEERS, DESIGNERS & MANUFACTURERS OF THE AUTOMATIC TELEPHONE IN USE THE WORLD OVER 
‘ ELECTRIC HOME OFFICE AND FACTORY: CHICAGO, U. S. A. 


7 














AOR eer = Oe. 1 Ce > 


This is the high grade plug that comes at- 

RA D | pay ag desired, to Automatic yee ped 
at PS pcs “ ead Sets. It will take care ofany kind o 

H EA D S ETS cord terminals, will fit any kind of jack and 
will accommodate two head sets. With this 


plug attached to our head set youcan be sure 
the head setis properly poled.” 
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While on his recent trip to this country Senatore Guglielmo 
Marconi paid a visit to the Schnectady plant of the General 
Electric Co., inspecting the works and conferring with radio 
experts of that company and the Radio Corp. of America. He 
broadcasted a speech from WGY, and later in response to E. 
W. Rice, Jr., honorary chairman of the board of directors 
of the General Electric Co., stated to a delegation of scientists 


and engineers that radio will have a great influence on world 
relations by facilitating communications between nations and 
between peoples in different parts of the world. He said the 
radio art has untold possibilities. 
in the center with the cane is Senatore Marconi; to his right 
stands E. W. Rice, Jr., and at the extreme right is Charles P. 
Steinmetz, noted electrical engineer. 





In the illustration the man 





direction only, Marconi said. He 
illustrated his words by a demonstra- 
tion in the hall. Messages transmit- 
ted were picked up clearly on one side 
of the room, but scarcely could be 
heard with similar receiving apparatus 
on the other side. 

‘With this system of reflectors, Mar- 
coni stated that he had successfully 
conducted radio telephone conversa- 
tions between London and Birming- 
ham, England, a distance of 100 miles. 
This is a record in long-distance radio 
transmission and reception with very 
short waves. In all these experiments 
the wave lengths varied from 1 to 20 
meters. 

The reflectors made it possible for 
the receiving station to produce a tele- 
phone song or speech about 200 times 
louder than is now possible and with- 
out distortion. The transmitting aerial 
be used both for transmitting 
and receiving at the same time. 

“In these days of broadcasting, it 
may still prove to be very useful to 
have a practically new system which 


can 


would be to a very large degree secret 
when compared to the usual kind of 
radio,” said Marconi. 

In radio communication, electric 
energy is flashed into space in waves. 
The distance from one wave crest to 


another is called “the wave length” 
and is usually expressed in meters. 
In these days when radio is the hobby 
of millions, the wave length may be 
anything from 200 to 20,000 meters. 
In other words, the ether of space 
is shaken into terrific billows com- 
pared with which the mightiest up- 
heavals of the ocean are mere ripples. 

“As far back as 1895 and 1896, I 














Device Invented by Marconi Which He 
Calls a Radio Searchlight. 





had obtained some promising result, 
with waves not more than a few inches 
long,” said Marconi. He then pro- 
ceeded to describe how he had re- 
turned to his original idea of using 
short waves. 

Marconi stated that when very 
short waves are used, disturbances 
caused by static can be said to be 
almost non-existent and the only 
interference comes from the ignition 
apparatus of automobiles and motor- 
boats.” He predicted that “the day 
may come when we will have to screen 
our ignition systems or carry 4 
government license for transmitting 
radio.” 

“The question as to whether it 
would be possible to transmit radio 
signals around the world is one which 
has always fascinated me.” Marconi 
assured his hearers. He discovered 
that “there is something in the idea of 
the fireless waves traveling around tlic 
earth in various ways and reuniting at 
the Antipodes.” 

Static was also discussed by Mar- 
coni. He told his hearers that there 
are particularly violent types of static 
over Africa and South America, but 
that static did not interfere very seri- 
ously in transoceanic communication 
in temperate zones. 
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THE OLDEST, LARGEST EXCLUSIVE 
RADIO EQUIPMENT MANUFACTURERS 
ANNOUNCE A NEW TRADE NAME 
FOR THEIR LINE 










ADIO has come to stay! 


business. 


And RADAK is going to 
hasten the process of stabilizing the radio equpiment 


Trademark Reg. U.S. Pat. Off. 


of occupation. 


The Clapp-Eastham Company has spent sixteen continuous 


years of exclusive radio specialization, working in the in- 
terests of radio, professional and amateur alike. 
experience and manufacturing skill are to be turned to the 


advantage of the dealer. 


In announcing the adoption of the new trade name RADAK, 
Clapp-Eastham announce also the distribution of RADAK 


Now their 


Wireless Age 
Radio 







kktadak 


is under way in the following publications, reaching a re- 
ceptive audience of well-to-do individuals in varied lines 


MaterGaw Wvewem Pee. s. cccccccccccscs 2. +g aoe Copies 
American Magazine 
Farm Journal ..... 
Country Gentleman 
Farm and Fireside 
Successful Farming 
Radio News ....... 


0 Copies 


DitetGmenes » «<0 exwawed i O12, 000 Copies 


Copies 
Copies 
Copies 
Copies 
Copies 
Copies 
Copies 











Receiving Sets and other radio equipment through jobbing 
distributors exclusively. These distributors will quote dis- 
counts to the dealer direct. And the new distribution plan 
enables the dealer to secure the maximum discount without 
quantity stipulation. 


Advertising to a 25,000,000 Audience 
The adoption of the new trade name RADAK gives the 


A very conservative estimate of four readers to the copy 
per magazine gives a total of well over 25 million people 
reached by this list. 


Let’s Get Together 


RADAK spells opportunity. Opportunity for every wide- 
awake dealer. 










dealer an easily remembered, quickly identified line of mer- 
To stimulate the process of identifi- 
cation, a new and more widespread advertising program has 
been entered upon. A consistent schedule on a yearly basis 


chandise for his store. 


quarters, 


Look into it. 
household word. Make your store the RADAK head- 
If you do not know the RADAK distributor in 
your locality, write us for the name and address. 


RADAK will soon become a 


CLAPP-EASTHAM COMPANY 


America’s Oldest, Largest Makers of Radio Equipment Exclusively, Established 1906 


RHEOSTATS 


121 Main Street, Cambridge, Mass. 


REGENERATIVE RECEIVING SETS 
AMPLIFYING COILS 


AMPLIFIERS 


ELECTRO AMPLIFONES 


VARIOMETERS 
UNIVERSAL TUBE SOCKETS 


CONDENSERS 





READ WHY CLAPP-EASTHAM EQUIPMENT SELLS. THESE ARE UNSOLICITED COMMENTS FROM RETAILERS. 


Howard 8. Barlett, 
Knox, Pa. 


“Am writing to you direct to compliment 
you on your Type H. R. Receiver and your 
['wo-step Amplifier. They are the most 
wonderful receivers that there are on the 
market today. I have had them set up along 
with other standard makes that cost double 
ind triple the price of yours, and will say 
hat spark C. W. and voice come in over it 
nore clear than with any of the rest. The 
only trouble that I find with them is to get 
them, I do my buying in Pittsburgh and 
he aes are out of them all the 
me 


Kehler Radio Laboratories, 
Abilene, Kansas 


“We have just recently been testing your 
improved regenerative sets and wish to state 
that we think they are a little wonder. For 
signal strength they are unexcelled by any 
of the highest priced sets on the market 
and are superior to some in this respect. 
They are also the least critical in tuning of 
any set which we have operated, as well as 
comparing favorably in selectivity. We are 
surprised at the absence of capacity effects 
from the body. We have a set in operation 
in our display department in the rear of 
Abilene, and with but two stages of audio- 
frequency amplification and a large mag- 
navox, music and speech may be easily 
heard within a block of the horn which is 
placed in the doorway. We have decided 
to specialize on this set, due to its reason- 
able price and its remarkable performance.” 


Sever-Beacham Radio Company 

Santa Fe, New Mentos 
“Some time ago we purchased one of your 
Type H.R. Regenerative Receivers and Two- 
stage Amplifier used in connection with a 
Magnavox. This outfit has brought in more 
stations and longer ce than any set 
we have handled, Everybody else in the 
surrounding country with more expensive 
outfits than ours are not getting results this 
time of the year, and we still hear the 
broadcasting stations as usual. We have 
heard Cleveland, Ohio, many times, which 
is about 2,000 miles, I should think. This 
was news and music, not wireless. We hear 
all the stations within a radius of 1,000 
miles every night. We could sell many of 

these instruments if we could get them.” 
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New Radio Products, Illustrated 





A line of stor- 
age batteries de- 
signed especially 


for use with 
radio equipment 
has been devel- 
oped by the Uni- 
versal Battery 
Co., 8410 South 
LaSalle street, 
Chicago. The 
Type RCR 
shown above 


consists of three 
hard rubber bat- 
tery jars assem- 
bled in a compo- 


sition case that 
is acid proof. 
The cover con- 
ceals all metal 
parts and pre- 
vents the spill- 


ing of acid. 





lesb bbb 





The “ABC” variable condenser made by the Jewett Mfg 
Corp., 342 Madison avenue, New York, has a number of 
distinctive features such as individual spacers, “Condensite” 
head, locking lever for delicate adjustment, and stops on 
all moving plates. The losses are kept at a minimum, there 
being 1.25 in. between opposite polarities. 





DETECTOR TUBE 
SOCKET 





TUNING CONDENSER 


TICKLER COIL 
TUNING INDUCTANCE 

The Cutting & Washington Radio Corp., 35 Water street, 
New York City, a subsidiary of the Independent Wireless 
Telegraph Co., New York, has recently perfected two styles 
of radio receiving sets for which it is claimed that trouble- 
some and critical adjustment have been eliminated, thus 
assuring efficient and reliable operation by persons with 
neither technical knowledge nor professional skill. Simplified 
controls enable the operator to select desired signals and 
to eliminate interference. The illustration above shows the 
C & W type 12 single-circuit regenerative receiver. 





A receiving set which is designed to fit into any large 
vertical or horizontal cabinet phonograph has been devel- 
oped by the Globe Radio Co., Fort and Brush streets, 
Detroit. The instrument is easily installed in place of the 
regular shelves and the loud speaker is connected to the 
tone arm of the phonograph. A_ two-stage amplifier is 
used, giving it a wide range. ‘The instrument lists for 
$125. 








A receiving set de- 
signed to harmonize with 
parlor or’ living-room 
furnishings and called 
the “Radiovoice,” has 
been placed on the mar- 
ket by the Premier Radio 


Corp., 6800 Bostwick 
avenue, Detroit. The set 
consists of a detecter 


and two-stage amplifier 
mounted on a_bakelite 
panel which is hinged 
within a mahogany ve- 
neer loud-speaker cabi- 
net 21 in. high by 12. 
wide. It is equipped 
with “B” battery and 
weighs only 17 lb. The 
list price, complete, ex- 
cept for vacuum tubes 
and “A” battery, is $95. 











The “Fada” panel- 
mounting tube sockets 
manufactured by Frank 
A. D. Andrea, 1581-H 
Jerome avenue, New 
York, are designed for 
use with all standard 
vacuum tubes. The 
base is made of con- 
densite and is 2.375 by 
2.875 by 0.875 in. The 
contact springs are 
made of phosphor 
bronze. These sockets 
are suitable for use 
with all standard fila- 
ment rheostats. 
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New Radio Products, Illustrated 
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One of the features claimed by the 
Daseo “Airline” variable condensers, 
manufactured by D. A. Sanders. 
Nyack, N. Y., is the high grade of 
workmanship used in their construc- 


tion. Special attention is also given 
to the materials used. These con- 
densers are made in different sizes 


ranging from 5 to 43 plates, and can 
be furnished with vernier of adjust- 
ment. 








The B. & B. vacuum tube socket No. 
W-100, manufactured by the Betts & 
Betts Corporation, 511 West 42nd 
street, New York City, is of unique 
construction in that the slot which se- 
cures the lamp is an inside slot which 
gives added strength to the socket. 
The contact springs are of laminated 
phosphor bronze design to make per- 
fect contact under all conditions of 
service. 





Lever switches with triple contact 
springs, which afford positive wiping 
contact, have been placed on the mar- 
ket by the Hoosick Falls Radio Parts 
Mfg. Co., Hoosick Falls, N. Y. 








The “Planet” loud speaker manu- 
factured by the Planet Radio Corp., 
1223 South Wabash avenue, Chicago, 
is made of a specially prepared bell 
metal alloy called the “Murphy Bell 
Alloy,” which is claimed to reproduce 
radio in a loud and clear volume, free 
from scraping noises and static. The 
speaker is compact and ornamental, 
the case being of mahogany. It can 
be attached to any standard two-stage 
amplifier, a suitable jack being pro- 
vided for that purpose. The list price 
is $40; west of the Rocky Mountains, 
$45. 








voltmeters for use 


Ammeters and 
with radio transmitting and receiving 
sets are now being made by the West- 
inghouse Electric & Manufacturing Co., 


East Pittsburgh, Pa. They are similar 
to the large instruments used by the 
company at its radio broadcasting sta- 
tions. Both kinds of instruments are 
made with a variety of scale ranges 
and in several sizes, some in portable 
cases and others for mounting per- 
manently on panels. 














An amplifying transformer having a 
10-to-1 ratio has been developed by the 
Rauland Manufacturing Co., 35 South 
Dearborn street, Chicago, for use with 
the new UV-201 Radiotron and C-301 
Cunningham vacuum _ tubes. It is 
claimed that this transformer will give 
maximum amplification without distor- 
tion. As high as three stages of am- 
plification can be used without 
inductive or magnetic disturbances, 
this feature being accomplished by use 
of proper impedance ratio, minimum 
distributed capacity, low core losses 
and proper impregnation. 





Aerial insulators made of “Radion,” 
a special quality of hard rubber pre- 
pared for radio use, are being mar- 
keted by the American Hard Rubber 
Co., 11 Mercer street, New York City. 
They are 3.25 in. over all. 











The “Atlas” AC-2-A two-stage am- 
plifier, which is manufactured by the 
American Radio Sales & Service Co., 
Mansfield, Ohio, is especially designed 
for use with the company’s ST-1 re- 
ceiver, but its construction is such that 
it can be used as an amplifier with any 
standard receiving set. The amplify- 
ing transformers are of one-piece lami- 
nated core construction; the sockets 
are designed to insure positive contact 
at all times and to permit tubes to be 
inserted or removed with ease; the 
rheostats are mounted on a neat alu- 
minum casting back of the panel, and 
the contact arms are smooth running 
and afford close adjustment. 








Rugged construction to meet the re- 
quirements of precision tuning is 
claimed for the “Dayton” air conden- 
ser manufactured by the A-C Electric 
Manufacturing Co. Dayton, Ohio. 
There is one movable plate and two 
stationary plates, and contact is se- 
cured by a 0.5-in. collar bearing 
against a leaf spring. The high-fre- 
quency resistance is extremely low and 


good dielectric strength is obtained 
due to the high grade of insulating 
ends, no molded composition being 
used. The 18-plate condenser has a 


capacity of 0.0005 mf. and a zero set- 
ting of 0.00002 mf., while the 34-plate 
condenser has a capacity of 0.001 mf. 
and a zero setting of 0.000031. The 
list price of the former is $3.95, and 
the latter is $4.80, with vernier attach- 
ment for 80 cents extra. 
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New Radio Products, Illustrated 
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Saving in space and ease of installation are principal fea- 
tures of the “Selector” vario-coupler manufactured by the 
Norris Radio Corp., 126 Liberty street, New York City. It 
is furnished with 10 taps, complete with dials and knobs, 
ready for installation, there being four binding posts on the 
back for aerial, ground and secondary. 








Dials graduated from 0 to 100 over 180 degrees of beveled 
circumference are being manufactured by the American 
Hard Rubber Co., 11 Mercer street, New York City. They 
are made of “Radion,” a special quality of hard rubber pre- 
pared for radio use which has been developed by this com- 
pany. They are supplied with set screws for shafts 0.1875 
and 0.25 in. in diameter. 














The General Radio Manufacturing Co., East Liberty, Pitts- 
burgh, has placed on the market a device for utilizing elec- 








tric service wires as an antenna. It can be inserted in any 
lamp socket, consumers no energy, does not require a lightning 
arrester, and can be used with receiving sets only. It retails 


for $2. 











The “All-Wave” coupler is a combination vario-coupler 
and loading coil, manufactured by the Capitol Phonolier 
Corp., 54 Lafayette street, New York City, which will cover 
wave lengths from 150 to 8000 meters when hooked up with 
a 0.001-mf. variable condenser in a primary circuit. It is 
claimed remarkably clear long-wave reception is obtained 
through the use of this coupler because of the method of 
combining flat and bank winding in one compact unit. 








A revised design is announced in the No. 444 crystal re- 
ceiving set which is a part of the radio line made by the 
National Scientific Co., 400 Penobscot building, Detroit. 
This cabinet unit is especially well finished, is complete with 
$10 head set and boxed antennae. Attractive advertising 
folders and posters are supplied jobbers and dealers. 








A compact and effective receiving set for short distances 
is the model ER-753 being marketed by the Radio Corp. of 
America, Woolworth building, New York City. It covers a 
band of wave lengths from 180 to 700 meters, and is fur- 
nished with a high grade head set. This receiver may also 
be used with amplifying apparatus. If the distance from the 
broadcasting station does not exceed 25 miles the addition of 
a vacuum tube amplifier will permit the use of a loud 
speaker. 
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THE IDEAL INSULATION 


Jobbers—lIt most perfectly meets every desirable electrical 
and mechanical requirement in wireless practice, and its cost 
compares favorably with any material of whatever nature 
sold for similar use. 


Every RADION part moulded by us has been designed only 
after a survey of the needs of the radio industry with a view 
to our future position in this field, and due regard to the pro- 
tection of our reputation as oldest and largest specialists in 


Hard Rubber. 
RADION PANELS in black, brown and mahoganite are ad- 


mittedly superior in finish, resistance to warping, and easy 
working qualities. It has not taken manufacturers, dealers 
and amateurs long to discover this fact. 


RADION Standard Parts include Panels, Dials, Sockets, 
Knobs, Insulators, Tubes, Rods, Discs, Bases, etc. 


In insulation value RADION is supreme. Competitive tests 
by the highest electrical authorities have established this fact. 


Jobbers—Our new plan of merchandising makes an attrac- 
tive proposition for every jobber who is ready to co-operate 


with us in the distribution of RADION PANELS and PARTS. 


Write at once for terms and discounts. 


Photographic reproduction showing grain of mahoganite panel. 


DNiitevelerebaWukcbacl cable)el:) aa) 


11 Mercer St., New York 
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the Earth 


Electrified dust thrown off by tl, 
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| Why Radio Waves Cling to 
| 
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3 Z Luge 
E if, sun forms an atmosphere envelo}, 
Z E about the ecarth, about 100 milcs. 
: E which prevents radio waves from 





escaping into infinite space, accord 
ing to Professor J. A. Fleming, Uni 
versity College, London, whose work 
in radio is known all over the world. 
The screen made by the dust, lic 
says, acts as a sort of radio speaking 
tube and enables waves used for ‘long- 
distance work—which are about 10 
miles in length—to travel 6,000 and 
APPARATUS 12,000 miles. If it were not for that 
screen, according to the professor's 
theory, the radio energy thrown out by 
the big sending towers would not 
cling to the earth, but would pass 
away and be lost. 





PUTT TTT 





* * * 


Squier Sells Patents 


The North American Co. has closed 
a contract with General George 0. 
Squier, under the terms of which the 
. company receives the exclusive right 
to use “wired wireless” under the 
Squier patents in the United States, 
as applied to central-station distri- 
bution systems. It may be used for 


et can sell Atwater Kent prod- all purposes such as_ broadcasting, 





Variocoupler With Panel 


ucts to your trade with complete signaling, telephone and peerep 
f . fi time clock service, ete. The company 
assurance of utmost operating eimn- is allowed to issue sub-licenses to 
ciency and dollar value. other companies. 
* * * 


The experience of twenty years in 
the manufacture of electrical instru- 
ments of accuracy and precision is 


No Inroads by Radio 


From a good many quarters have 
come expressions to the effect that 


built into these sterling units. radio receiving sets will ultimately 
In design, finish and performance supersede phonographs, and also that 
they are in a class of their own. If radio will make inroads on the mo 

dintat ‘ak : tion-picture business. That there is 
you are a istributor OT radio appa- little truth in these statements is in 
ratus, write the Atwater Kent Com- dicated by a recent interview wit!) 
pany for proposition and latest liter- Louis Sterling, president of one of 
ature the largest phonograph companies in 


S|f| this country. He declared that in tle 
march of science there never yet was 
a great invention that has not been of 
incalculable benefit both to the indus 
try with which it was immediate!) 
concerned and to kindred industries. 

“When graphophones were invent 
ed,” said Mr. Sterling, “people said 
they would kill pianos; the cinema 
was fully expected to give the quietus 
to the legitimate stage; vaudeville ws 
at first looked upon as the death dance 
of musical comedy. None of the» 
things has happened. The new has '1 
every case benefited the old. The mo« 





TRANSFORMER VARIOMETER RHEOSTAT 
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ATWATER KENT MFG. COMPANY 


» we Stenton Avenue Radio Department Philadelphia, Pa. Ve 
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THESE ANGLES TO OUR 
JOBBER POLICY "42224! 


(1) Our jobbers’ discount is not based on quantity. It is uniform 
for all quantities. But it is a discount for jobbers only. Since 
it is our desire to merchandise straight through the electrical 
supply jobber, “jobbers discount” means with us exactly what 
the words indicate. 

(2) The discount that we give you is in the front rank of dis- 
counts prevailing for radio products; in fact, compares favor- 
ably with those earned in most cases only by very large orders. 
There is a substantial amount to divide with your dealer on a 
mutually profitable basis. 






is the 
name of our 


Double Head Phones 


A masterpiece of Radio 
Phone Engineering. 

Acknowledged by some of 
the leading manufacturers as 
one of the most efficient and 
carefully made phones on the Sonat Diasdiine 
market. 

Test the PEERLESS with any of the standard receivers and 
be convinced of its efficiency. 

Place it with other phones in your showcase and compare its 
superior workmanship and appearance. 

Packed in attractive cartons. All phones guaranteed. 


LIST PRICES AS FOLLOWS 





2000 Ohms - - - $6.00 
2200 Ohms - - - - - - - 8.00 
3000 Ohms - - - - - - - 10.00 


Write at once for our proposition to Electrical Supply Jobbers 


United Radio Corporation 


Rochester, N. Y. 
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BUILT-NOT JUST MADE 


Every DASCO Airline condenser is individually built, 
adjusted and tested. The result is a perfect instrument. 
It will meet fully the public demand, which is now 
QUALITY IN RADIO. 




























Airline Condensers 
Airline Variable Condensers 





ad fs 
No. DA-21. Popular 21 plate size, No. DA-3. Three plate Vernier 


.0005 mf, accurately made, very for’ fine sharp tuning. Without 
rigid. Without dial or knob. dial or knob. List..................... $880 
List wae 





No. DA-43. Approximate capacity No. DA-l1. Eleven plate type 
.001 mf. Forty-three plates. With- for small capacities. Without dial 
out dial or knob.  List...............$4.75 or knob. List $3.50 
All of the 4 Models Shown are Alike in Construction Except for Number 

of Plates. 

















We have come to you only after 
demonstrating that these instru- 
ments are just right—in materials, 


workmanship, finish and above all in the service that they 
will render under all conditions. 










We are now prepared to show you a quality line, put out 
on a straight jobber policy, with factory facilities back of it 
to meet all quantity demands. Write for a sample for inspec- 
tion and test. 


D. A. SANDERS 


NYACK, N. Y. 





good pictures the people see the great 
er their taste for the ordinary stage 
and the more music they hear on tli 
graphophone the greater their desir. 
to exercise their creative powers upo: 
their own piano. Appetite grows upo: 
what it feeds, and the more good musi: 
the people get from wireless broad 
casting the more they will want from 
their own pianos.” 
* * * 


Transmitting Stations 

The Department of Commerce r: 
ports there are more than 19,000 |i 
censed radio transmitting stations in 
the United States. Of these over 
15,000 are amateur stations, 348 ex 
perimental, 2,783 American ships, 
and 430 are commercial stations. 

* * + 


Radio Expert for Illinois 

J. B. Haley, who has been asso 
ciated with the Kellogg Switchboard & 
Supply Co. for a number of years, 
has been appointed radio specialist 
for the Illinois Electric Co., Chica 
go, and will have charge of the com- 
pany’s sales of radio apparatus in 
Illinois and Northern Indiana. 














Two bright and shining lights of the 
supply department, General Electric Co.. 
Schenectady, are shown above. W. A 
Kennedy (on left) and C. K. Meade are 
on the job every minute during the con- 
vention of the G-E Distributors’ Club 
looking after the comfort and enjoymen' 
of the delegates and guests. The abov: 
picture was taken during the meeting @' 
Association Island, July 9-16. 
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Frost-Fones 


A Quality Achievement. Ideal Receivers for use with 
Home Radio Sets. Combine maximum efficiency with 
permanent sensitiveness. 





Frost-Radio Extension Cord and Plug 


Comes in lengths from 10 to 100 ft. Loud speaker can be 
placed anywhere and connected with Radio Set with 
Frost-Radio Extension Cord. 


Frost-Radio Receiving Transformers 


Will tune in all stations up to 3,500 meters. Hand rubbed 
mahogany finish. Wound with green silk covered wire. 
Immediate deliveries. 


TIE UP TO HIGH 


FROST-RADIO 


FROST-RADIO LEADERS 





GRADE 





Merchandise for a 


QUICK TURNOVER 


Through these publications the story of their 
quality and service is told to three million buyers. 


ve 


Frost-Radio Improved Plugs and Jacks 


Specially designed for Radio Panel Work. Plugs are 
interchangeable with other standard makes. 


Remler Radio Apparatus 


Radiates Quality. Every Remler item is first studied and 
tested for its practical Radio utility before being marketed. 


UNNINGHAM 


VACUUM TUBES 


For Home Radio Equipment § Meet Every Amateur Requirement 


Nationally recognized as the Ideal Detector or Amplifier 
Tubes for use with Radio Receiving Sets. 


Frost-Radio Protector 
Listed by Underwriters’ Laboratories under April, 1922, regulations. 
No interference with clear Radio receiving. Never Grounds. Mounts 
indoors. Price $1.50. Good deliveries on this approved device. 


Frost-Radio is carried by the best Jobbers. 


HERBERT H. FROST 


NATIONAL FACTORY DISTRIBUTORS 
TO THE ELECTRICAL-RADIO JOBBER 


154 W.LAKE ST. CHICAGO, ILL. 
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The Loud Speaker that 


works a miracle! 








Clear as 
a silver 


bell 


Uses no 
current from 
storage battery 


The PLANET 
LOUD SPEAKER 


Every radio ‘‘fan’’ wants one 
the instant he hears it 


BSOLUTELY clear, true tone-reproduc- 

tion. Free from the usual “growling,”’ 

‘scraping’ noises. The Planet Loud 
Speaker is a MUSICAL INSTRUMENT. It 
works a miracle for any receiver set. The ef- 
fect is marvelous—loud, clear tones—perfect 
reproduction of the human voice. The secret 
is in its patented construction—cast horn— 
Murphy Bell Alloy metal, to which we have 
exclusive rights in the radio field. 


DISTRIBUTERS AND DEALERS 


write or wire at once for sample Planet Retails ‘40 
Loud Speaker and complete information in for 
regard to our attractive proposition. We 

can make prompt delivery. 


PLANET RADIO CORPORATION 


1223 South Wabash Avenue 
CHICAGO, ILLINOIS 

















| 





Influence of Static on Radio 
Communication 

When receiving over long distan 
—several hundred miles—it is natur::| 
for the waves to come through strong 
at one moment and to fade away coi 
siderably the next moment, as son 
obstacle to radio waves comes between 
the transmitter and the receiver. This 
explains, too, why one transmitting 
station of two or more which are being 
heard may get weaker while the others 
do not. 

For example, suppose a receiving 
station in Indianapolis is receiving 
from New York and also from San 
Francisco. A patch of radio fog might 
appear between Indianapolis and New 
York and weaken the New York sig 
nals, while the signals from San Fran 
cisco remain unchanged. Whenever 
in reception over a considerable dis 
tance one observes a variation in thic 
intensity of the signals it is most like 
ly due to so-called “fading” caused by 
some obstruction to the traveling 
waves somewhere between the two sta 
tions, and not to any fault of the trans 
mitting station itself. 

These effects are much more 
quent in the summer than in the win- 


fre 








This isn’t a very clear picture, but » 
just had to get it in as J. F. (Jim) Hixso 
is the star salesman of the Illinois Electr 
Co., Los Angeles, Cal., and we want yo 
to know what they look like out ther 
And if personality were hills, Jim wou! 
be the Rocky Mountains. 
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This REGISTERED TRADE MARK On 





RADIO EQUIPMENT 








By the Fall of 1922 competition in the sale of 
radio products will be great. The radio pub- 
lic will insist upon paying money for FADA 
standard radio equipment. 


Radio Bootlegging Is Doomed 
You will find FADA products simple yet 


correct in design, manufactured in quantity, 
truthfully advertised and sold at attractive 
prices. A desirable margin of profit for both 
jobber and retail dealer allows merchandising 


Through the Jobber. 


FADA equipment on the shelves of your 
warehouse and featured in your catalog 
means that your own “Jobbers Salesmen”’ 
can sell FADA equipment to thousands of 
retail merchants. The name FADA will be 
an “open sesame” to the store of every mer- 
chant and assure a cordial welcome and a 
filled order sheet. 


Don’t Handicap Your Salesmen 


Appointments are being made now. An im- 
mediate letter asking for details may lead to 
the quick selection of your company as a 


FADA Jobber- Distributor 

















F. A.D. ANDREA 


1581-H Jerome Ave. 
New York City, N. Y. 





Fada 
Rheostat 


MEANS DEALER CONFIDENCE 





Detector and Two-Stage Amplifier 


























Detector and One Stage Amplifier 





Inductance 
Switch 








Fada Socket 
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Quality Insulated Parts 


Immediate Delivery 


me | & 


Binding 
Post 
V. T. Socket 





Lever Switch 





Aerial Insulator 


V. T. SOCKET—Made of Bakelite, with Phosphor Bronze 


Contacts. 


AERIAL INSULATOR—High grade composition material, 
with galvanized eyelets. Fully tested for strength. 


LEVER SWITCH—Triple contact springs, which give better 


wiping contact. 


BINDING POSTS—With nickel plated washer and washer 


head screw. 


Manufacturers and Jobbers 


Who Assemble Your Parts 


@ @eerr 


We are equipped to build and deliver promptly any spe- 
cial parts made from insulation materials, and will be pleased 
to make quotations from either samples or drawings. 


Hoosick Falls Radio Parts Mfg. Co. 


Hoosick Falls, N. Y. 
























| “quiet little Ford.” 


ter season, presumably because of t!), 
great influence of the sun on the eartl) 
and its atmosphere during that sea- 
son. Unfortunately, no way of avoid- 
ing this difficulty is known today. 
The transoceanic radio stations have 
to be equipped with high-power ap 
paratus in order to work through tlic 
bad period of the day and year, «|- 
though at certain times of the year 
and day less power may be used, as 
evidenced by the successful trans 
Atlantic transmission by low-power 
amateur stations during the last win 
ter. 

Radio clouds sometimes reflect tl 
waves, much as a mirror does a light 
wave, and so very peculiar reception 
effects are sometimes noticed. Some- 
times the signals are made stronger 
instead of weaker; sometimes they 
may be lost altogether, as the several 
effects of reflection and absorption 
combine. 

When Marconi first began to re 
ceive messages over distances of a few 
miles, he noted, besides the signals 
he was listening for, noises which had 
nothing to do with signals, and every 
receiving operator since that time has 
heard those same disturbing and in- 
terfering noises. 

These noises have been called 
strays, or atmospherics, or static, and 














Up around the Twin Cities they have 
had very little of the well-known ho! 
weather, so this snap-shot of J. A. Ander 
son appropriately shows how chilly fe 


buyers are this season. J. A., who hs 
been selling for the St. Paul Electric © 
for 10 years, has resigned to open — 
branch office for the Standard Electric 
Sales Co. at 604 Wells street, St. Paul. 
He will cover part of his territory in hi 
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DAYTON RADIO PRODUCTS 


An unusually complete and meritorious line of radio parts with every article guaranteed for 
perfectness and its capacity in Micro-farads. Backed by more than 20 years’ manufacturing prac- 
tice and sold only through legitimate electrical jobbers, dealers and manufacturers. 


Dayton Variable Condensers 


Plates of hard aluminum. Movable plates se- 
cured by extra large shaft screw with large spaces. 
Stationary plates secured by 3 screws thru high 
grade formica plates. 

Continuous contact to rotary plates obtained 
by '4-inch collar bearing against leaf spring. Fibre 
stop prevents plates going past zero setting. 

Highest grade materials used in construction. 
Capacity at zero setting unusually low; equal re- 
spectively to average 43 (.001 Mf) and 21 
(.0005Mf) plate condensers. 

31 Plate Condenser, Type 3! P. C. 









each _..... Sete SS, SN ek $4.80 List 
17 Plate Condenser, Type 17 P. C. 
Dayton Variable Condenser a | ee. oe PES SES cto .. 3.95 List Dayton Variable Condenser 
31 Plate, Type a1 PF. C. Vernier, attached, a ee ae $0.80 7 Plate, Type 17 P. C. 
Bakelite Knob and Dial, extra..................--...- 1.00 


Dayton Vernier Air Condensers 


Ruggedly constructed of best materials to meet 
exacting requirements of precision tuning. Panels 
of Bakelite. Two stationary plates; one movable 
plate secured by two large nuts on 3/16-inch 
shaft. 

Contact secured by !/,-inch collar bearing 
against leaf spring. 

Will split difference on 314 degrees on .0005 Mf 


condenser and 2 degrees on .001 Mf condenser. 


Maximum capacity approx. .00009 Mf. D Variabl ‘ 
Vernier Air Condenser, Type 3 P. C. ae can Wein 
ge eS eee see ernie $2.00 List 





Whmeet Hae eneek..........28.25204..3: 1.75 List 


Dayton Vernier Air Condenser Dayton Bakelite Knobs and Dials 


Dials moulded of best grade Bakelite with beau- 
tiful polished 3 inch face. Figures and degrees 
deeply imbedded. Outstanding in white. Unusu- 
ally attractive in appearance. 

Dial and Knob, assembled, each............ $1.00 List 

Knobs moulded with corrugations permitting 
good grip. Have brass insert for either 3/16 or 
\4-inch shaft. Set screw provided to secure shaft. 

ie I se os ee a ee $0.35 List 
Dayton 


Bakelite Knob Dayton Variometers 


Stator, 4 inches in diameter, is made of 
Bakelite tubing wound with 44 turns of 
No. 22 double cotton covered wire. Rotor 
is 3% inches in diameter. Made of walnut 
impregnated with varnish and wound 
with 50 turns of No. 22 double cotton cov- 
ered wire cemented to Rotor. Ideal 
variometer for tuning work in antenna 
or grid and plate circuits. 

Variometers, each................... : ....$5.00 list 


Dayton Vario-Couplers 





Similar in construction to variometer. 
Rotor is 3% inches in diameter with 35 
turns of No. 22 cotton covered wire 
cemented to Rotor. Outside coil, Bake- 
lite. is 4 inches in diameter with 60 turns 
of No. 22 cotton covered wire. Has taps 
every 6 turns. 

This vario-coupler has an aluminum 
support with a en ae 180-600 
meters using a variable condenser in an- 
Dayton Variometer ree eau. Dayton Vario-Coupler 
Vario-Couplers, each ...................... $5.50 list 





An attractive proposition is offered the jobber—Write for it. Prompt deliveries guaranteed. 


THE A-C ELEcTRICAL Mrc. Company -- Dayton, OHIO 


MAKERS OF ELECTRICAL DEVICES FOR OVER 20 YEARS 
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The 
Peirce Wireholder 
for RADIO USE 


Are you selling your share of Peirce 
Wireholders for Radio use? 


They give the Radio Fan just what he wants. 


An insulator complete in itself—nothing 
else required for supporting the aerial and 
running the lead to the instrument and to 
ground. 


Easy to install—no tools required—simply a 
jab, a few turns and it’s in, ready for use. 


Mechanically and _ electrically correct. 
The base is made of steel, hot galvanized. 
The insulator is made of vitrified brown 
glazed porcelain. 


The cost is low. 


Carried in Stock by Leading Radio Dealers 


HUBBARD & COMPANY 


PITTSBURGH, PA. 




















the elimination of them is the most 
important problem in radio commun: 
cation today. The intensity of this 
disturbance is different at differen: 
parts of the earth’s surface, bein: 
progressively worse from the tem 
perate to the tropical zones. 

The intensity of static varies great 
ly with the seasons of the year. For 
example, in the northern part of tl. 
United States, it is practically ab 
sent during the winter months, in 
creases during the spring, and is most 
severe during the summer. There are 
at least two or three kinds of static, 
but the most troublesome kind is the 
one which is due to traveling electric 
waves, in nature just like radio waves, 
and caused by electrical disturbances 
somewhere in space. 

A lightning flash produces a travel- 
ing electric wave, much like a radio 
wave, and if it can be assumed that 
lighting flashes, large and small, are 
occurring continuously somewhere it 
gives a reasonable explanation of sta- 
tic. Of course, these discharges are 














Explanations are necessary. This 
Apollo is not Mr. Munger; not at all 
Rather, it’s R. H. Macintyre of the sales 
promotion department of the Wester) 
Electric Co., New York City, and li 
rented a bathing suit at Munger’s Beacli, 
New Dorp, Staten Island, while at tl 
annual outing of the Independent Asso 
ciated Electrical Contractor-Dealers, Ju!) 
15. Moreover, Mac’s not to be confuse’ 
with any Mac Sennett bathing beauty. 
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TWO NORRIS PRODUCTS 


SALES MAKERS FOR JOBBERS’ SALESMEN 


THE NEW 
NORRIS “SELECTOR” 


Every dealer, every jobber and every jobber’s 
salesman can and should sell this new Norris 
“Selector” Vario-Coupler—it’s an instrument 
every “fan” will want. 





It combines in one compact unit, an efficient 
and accurately designed vario-coupler and the 
necessary tuning switches. It is actually three 
instruments in one as separate controls are 
provided for both the coupling and each of the 
two primary switches. 


The “Selector” works easily and gives a very 
fine adjustment on each of the three controls. 4G 


Easily installed on any set—saves panel space. 


It’s a new development—an instrument of 
great accuracy and a product of an organization 
whose engineers have had long experience in 
Instrument Design and Radio Research. 














Patent Pending 





“Selector” Vario-Coupler, 3 Units in 1 
Cat. No. 970 


“SELECTOR” 
Multiple Contact Switch 


It is considered the most radical and logical 
advance in Radio Instrument construction yet 
made. Saves time, space and labor and makes 
possible short leads and positive contact. Adds 
a neat appearance to the panel. Locates the con- 
tact in one spot. Is fastened to the panel by 
screws and three separators, to give ample space 
for wiring. Two knobs and templet sketch fur- 





nished for % inch panel. 











Pateni Pending 


“Selector” Multiple Contact Switch 
Cat. No. 870 


NORRIS PRODUCTS offer the jobber’s salesman a wonderful opportunity to make 
real money from their sale. They sell fast and carry a good margin of profit. Once 
introduced their quality is their biggest talking point—repeat orders are the usual thing, 
not the unusual. 


We’ve an attractive jobber’s proposition—write for it. 


Norris Radio Corporation 


Dept. 84 
126 Liberty Street 
New York City, New York 
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RADIOPHONES 


An attractive proposition 
for Electrical Dealers 





C&W No. 12 


Single Circuit Regenerative Receiver. 


Rtas! Pride: ..fstad ccs a Seasaeeal $65.00 





C&W No. 11 


Regenerative Receiver and Two Stage Amplifier. 


SS RRS nated, NE aisha si aE ee $125.00 


Two ultra-modern RADIOPHONE RECEIVERS designed 
by the Engineers of one of the foremost Commercial Wire- 
less Telegraph Companies. 


Extraordinary efficiency and selectivity is obtained with sim- 
plified controls that enable the operator to select the desired 
signals and easily eliminate interference from other sources. 


These receivers are unique in that many heretofore trouble- 
some and critical adjustments have been entirely eliminated, 
thus assuring efficient and reliable operation by persons with 
neither technical knowledge nor professional skill. 


Licensed under Armstrong U. S. Pat. No. 1,113,149. 


Will you be our sales agent? We have a most attractive propo- 
sition. Write for descriptive literature and complete infor- 
mation. 


CUTTING & WASHINGTON 
RADIO CORPORATION 


35 Water Street, 445 Security Bldg., 
New York Minneapolis, Minn. 


(Subsidiary Independent 
Wireless Telegraph Co., 
Inc.) 
























































not all lightning to the earth, the m.) 
jority being small discharges insi( 

‘or between clouds. Also it is prob, 
ble that the continuous atmospher: 
changes above the surface of t! 

earth, such as the formation of wat. y 
vapor clouds, are accompanied }, 
electrical disturbances which 
to the earth. 

Static is worse in the summer, whi); 
variations in the atmosphere a: 
greater and more frequent. Also it 
is often observed in the winter tin 
that the formation of snow causes 
static. Without knowing definitely 
the origin of this disturbance, it seems 
safe to assume that the actions whic! 
take place in the atmosphere, due to 
the air, the sun, sun spots, water va 
por, etc., are responsible for the cre 
ation of these irregular, irresponsib|: 
and very troublesome waves which w: 
call static. Since they are so mucli 
like the radio waves in nature, no wa\ 
has yet been found of eliminating 
them completely. Progress has been 
made in the last few years, however. 
and the transoceanic stations are mucl) 
more free of this interference than 
formerly. The problem of complete 
elimination of static is the most diffi 
cult one in radio and if solved we shal! 
have a new epoch in radio, because tli 
power of transmitting stations can he 
greatly reduced and the reliability o! 


communication increased. 
* * * 


Radio Underground 


A test was made recently at Castle 
ton, England, to find out if under- 
ground radio communication was « 
practical thing. A receiving set was 
taken a quarter of a mile into the heart 
of a coal mine, and a 50-foot aerial 
was strung across a tunnel. The usu:! 
connections were then made and whe. 
the set was tuned properly, the inves 
tigators were able to hear plainly, 
signals sent out from Cornwall, Paris 
and Berlin. 


trave! 


ee 


Broadcasting in England 

The radio broadcasting “craze,” a> 
it has been called in this country, 's 
beginning to agitate England, « 
cording to reports from London ani 
other communities of Great Britai' 
London papers are beginning to giv: 
more attention to the subject and ar 
turning to America for informatio: 
regarding the methods of broadcast 
ing, the popularity of the amusemen 
and various commercial aspects ‘ 
the probleir. 


igust, 1922 THE JOBBER’SMA)SALESMAN 


\ . 





7 ~ 





cour 


— 


“ 


LAWSAM TUNING COILS 
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«p> 
spy 


Ny 


everything LAWSAM 
makes is as perfect as is 
possible with the help of 
ae constant research, expert 
MYJI workmanship, and the best 
of equipment in LAWSAM’S 

two big plants. 


Y . AWSAM makes every- 
‘> thing for Radio— and 


$ When it comes to Radio 

wt come to LAWSAM for here 

5 f you will find everything in 
.% Radio that sells. 


The big Radio season will 

4 ~N soon be here now is the 
~\ time to know LAWSAM. Be 
my prepared. Write today to 


LAWSAM ELECTRIC CO., Ine, 
Sales Office: 
122 FIFTH AVE., NEW YORK CITY 
Factories: 
Biccklyn, N. Y. and Elizabeth, N. J. 


| makes everythi 
LAWSAM. 4 Radio® 
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This Demonstrator 


is a big sales producer for 
live-wire radio dealers 


and many of the biggest jobbers in the 
country are preparing for the profitable 
radio business, next fall, by interesting 
their dealers in 





REGISTERED 


PERFECT FILAMENT CONTROL 


U S. PAT OFF. 





Retail Price 





How Radio Communication Is 


Explained 


By J. C. PAINTER 


Manager, Radio Department, Capital Electric Co., Salt Lake City 


(The following article was taken from an address made by the author 
before a group of dealers and radio enthusiasts in Salt Lake City. He was 
connected with the radio research laboratories of the General Electric Co. 
for five years, and recently took charge of the radio department of the Capital 











$1.85 | 


The Bradleystat, backed by twenty years’ ex- | 
perience in controller manufacture, built by a 
leading controller manufacturer with offices in 










all large cities, and approved by radio enthu- 
siasts, everywhere, is the quickest moving 
rheostat for the jobber. A 1,000,000 radio reader 
advertising campaign is now creating con- | 
sumer demand. Send for complete sales infor- | 
mation, without delay. 


Milwaukee, Wis. 





492 Clinton St., 


Every Bradleystat carries a one-year guarantee 
against factory defects. 


Give this Memorandum to 
Your Secretary—Today 


Drop a line, today, without fail to 


Co. 


Electric Controlling Apparatus 
492 Clinton St., Milwaukee, Wis. 








and ask them to send me, personally, complete 
information about the Bradleystat perfect fila- 
ment control, and include prices, discounts, etc. 



















Electric Co.—Eprror’s Nort.) 


N DESCRIBING the principles of 
attention should first be 
given to a simple transmitter. If we 
in the air above the 
ground, and by some means cause al- 
ternating current to flow therein, dis- 
turbances are set up in the air around 
the wire which travel away from it in 
all directions. Alternating current of 
ordinary commercial frequencies, such 
as 60 cycles, could be used, but the 
disturbances would be weak. It has 
been found that the disturbances are 
greater the higher the frequency. 
Thus in actual practice very high fre- 
quencies are used, such as from 
15,000 to 1,500,000 cycles per sec- 
ond. Of course, special means are 
necessary to generate these high-fre- 
quency currents. It isn’t necessary, 
however, to study or know just how 
they are generated in order to under- 
stand radio reaction. It is only nec- 
essary to know that alternating cur- 
rents of high frequency, when flowing 
in an elevated system of wires, send 
ether disturbances, or waves 


radio, 


erect a wire 


out 


called electromagnetic waves, which 


constitute radio transmission. 


Communication by means of these 
waves is accomplished by telegraph 
and telephone. If telegraph is de- 
sired the alternating current in the 
wires is started and stopped by means 
of a key according to certain dot-and- 
dash symbols in the same way that 
wire telegraphy is carried on. 

In the case of telephony the alter- 
nating current is made to flow on the 
antenna wires continuously, but means 
are provided by which the strength of 
this current is varied in accordance 
with the voice. A microphone like 
the mouthpiece of an ordinary tele- 
phone desk set is used in this commu- 
nication, and the current in the an- 
tenna varies rapidly in strength in 
accordance with the voice of the per- 
son speaking therein. The function- 
ing of the three-element vacuum tubes 
as a high-frequency generator has 
made this phase of radio communica- 
tion possible and practical. 

As mentioned above, these disturb 





























Employes of Capital Electric Co. Form, Antenna While Radio Expert J. C. Painter 


(Shown in Insert) Listens In. 
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Radio 


Receiving Set 


With Fixed Detector 


ERE IS a Radio Receiving Set all ready 

to be fastened to window, wall, desk or 
any other convenient place. Eqiupped with 
Porter Fixed Detector. Just one adjustment to be 
made and that czn be set permanently. It’s the 
article you have wanted. Opens unlimited sales 
possibilities for you. Nothing like it on the mar- 
ket. Write for discounts and complete details— 
they’ll interest you. 


LIST PRICE 
$12.00 


Write or Wire Us Today! 

























PORTER 
FIXED 


DETECTOR 
Actual Size 


| 
| 





HU 





HE PORTER Fixed Detector replaces the 

troublesome adjustable type of cat-whisk- 
ered Galena detector. Follows new and vastly 
better method. Set and sealed at highest point 
of efficiency, insuring clearest possible tone. 
Every Porter Fixed Detector is given a two- 
station Concert Test and carries our unqualified 
Guarantee. Here is a mighty profitable item 
that gets volume business. Get discounts and 
complete information now. 


LIST PRICE 
$1.25 








‘Porter Fixed Detectors are mounted on this 


attractive and convenient display card. 


D. D. Button Manufacturing Company 


4853 Bellevue Avenue 


Detroit, Mich. 
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Radio Parts 


that sell on a 
Quality Basis 


Nation wide economy has given birth to 
new factors in selling. Today, the article 
must have quality, the manufacturer must 


give service and the Jobber’s Salesman needs 


sound reasons why his prospective customers 


should buy his goods. 


We give service—here are some of the qual- | 
| duced in them by passing waves, and 


ity articles and reasons why they sell. 
VARIOMETERS 


Beautifully designed of hard 
rubber and nickel-plated steel. 
Hard rubber Rotor and Stator, 
the latter conforming in shape 
to the Rotor. Uses minimum 
of space on the panel board. 


Variometers. List, each. .$5.00 





VARIO-COUPLERS 
Made 


and 
ware. 
green 
wire used. 
has 180 
ment. 


covered copper 
Large size 


degree adjust- 


List, 


Vario-couplers. 
Each 





VARIABLE CONDENSERS 


Faultlessly made 
of nickel -plated 
hardware with alum- 
inum plates. No 
loose joints; plates 
stay in alignment, 
giving maximum effi- 
ciency in _ service. 
End plates of fibre 
and brass, insuring 
absolute stab ility 
when attached to 
panel. - platé has capacity of .0005 M F—43 plate, 
001 M F. 

Variable Condensers, 
Variable Condensers, 





23 plate. 
43 plate. 


List, 
List, 


re $3.50 
Ons. irevs 4.50 





Something different than the rcst. 
this and have been disappointed when you couldn’t find 


it. We're making it because we know you want it. 
Excellent appearanc’, desirably practical, unquestioned 
accomplishment. Price ranges from $65.00, list, for 
the detector set to $190.00, 
frequency set All models built in lightweight carrying | 
caxt 8. 

We have a fixed and definite jobbers propo- 
sition and are equipped to build and deliver any 
special parts on short notice. Write for par- 
ticulars. 


UTILITY ELECTRICAL 
PRODUCTS COMPANY 


| to do two things: 


of fibre tubing 
with hard rubber Rotor | 
nickel-plated hard- | 
Best grade of | 


| nals. 


You’ve looked for 


list, for the four tube radio 





N. W. Corner Kolmar & Congress Sts. 
Chicago, Illinois. 


ances or waves sent out from the 
transmitting antenna travel in all di- 
rections, and if they strike a wire or 
wires they induce voltages of the same 
frequency as that of the alternating 
current in the transmitting antenna 
which This 
point is very important, as it is one of 
the basic principles of radio communi- 
cation. A receiving station is, there- 
fore, fundamentally nothing but a 
wire erected in the air or a system of 
wires which will have voltages in- 


produced the waves. 


further that these voltages are of the 
same frequency as the alternating 


' current at the transmitting station 
| which produced the waves. 


After the voltages are present in 
the receiving antenna it is necessary 
First, to make the 
current which flows in the antenna, 
because of the induced voltage, as 
large as possible, and second, to pro- 
for transforming 


vide some means 


_these currents into intelligible sig- 


The first of these requirements 
is accomplished by what is known as 
tuning. For tuning it is necessary to 
have connected in the antenna circuit 








M. W. Mervis, secretary, American In- 
sulated Wire & Cable Co., Chicago, was 
interrupted by the photographer while on 
a hike through The Cascades, at Warm 
Springs, Va. It’s a safe bet that all 
thoughts of business were dissipated by 
the scenic wonders of that historic spot. 
In the party with Mervis, from left to 
right, are Mrs. Howard Ehrlich and son, 
and Mrs. Mervis. 
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Variable : 


Condensers 





Variable condensers to be effi- 
cient must be well made. 
joints or faulty construction soon 
allow the plates to get out of 
alignment and decrease their eff- 
ciency. 


Loose 


A seasoned organization backed 
by a half million dollar equip- 
ment has placed the United 
Condensers in the front 
with radio engineers the country 
over. 


rank 


Prices—43 plate ............ $4.50 


_ as 4.30 = 
| ee 4.00 


without dial or knob. 


Liberal discounts to jobbers 
and dealers. 


We invite correspondence’ with 


Radio Manufacturers who are inter 
ested in using our facilities and 
services for manufacturing Radi 
Equipment. 


United Mfg. & 
Distributing Co. 


536 Lake Shore Drive 
Chicago, II]. 


PTT 
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me “ALL, WAVE” 


COMBINATION FLAT AND BANK-WOUND 


LE $Q00 


Coupler 





PATENT PENDING 


Guaranteed Wave Length, 150 to 3000 Meters 


Eliminates the use of: 
All Variometers 
V ariocouplers 


and Loading Coils 


Permits the building of the most 
compact and efficient Receiver at a con- 
siderably lower cost. 


We guarantee each “ALL WAVE” 
Coupler (with money-back guaran- 
tee) to give maximum results for 
long or short-wave, long-distance 
selective reception. 

We are the 


Important Notice! _.’. ‘ 
originators of 


the “ALL WAVE” Coupler (patents 
applied for in U. S. and all foreign 
countries). Any attempts at infringe- 
ment of our patent rights will be 
promptly dealt with. We also warn 
dealers and jobbers to beware of imi- 
tators of our product. 


Distributors, write or wire for rights in your territory 


Manufactured by 


Capitol Phonolier Corporation 


54-60 Lafayette Street 


New York, N. Y. 
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Federal 
RADIO 
~ APPARATUS 


THE WORLD’S STANDARD 



















Federal TELEPHONES - 


have been on the market since the 
EARLY DAYS OF “WIRELESS” 
and their efficiency was fully demonstrated 
DURING THE WORLD WAR. 
THEY ( Extremely Sensitive 
Carefully Matched in Tone 
ARE Durab'y Constructed, 


and will perfectly reproduce RADIO SOUNDS. 


THE Voice Amplifying 

# 4 deral TRANSFORMER 

is well and favorably known to RADIO EXPERIMENT- 
ERS and typifies FEDERAL quality and tradition. 


RADIO DEALERS 
will find our Sales Policy, Service and Co-operation of 
inestimable value—and FEDERAL APPARATUS 
Makes SATISFIED CUSTOMERS. No. 226-W Transformer 











Federal Telephone & Telegraph Company 


BUFFALO, N. Y. 
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“ALL-AMERICAN” 
Audio- Frequency Transformers 


Type R-2 .. . . $4.25 
Type R-3 . .. . 4.50 


The Audio-Frequency Trans- 

former is made in two ratios— 

R-3, 10 to 1; R-2, 3 to 1. The 

R-3 for use on one stage and 

the R-2 for subsequent stages. 

The coils of these transformers 

are carefully insulated and the 

iron core has been designed from practical tests made 
by our engineers. 








The whole is mounted with a bakelite delecto panel in 
a cast aluminum stand, easy to install. It is provided 
with four binding posts, nickel plated. Liberal dis- 
counts to Dealers and Jobbers. 





Send for folder on ‘‘All-Ameri- 


can’’ complete line of radio yA 
supplies, including variable con- AU 
densers, fixed condensers, 50-watt 35 So. Dear St, Chicago, Ill. 


tube sockets, etc. 




















— 


a coil of wire, known as an inductor, 
and a condenser, which consists of 
metal plates near each other but jn- 
sulated from each other. These are 


so made so as to be easily adjustable, 


in order to make the current flow in 
the antenna system a maximum. hie 
reason for this result is because turns 
of wire tend to oppose the flow of al- 
ternating current while the condenser 
has the opposite effect, and when thie 
two neutralize each other the flow of 
current becomes as large as the pure 
resistance will permit. The question 
may be asked why use either? The 
answer is that if they are not used 
the receiving station is tuned for one 
particular frequency of alternating 
current and cannot be adjusted to any 
other. In other words, there is a fixed 
inductance and capacity in the anten- 
na wires however arranged, and with- 
out some means of adjusting the 
values with respect to each other it 
would always be tuned for one par- 
ticular wave or frequency. Thus the 
first part of any radio receiver is the 
tuning part whose function is to make 
the current from the received waves 


_ as large as possible. In other words, 


tuning is simply adjusting the receiv- 
ing apparatus for the frequency of 
the transmitter to be received from, 
so that it will get maximum current 
from that transmitter. 

The second requirement in recep- 
tion which follows after provisions 
have been made for making the cur- 
rent as large as possible is to convert 
this high-frequency alternating cur- 
rent into direct-current or low-fre- 
quency current. This is necessary 
because the high-frequency current 
will not operate the telephone receiv- 
ers and direct or low-frequency cur- 
rent will. The device for this 
requirement is practically a rectifier 
and is called a detector. At present 
there are two kinds of detectors in 
use. One is a crystal detector which 
consists of a small piece of mineral 
with a sharp metal point or some 
other mineral resting upon it. This 
form of detector requires no battery 
to operate it, but requires adjustment 
of the point on the mineral to get a 
sensitive spot. The other type is the 
vacuum tube, which is a better detec- 
tor and easier to keep in adjustment, 
but which requires batteries to oper- 
ate. Either type of detector may he 
used for receiving radio telephon: 
signals. The current which comes out 
of the detector operates the telephor« 
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The Premier Radiovoice 


Is the first practical and com- 
mercial accomplishment of 
meeting the public’s require- 
ments, and demand for a 
Complete, Simple, Compact, 
Attractive and Efficient, Loud 
talking Detector and 2 Stage 
Radio Receiver at a Popular 
Price, Simple in Control, 


Wide in Range. 


EE RE, SP \ 


Mounted on a_ Bakelite 
Panel are Premier Built and 
Tested Radio Condensers, 
Rheostats, V. T. Sockets, 
Transformers, Tuning Coils, 
Jacks, etc.; the panel being 
hinged within the beautiful 5-ply Mahogany Veneer Loud Talker Cabinet, measur- 
ing 21 in. in height by 12 in. in width, weighing, completely equipped with ‘‘B” 
batteries and Loud talking Phone as shown, only |7 lbs. Can be set in a corner of 
the living room, on library or end table, or on a piano, blending into the richest of 
furnishings with equal attractiveness. Price Complete, excluding only bulbs and 


NIE MIIIIIIIE.ci:.:-0n:1dissscasl:s.<qreei aetna pegnemdenhbcieedinieceaionnmnetamniceibalilbeniaddeiniaion $95.00 


FRE 





Where an even lower priced equipment is desired, eliminating the phone and Loud 
Talker cabinet, our Type P equipment, including ‘'B”’ batteries, mounted in cabinet as 
shown; parts, hookup and panel being identical to that used in the Premier Radiovoice, is 


cA cisensatnndbavine~---0h-.. LB peered aaa Lo ons SR SS PR ee Coe 2 $55.00 


The Premier Radio Corpo- 
ration is an old electrical 
manufacturing concern, which 
has turned its entire resources 
and equipment to production 
of high class radio parts and re- 
ceiving sets. The Premier line 
is handled and is available to 
only the highest class of Deal- 
er, Jobber or Distributor, and 
to such is offered discounts to 
permit of profitable merchan- 
dising. 





Descriptive bulletins sent on request 


PREMIER RADIO CORPORATION 


6800 Bostwick Avenue DETROIT, MICH. 
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NATIONAL SCIENTIFIC COMPANY 
‘<It’s in the Air”’ 


oe 





National No. 444 Crys- 
tal Set with $10.00 
phones and complete 
antennae, 


Without phones or an- 


tennae, List...... $12.50 


HONEST MERCHANDISE 


Nationally advertised — Nationally 
priced with real jobber - dealer 


policy. 
N. S. C. Clamping contact 

BOCKOC &,..2.i-casectetim asa $1.00 
‘Resilient’ socket ................-. 1.60 


N. S. C. Lightning Arrester.... .85 
N. S. C. Audio Transformer.... 5.00 
Manufactured by 
NATIONAL SCIENTIFIC CO. 


400 Penobscot Bldg. 
DETROIT, MICH. 








































receivers, reproducing the telegrap! 
or telephone signals which were sen’ 
out from the transmitting station. 
To sum up we find that the equip 
ment necessary to receive: radio sig 
nals either for telegraph or telephon 
since the receiving apparatus for bot! 
is exactly the same, consists of thes: 

























four points: 

(1) Antenna system which picks wu; 
the traveling ether waves. 

(2) Tuning apparatus which make. 
the received currents from the particu 
lar transmitting station desired a, 
large as possible. 

(3) The detector, which detects tli 
presence of the received currents or 
converts them into a form suitable to 


| operate telephone receivers. 


(4) The telephone receivers whic!) 
change the received currents into sound 
such as was put into the transmitter. 

Various combinations and arrang: 
ments of the above requirements par 
ticularly the tuning devices are used 
in receivers at present, but the funda 
mental principles are the same. Fur 
thermore, additional devices are often 
used, particularly in connection with 
the vacuum tube detector, to strengtli 
en or make louder the signals or per 
haps to improve the quality of - the 








G-W Slider-First of A Super-Line 
Works Better 


Smooth Sliding 


Sells Better 


More Sold Than All 


Other Makes aa 
Combined Uniform Pressure 
aa aa 


Appearance 
and Workmanship 
Sell It on Sight 


Positive Contact At 
Every Point 





aa 
aa 
Its Performance Cpe Se pod ai sa 
Brings Repeat . . 
rders Lasts Longer 


A Line Made Popular by Proven Superiority 








Each product has been added to the line 

only if it possessed valuable advantages over 

other makes. G-W Radio Products are in 

good demand when ordinary merchandise 

cannot be moved. They're the kind of prod- 

ucts you'll find profitable to handle in the 
sea: strict competition of this fall and holiday Fs 

season. 
Our special Summer Discounts, in addition to our usual liberal discounts, make it well worth your 
while stocking G-W Products for a big fall and Christmas trade. Our well established jobber policy 
absolutely protects the jobber. All inquiries from dealers are turned over to the jobbers in their 
territory Write for catalog and price list. 


GEHMAN & WEINERT 


Manufacturers of G-W Quality Radio Products. 


42 Walnut Street Newark, N. J. 








signals. 











Being a vice-president of the Gene! 
Electric Co., doesn’t prevent C. E. Pit 
terson from being “one of the boys” w!«" 
| he gets to Association Island. “For |\'* 

a jolly good fellow” is a song often hei" 
when “C, E.” is around. 
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DUNTLEY 


Recognizing the demand for fine and accurate workmanship in Radio Condensers, we have equipped our- 
selves to manufacture the very best that precision machinery and skilled labor can turn out in this line. 


We are Broadcasting this Message to Jobbers Everywhere 











Vernier Variable and 
Plain Condensers 


Satisfactory results in radio are possible only with instruments of the highest type and the Duntley Vernier 
shown on this page represent a sincere and 


Variable and Plain Condensers, Jacks, Dials and Switch Levers 


consistent effort to produce a superior line of condensers and other equipment for the trade. 


Vernier 


Plate 






, 


445946 65 cue a 


Vernier Adjustment 
22 Plate 


Patents Pending 


Without removing the fingers from the knob 
1 can in a few seconds tune your instrument to 
wave lIength. When the spindle is 
the proper position for your station, 
necessary to adjust the Vernier knob 
16 smaller of the two) to eliminate the foreign 
Gives you an adjustment twenty times 
s possible with the plain condenser. 


the proper 
irned to 

is only 
tr 
oises 


fine as 


actinniigelp —_—- 7s - 


No. of | Capacity (List Price 











Catalogue No. | “piates Microfarads | (Retail) 
‘7¥ counterbal’d| _ 87 002 | $15.00 
iV counterbal’d 64 0015 12.00 
1V 64 0015 9.00 
1V 44 | «2001 | 7.50 
\ P 22 | 0005 | 6.00 
iV 14 | .00029 | 5.50 


Write or wire for Jobbers’ Discounts 


The Duntley Company 








Duntley 
Lever with bush- 
ing. Formica 
Knob, 1 in. ra- 
dius, 
dius, 


dius, 


Style Description 
No. 


101 
102 
103 
104 

105 





Switch 


1% in. ra- 
1% in. ra- 
each 60c¢. 


“DUNTLEY JACKS” 
List Price 


Open circuit jack..,... $0.65 
Two circuit jack...... .75 
3 spring filament control 1.00 
Two circuit jack...... 1.00 
5 spring filament control 1.25 











Duntley Plain and Variable 
%” end plates of composition that will not warp. 


mounting. 


3” Bakelite 
Dial; can 
be furnished 
to fit 4” or 
4” shaft. 
list price $1. 





23 Plate 





3-plate condenser (shown with 
knob and _ indicator). 
condensers fitted for front panel 





} No. of | Capacity } List Price 
0-| Plates Microfarads | (Retail) 
ee 001 | $3.50 

23 | 0005 | 2.80 
ll | .00025 2.60 
3 | 00006 1.90 
Knob and Indicator 50e Extra 


Fisher Building 
Phone Harrison 5408 


CHICAGO, IIl. 
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WIMCO ANNOUNCES 


























The Wimco Variable Condenser , 


After months of experimentation to produce a really good Variable Condenser, we 
take pleasure in introducing to the trade The WIMCO Variable Condenser, which 
will be furnished in 43, 23 and 3 plate type. Tests conducted by the Washington 
Radio Laboratory show that The WIMCO Variable Condenser of the 43 plate type has 
a resistance, at maximum capacity, of but .018 ohms, and the capacity at zero on 
the scale is but 15 micro-microfarads. These values, we believe, are lower than in 
any other condenser manufactured for general amateur use. 

Deliveries on The WIMCO Variable Condenser will begin September 15th and we 
are now accepting Jobbers and Dealers orders. 

We have a very attractive proposition for the Jobber, and solicit your inquiries. 


THE WIRELESS MANUFACTURING CO., CANTON, OHIO 
Manufacturers—Distributors. 





































Kellogg Radio Supplies 


The Kellogg Switchboard and Supply 
Company have been Manufacturing tele- 
phone equipment of the highest grade 
for the past twenty five years and the 
same quality of material and care is used 
in making Radio supplies. 


Kellogg Radio Head Sets are the lightest 
on the market. Super sensitive. Simple 
adjustment. No sharp or interfering parts. 
Improves receiving qualities of your set. 
Kellogg high grade Tube Sockets, Insu- 
lators, Microphones, Plugs, Jacks, Con- 
densers are unsurpassed for Radio work. 


Kellogg Switchboard and Supply Co. 


Manufacturers of High Grade Televhone Equipment 


Chicago, lilinots 























Are You Discouraged? 


When Abraham Lincoln was a 
young man he ran for the legislature 
in Illinois, and was badly swamped. 

He next entered business, failed, 
and spent seventeen years of his life 
paying up the debts of a worthless 
partner. 

He was in love with a_ beautiful 
young woman to whom he became en 
gaged—then she died. 

Later he married a woman who was 
a constant burden to him. 

Entering politics again, he ran for 
Congress and was badly defeated. 

He then tried to get an appoint 
ment to the U. S. Land Office, but 
failed. 

He became a candidate for thie 
U.S. Senate, and was badly defeated. 

In 1856 he became a candidate for 
the Vice-Presidency and was again 
defeated. 

In 1858 he was defeated by 
Douglas. 

One failure after another—bad 
failures—great setbacks. In the face 
of all this he eventually became one 
of the country’s greatest men, if not 
the greatest. 

When you think of a series of set- 
backs like this, doesn’t it make you 
feel small to become discouraged, just 
because you think you are having a 
hard time in life? 


P. E. Moock 


(Continued from page 21) 
cess I may have been enjoying at 
that job could be attributed alonc 
to my strict attention to small details. 

“After all,” he went on, “it isnt 
so much the big things that count. 
but the little ones, both in life and 
in business. If I have been success- 
ful in any measure in the business | 
am in it is merely because I have 
always gone ahead on this premise. 
It is the little things, the seemingly 
petty details, that either make or 
break a business. After all the only 
thing we in this business have to 
offer is service, and this is made u) 
entirely of small things—small de 
tails and small favors. I have tried 
to instill these ideas in the minds of 
all my employes. ‘Do your job thor 
oughly and do it well.’ 

“Men are too often prone to look at 
too much at one time, and in doing 
so become over-awed and despond:nt 
at the seeming immensity of their ‘0b. 
Instead of looking at the job imue 
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“Take the guesswork out of 
your Radio buying” 


Buy from a reliable house 
Everything Guaranteed 











A complete line of Radio Parts 


Dials—all sizes and colors 
V. T. Socket Bases 
Condensers 

Contact Switch Knobs 
Strain Insulators 
Jacks—Plugs 


We have a jobber policy—Write us 


RONEL ELECTRIC COMPANY 


WATERBURY, CONN. 
eR eal ed DA 
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Manufacturers of 


Tube Receiving Sets 
Crystal Detector Sets 
Two Step Amplifier Units 
Transformers 

Rheostats 

V. T. Sockets 

Adapters 


The Precel Audion Control Unit 
(Socket-Rheostat Combination) 
A universal “hit” 





The Precel “Special”? Rheostat 
List $1.00 





The Nationally-Advertised Radio Line 


Liberal Discounts 


PRECEL RADIO 
MANUFACTURING 
COMPANY 


Main Offices: 
1051-2-3 Spitzer Building 
TCLEDO, OHIO 









































RADIO — 
JOBBERS! 





We have an attractive prop- 
osition for you on Dials. 


Write for it. 


Are you interested in having 
us make your Radio Supplies 
under your own brand? We 
have a good proposition for 


you. 


NORTH AMERICAN 
RADIO CORPORATION 
422 First Ave., Pittsburgh, Pa. 

















| diately in front of them, their per- 
| spective covers the entire accumula- 
It reminds € 


tion of the tasks ahead. 


of the story of the pendulim on & 


grandfather's old clock. 

“For years the pendulum had been 
ticking away—tick-tock, tick-tock-— 
when all of a sudden it began to think 
of all of the ticks it would have to 
make in the future. It seemed too 
much, and forthwith it stopped. 

““*What’s the matter, asked the 
dial, ‘aren’t you going to tick any 
mo @?’ 

““*No, I can’t do it,’ 
pendulum. ‘It’s too much for me. 
Just think of all the thousands of 


wailed the 


| ticks I'll have to make in the future. 


I can’t go through with it—I can’t 


| do it.’ : 
Please,’ urged the dial, ‘try it & 
You've got by all these years @ 


see 


again. 
and you can go the rest of the dis- 
tance.’ 
“But the pendulum wouldn’t tick. 
““Just try it once; just one tick,’ 


_ pleaded the dial. 


“All right, then; just one tick,’ 
said the pendulum, and it did. 

“ “Now, that wasn’t so bad, was it?’ 

asked the dial. ‘Try it again.’ And 
the pendulum ticked again and again 
—and again and kept on ticking. And 
taking its job tick by tick the pen- 
dulum found the task quite an easy 
undertaking. 
“So I believe if the salesman or 
any young man in business will pay 
close attention to the task immediately 
at hand he will find that over a period 
of years his job is comparatively easy, 
and in the long run he will be a 
success. 

“There is only one way to be a 
success at any job, be it large or 
small, and that is to like it. I have 
often made the remark that it would 


| greatly please me to know that every- 


one liked their work as well as I do 
mine. First, I say, get into a busi- 
ness that you like and then stick to 
it. If you like the electrical business 
stick to it through thick and thin, but 
if you don’t like it, get out, for in 
that case it has no future for you. 
One can’t expect to be successful in 
any business or job that one doesn’t 
like. There is a wonderful future in 
the electrical supply business. If I 
didn’t think so I wouldn’t be in it. 
I am happy in it, whether the richest 
or not. 

“A man must have will power to 








MOXIE OD 
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3-inch Size Now Ready 
Quick Delivery 
Any Quantity 


Write for Sample and Prices 
Manufactured by 


BARNHART BROTHERS 
& SPINDLER 


Monroe and Throop Streets - CHICAGO 
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and - Two Stage 
Amplifier Units at $35 each 
will quickly boost your radio 
sales. 


Receiver 


JOBBERS 


Write for our proposition 
on these and other ATLAS 
radio specialties. 


American Radio 
Sales & Service Co. 
Dickson Building 
Mansfield, Ohio 
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“TERRITORIES are now be- 
ing allotted. Jobbers and 

dealers are invited to write us for 

proposition and discounts. 


Victor Engineers and workmen 
have designed and made sets for 


ernments for a number of years 
“ and are therefore qualified to pro- 
duce highly satisfactory appa- 


VICT-RA-PHONE “= 


CONSOLE TABLE Catalogue issued on request 











Tuner, Detector and Two-Stage Amplifier Type 115. 








Variometer Type 107. 


OBBERS 


the United States and foreign gov- 








W.. believe we have reached the ultimate in 


radio equipment— e} a pe le 
‘ TELEPHONE CONDENSER 
VICT-RA-PHONE Console Sets, furnished in es Sh aeemathand 


v-rious period designs and finishes, are truly an 
:dernment to any home. 





Our line of receiving sets, detector and amplifying 
units, and parts is extensive—in fact we can supply 


you with practically all radio requisites. C . Wiastooacrueee or 


VICTOR RADIO CORPORATION 
797 E. 135th Se. New York City 








Complete receiving sets, tuners, detector and am- 








plifying units, variometers, varicouplers, sockets, 


rheostats; condensers, jacks and miscellaneous parts. Telephone Condenser Type 101. 
Grid Condenser Type 162. 


VICTOR RADIO CORPORATION 


795 to 799 East 135th Street New York City 








MANUFACTURERS OF COMPLETE RADIO SETS AND PARTS 
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ERLA Specialties _ 
Get the Business 





Unequalled for Range and Amplification 
A Fast Seller 


ERLA specialties anticipate radio development—do not 
merely follow it. As a result, ERLA specialties sell 
when the demand for other radio equipment has 
passed. Finest quality at lowest prices assures repeat 
business. Write for literature on radio frequency 
transformers, bezels, phone plugs, and other depend- 
able radio products. 


ELECTRICAL RESEARCH LABORATORIES 
Dept. C, 2515 Michigan Ave., Chicago 


ERLA 


TRADE MARK REGISTERED 












HIGH GRADE 


RADIO 
HEAD SETS 


ARMY AND NAVY TYPE: 











2500 Ohm, per pair. $10.00 
3200 Ohm, per pair 12.00 
SWEDISH-AMERICAN TYPE: 

2200 Ohm, per pair $ 8.00 


Jacks, Plugs, Microphones, Etc. 
Ask for Trade Prices. 


SMuertcan Glecttiu 
COMPANY 
CHICAGO, U. S. A. 








| succeed. 











If you run a race the thing 
to do is make up your mind before 
you start that you are going to win 
and the race is half won. If the 
load gets bigger all the time, what of 
it? Consider the fat man. People 


_ often wonder how they carry their 


tremendous load so gracefully. They've 
acquired it gradually and each little 
bit added on doesn’t seem like much 


| more of a load. They are used to it 


and 200 or 250 pounds to carry around 


| every minute of the day seems nothing 


at all. A man’s business and daily 


| tasks should be accepted in the same 


way. 

“T believe that some advice which 
my mother gave to me when I was 
but a boy striking out for myself in 
the world has been more valuable in 
the business which I am in than any 
other one thing alone. She said, ‘My 
boy, as you grow older and get out 
into the world always deal with reli- 
able people.’ And so in the conduct 
of this business I have found it more 
important to be discriminating in who 
I buy from than who I sell to.” 

Above all, P. E. Moock is a sound 
thinker. He deals purely in funda- 
mentals. His clear vision and insight 
into the future has in many ways 
kept him at the head of the field. 
Sometimes his opinions differ radi- 
cally from others, but seldom does his 
judgment prove to be in error. 

P. E. Moock was one of the first 
of the jobbers to institute wholesale 
radio and fixture departments as sepa- 
rate entities. He goes on the premise 
that he always can learn and is prob- 
ably one of the best listeners to be 
found in jobbing circles. In the ter- 
minology of the biographer he is a 
self-made man; he is one of those 
rare combinations of merchandising 
and engineering brains; he is a stu- 
dent, a thinker and a doer. 

There is undoubtedly no one single 
man in Canton who has done more in 
a civic way than P. E. Moock. For 
years he has been an active Rotarian 
and for a still longer period has been 
an energetic worker in the Masonic 
order. It is evident that his prime in- 
terests outside his business are his 
home; his son Harold, who is secre- 
tary of the firm; his daughter, and 
her little son. He is big and broad, 
a lover of all the finer things in life, 
and above all a lover of his job, which 
in the final analysis is accountable for 
his success. 











JenKins Vernier 
Rheostat 
$175 


Indispensable for adjustment 
on Radio Frequency and 
Detector Tubes. Patent in- 
stant cut-off switch. Write 
for folder. 


Liberal discounts to 
dealers and jobbers. 


e Mot 
JEJenkins ine 


59 E.Van Buren St. 
CHICAGO 








GANAERITE 


Detector Crystals 


Twenty years of practical mineralogy 
gave us the material to produce the 
highest quality crystal. 

We are now undertaking the largest 
single order for mounted crystals in 
the market. 

We individually test and guarantee to 
replace or refund on any unsatisfac- 
tory Ganaerite crystal. 


The Harris Laboratory 


26 Cortlandt Street, New York City 














Clinton Vacuum Tube Receiver 





The Only Complete Vacuum Tube Set on the Marke! 

The “CLINTON” Vacuum Receiver complet’ 

with Vacuum Tube, Batteries, 2,000 ohms head 

a Pe wire, insulator and ground wire on! 
st. 

Sells on sight—big profits for jobbers. Write 
for our unusually attractive jobbers’ propositio”. 
CLINTON RADIOPHONE CO. 

29 S. Clinton St., Dept. XL. Chicago, !!!. 


























APEX-ROTAREX 
MONTHLY SALES LETTER 


AUGUST, 1922 


Straight from the Shoulder Talks to Jobbers’ Salesmen. Issued Monthly by 
The Apex Electrical Distributing Company, Cleveland, Ohio 


SUBJECT: STUDY HOUSEWORK—IT PAYS. 





Did you ever meet one of those fellows who think that in order to prove their 
manhood they must frequently and loudly deny any knowledge about housework 
and housekeeping methods? 


Don’t let them mislead you. There are no wiser manufacturers, merchants or 
salesmen than those who are today striving to master the details of woman’s great- 
est work—housekeeping. But why must a retail merchant know anything about 
housekeeping in order to succeed in selling electrical housekeeping appliances 
—suction cleaners, washing machines, electric household ironers. 


The answer is simple. Why should a housekeeper listen to the advice or have any 
confidence in the judgment of a dealer who knows nothing about her work and 
shows his ignorance / 


Before he made any progress as a dealer in staple electrical materials and sup- 
plies he had to familiarize himself with the business and requirements of builders 
and contractors whose trade he sought. Before he will make any substantial success 
ats a dealer in electrical housekeeping appliances he must do the same thing. 


And if this is true of the retail dealers, it is equally true of you as a wholesale 
salesman. Not until YOU have learned for yourself from your own personal ob- 
servation and study the difference between modern electrical housekeeping methods 
and old-fashioned methods for doing the same work, are you prepared to explain 
and to enthuse vour dealer customers over the possibilities in these highly profitable 
specialties. 

Don’t handicap yourself with a false sense of dignity but resolve that begin- 
ning at once you will make a systematic study of housekeepers and their work. 
Begin by observing the women folk in your own home. Invite yourself to other 
homes and make it a point to arrive without warning so that you may find 
the lady engaged at one of her many daily tasks and observe her working methods 
and how much time and strength they require. 

By the time you have devoted only 20 or 30 of your spare hours gathering first- 
hand knowledge along this line, you will be surprised to find how much more effec- 
tive and convincing your selling arguments have become and you will have no 
trouble in getting your dealer customers to undertake the same study themselves 
with the result that they will soon be selling more cleaners, washers and ironers 
than they ever dreamed of. 


Helpfully yours, 
THE APEX ELECTRICAL DISTRIBUTING CO. 








R. J. Strittmatter: K. Sales Manager. 
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UNSHINE 


ev 


A Product of the Wise-McClung Még.Co. Tis Guarantee of Quality 


Building Good Will with Increased Profits 


* Business is good with Sunshine Jobbers. 
‘Satisfactory service performed in the 
hands of owners, plus a simple financing 
plan that enables dealers to offer time- 
payments without tying up capital, is in- 
suring volume Electric Cleaner Sales to 
Sunshine Jobbers. 

‘The Sunshine Electric Cleaner is sold 
through jobbers exclusively and it offers 
a wider margin of profit for both jobber 
and dealer than any other Cleaner in its 
class. 





‘\Here is a sturdy, efficient Cleaner—a 
product of a pioneer manufacturer—that 
builds good will, offers attractive profits 
and is backed by a sales policy and financ- 
ing plan that offers unsual merchandising 
possibilities. 


“Some of the largest supply houses in the 
United States have the Sunshine Agency. 
We want to hear from a few more who 
are interested in increasing their revenue. 


SUNSHINE SALES CO. 


410 Seventh St=NewPhiladelphia.0. 
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“YOU OUGHT TO 
SEE IT CLEAN” 
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Laboratory Model 


Our No. 23 Outfit combining 
Laboratory Model Machine and 
five important Electrodes $25.00 
retail, This outfit, contained in a 
handsome silk lined case with in- 


dividual holders for Electrodes is Outfit 
ideal for home and _ professional No. 23 
use. It is the Shelton Leader 


backed by Shelton reputation. : $25 
Our Leader 


‘ 






16 E. 42nd St. 
30 E. Randolph St. 





SHELTONG 


‘FB vioLeT RAY Y 
ce . 4 The Acknowledged Standard 


proved electrical 












Our original No. 20 Outfit, the standard for 10 
years, is without real competition, if quality is con- 
sidered. At the price of $12.50 retail, and with im- 
and mechanical features, it has 
caused an upheaval in the Violet Ray world. It is 
the combination of high quality and low price, that 
has made the Shelton Violet Ray line the acknowl- 
edged standard. 


This No. 21 Outfit includes our 
laboratory model of special shape 
and design. It represents the high- 
est development in Violet Ray Ap- 
paratus. New features in con- 
struction, as for instance, no ex- 
posed metal parts, protective boss 
of insulating material at cord-en- 
trance and other perfected details 
too numerous to mention, also 
special tungsten contacts of large 
diameter make this product still 
more perfect. While this No. 21 
outfit is higher priced, it fully 
gives the value in return. Just 
compare Shelton Violet Ray out- 
fits with others. You can’t help 
but decide just one way. 





Laboratory Model 


Shelton Electric Co. 


New York, N. Y. 
Chicago, Ill. 
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Type A. Motor 
Type F. R. Motor 1-25 H. P. Smallest 
1-25 H. P. Jeweler’s size for laboratory work. 


lathe motor with rheo- Type B same as Type size laboratory motor. 
stat foot control. A with nickel finish. Universal type. 


Type C Motor Type D Motor 


1-16 H. P. Medium % H. P. Best size for all 
kinds of dental malty and 
jeweler’s motor work 


—igt 


No. 1 J. G. Grinder 
H. P. motor. 15,000 R, 
s Reach of arm 414”, Ex. 
tension 2”. Complete equip- 
ment. 


od 


No. 2 O. G. Grinder 
. ; 1-6 H. P. Motor. 10,000 R. 
industries P. M. Motor spindle reach 
2%”. Ball bearings. Complete 
equipment. 


Hair Dryer 
Both hot and cold air blasts, 
Detachable heating unit. 


Model 4 Mixer 
A handy, sturdy, efficient 
drink mixer. Counterbalanced. 
All heavily nickeled except base 
which is hard glazed porcelain 


enamel. DUMORE No. 3 


Multi -stbeed Grinder 


HE marked preference for DUMORE No. 3 
Multi-speed Grinders for use in 
where grinding requirements are of a high 
standard and equally varied, is based on three 
points which every jobber and dealer recognize. 
First, the national reputation of the Wisconsin 
Electric Company for building dependable electri- 
cal tools and appliances. Second, the known abil- 
ity of W-E engineers to create a device that will 


accomplish, most satisfactorily, the purposes for 
which it is intended. Third, the public's unhesitat- 
ing acceptance of the DUMORE trade mark on a 
product as a sign of a long life of service with un- 


No. 2 A. G. Grinder 
1-6 H. P. motor. Motor spin- 
dle speed 10,000 R. P. M. In- 
ternal spindle 30,000 R. P. M. 
Internal spindle reach 3”, Com- 


plete equipment. 


* 


No. 2 B. G. Grinder 


1-6 H. P. Motor. 10,000 R. 
P. M. Reach of arm 10”. 
Complete equipment. 


La 


No. 2 C. G. Grinder 
1-6 H. P. Motor. Motor spin- 


dle speed 10, 000 R. P. M. At- 


ELECTRICALTOOLS foo! ic." 
and APPLIANCES Pon care 


troubled performance. 


Dental Engine (with stand) 
Equipped with S. S. White 
flexible shaft, sheath, hand 
piece and slip joint. Six speed 
foot rheostat. Motor has re- 
versing switch and three step 
pulley. Height of stand 48”. 


Such are the basic influencing factors behind the 
growing demand for all DUMORE products. The 
house that stocks the diversified DUMORE line is 
assured a profitable year ‘round business and offers 
its salesmen a greater opportunity to increase both 
income and number of satisfied customers. Ask 
your sales manager to find out more about this 
quick-selling line—we'll be glad to explain fully. 


Wisconsin Electric Company 


1611 Sixteenth St., Racine, Wisconsin. 
Manufacturers of 


Dental Engine (with base) 


Same as stand model above 
except for highly polished 
heavily nickeled base, 


oa 


Billiard Table Cleaner 


Cleans thoroughly without 
affecting nap of cloth. 











Upholstery Cleaner 


Dumore motor, operat- Model 2 A. D. Drill 
ing on direct or alter- : 5s Capacity 14”. Stroke 
nating current. Two - Drills to cen- 
leather bound China * of 7144”. Ad- 
bristle brushes. 10 feet : justable table. 
special vacuum cleaner Model 1 A. D. Drill 
hose. 25 ft. portable Capacity 1%”. Length 


cord. 10”. Helical gears. Model 2-B D Drill 


Capacity 14”. Stroke 
314”. Drills to cen- 
ter of 8” piece. Ad- 
justable table. 
Height 2914”. 
No. 3 Multi-speed Grinder . 
¥% H. P. motor. Six interchangeable re ‘ 
dles and seven quick-change pulleys. >P 


speeds 3600 to 50,000 R. P. M. A remar 
grinder. 


Model 1 B. D. Drill 
Capacity 4”. Length 


12%”. Ball-bearings. Model 2-B D Drill 


Model 2 A. D. 
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When Is a Salesman? 


Dear Alex: 

The other day I’m standin’ just 
outside the S. M.’s door (S. M. is 
what we call the sales manager) and 
hears him passing out a few tips to 
one of the guys that sells for our 
firm. 

You know, Alex, I always figgered 
that bein’ a salesman was pretty soft. 
I figgered on bein’ one as soon as I’m 
big enough. 

Well, after hearin’ what the boss 
told this guy, I got different ideas. It 
ain’t no cinch, an’ mebbe I won't 
never be one. Mebbe I will, too, 
after I get wise to the boss’ dope. 

Anyway I gotta start learnin’ so 
last night I wrote down some _ of 
what I heard. 

This is what the boss handed out, 
right from the shoulder, like. 

A salesman is when you go into 
one of them cigar stores that that 
Syracuse fellow started everywhere 
and order a package of Camels, and 
come out with a carton of them and a 
box of seegars and mebbe some gum 
and enough coupons to paper the 
spare bedroom. 

A salesman is when the other fellow 


don’t know he wants it and don’t come | 


in after it at all—even after you tell 
‘em about it in the paper so nice, or 
write him a letter to his house. And 
he goes and gets ’em. 

A salesman is when nobody can get 
in to see a guy, and he figgers out 
how to do it. 

A salesman is when the other fel- 
low is sold and don’t know it, and he 
knows how to get his John Hancock 
on the order. 

A salesman is when he knows when 
to stop talkin’ and becomes a decider 
for the other fellow— and gets away 
with it. 

A salesman ain’t when people come 


and kick the front door down to get | 


his goods and he tells ’em that they 
can get delivery in three months, 
mebbe. The boss says that’s order 
takin’, 

A salesman ain’t when he keeps 
goin’ around askin’ people to buy— 
and mebbe somebody does. That's 
order huntin’. 

A salesman is when they think so, 
too, after he talks a while. 

A salesman is when “ they ain’t no 
business ’’ makes some. 

That is ‘When is a salesman?” 

Yours truly, 


ROSCOE. 








GUARANTEED 


Not for Merely ONE Year, but 


For the Life of the Clock! 


Which Is Many,’Many Years 









The 
Mercury 


Automatic 


Time Switch 


Is the simplest device of its kind 
ever produced, 
A MERCURY CONTACT 
IS THE SECRET 





It eliminates all friction, arcing and corrosion. 
Many strong selling points, and we protect the jobber always. 
Prompt Service—Liberal Discounts. 


Send for Literature, 


Mercury Time Switch Co. 


31 E. Woodbridge St. 
Detroit, Mich. 


Eastern Representatives 


Manufacturers’ Distributing Co., 291 Broadway, New York City 


“Sell "Em Something More” 














RADIO ACCESSORIES 


Variometer _ parts, 
wound and un- 
wound. 


Variometer com- 
plete with Knob 
and Dial. 


Vv. T. Porce- 
lain Socket made 
to fit any Tube. 


Wireless Ground 
Switch 100 amp. 5” 
break, 600 V. 


Write for our 
proposition. 


Cat. No. 3333. Ground 
Switch, 100 Amp., 
600 Volt, 5 in. Break. 


List $3.50 


Barber Electric Manufacturing Company 


North Attleboro 





Cat. No. 9519. Variable Condenser, List $3.50 
Knob and Dial, List $1.00 





Massachusetts 
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THe RavuLtanpn MANUFACTURING 
Co., 35 South 


cago, is distributing a new catalog of 


Dearborn street, Chi- 


its ‘‘All-American’’ radio products, 
which include amplifying transform- 
ers, tube sockets, variable condensers, 


and grid condensers and leaks. 


THe Formation of a merchandise 
department which will have charge of 
products handled through re-sale chan- 
nels has been announced by the Gen- 
Electric Co. 


will consist of three divisions- 


eral The organization 
admin- 
istrative, supply sales and motor sales 


—and will be headed by George P. 





George P. Baldwin 


Baldwin as general merchandise man- 
ager, with H. C. Houck as assistant. 

The administrative division will be 
divided into sales promotion, research, 
advertising, publication and supply 
The 


division will be in charge of a sales 


house sections. supply sales 
manager and an assistant manager, 
with section managers covering fans, 
wiring devices, conduit products, recti- 
fiers, wire, transformer products and 
miscellaneous supply products. The 
division will cover the 


motor sales 


small motor field. There will also be 





a district merchandising organization 
in each district office of the company., 
The merchandise department will 
take over the work pertaining to the 
lines of products 
handled by other departments, the 
latter continuing to have charge of 
that sold 
through distributors or dealers. 


re-sale formerly 


those products are not 
The new organization will begin to 
function about August 1, and it will 
largely be centralized at the Bridge- 
port Works of the company, although 
Mr. Baldwin office in 
New York... of the 
complete personnel of the department 
will be made later by the company. 


will have his 


Announcement 


Following the formation of its mer- 
chandising department, the company 
announced plans for a national adver- 
tising campaign to reach home build- 
ers and owners which will bring out 
the advantages of complete and ade- 
quate wiring for homes rather than the 
promotion of individual wiring devices. 
Local application of the results from 
this effort are to be centered directly 
in the hands of contractor-dealers 
throughout the country but in a new 
and different manner. 

The advertising offers as a special 
feature a booklet entitled “The Home 
of a Hundred Comforts,” which ex- 
plains the comfort and convenience of 


The 


ous wiring features of each room, the 


completely wired homes. vari- 
switches, outlets, etc., are pointed out 
and just what they mean in terms of 
convenience and service is explained. 
The story is told in non-technical lan- 
guage, wholly understandable by the 
person who knows nothing about the 
features of 


electrical or mechanical 


house wiring. ‘The man whose house, 
built some time ago, is inadequately 
wired is assured that it can be brought 
up to date in this respect, without de- 
facing the walls and at comparatively 
Particular attention is 
called to the importance of having wir- 
ing done by an experienced, skilled 
and reputable contractor 


small expense. 


who uses 
quality materials, and he is warned 








against accepting a low bid merely b. 
cause it is low. 

Readers of the advertisements a1 
urged to send for this booklet and 
write describing plans for wiring or 
problems which confront them. In 
stead of referring the contractors to 
the inquirers who may write in for 
the booklet, as has been customary in 
campaigns of this nature, the person 
writing for the information will be 1. 
ferred directly to the contractor-deal 
ers in his vicinity and invited to dis 
cuss his problems personally with such 
contractors. This, it is believed, will 
save the time of contractors in calling 





H. C. Houck 


on “prospects” who turn out to hav: 
no particular business to offer. ©: 
the other hand, the system gives tl 
inquirer a personal interest in the lo 
cal contractor-dealers. Personal lect 
ters will so far as possible accompan) 
every request for information and wil! 
answer any question raised. 

A preliminary list of 3,500 co: 
tractoi-dealers has been obtained by ° 
thorough canvas covering cities a1! 
towns of 5,000 and more, and the |i-' 
is one of bona-fide contractors onl) 
The plan is not, however, limited | 
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material exclu 


who G-E 


It is announced that it is open 


those use 
sively. 
to any contractor whose reputation as- 
sures thorough workmanship and high 
vrade material. 

Joun F. Kitigen, who has been 
issociated with the General Electric 
Co. for over 15 years, has resigned to 
join the sales organization of the 
Mitchell Vance Co., 503 West 24th 
street, New York City, manufacturer 
of lighting fixtures. During his con- 
nection with the General Electric Co., 
Mr. Killeen was at one time general 
manager of the electric heating device 
department at the Pittsfield works 
later being connected with the sales 
departments of the Edison Electric 
\ppliance Co., the Hurley Machine 
Co., and the Electric Vacuum Cleaner 
Co. 

Tur ComMoNWEALTH Epison Co., 
Chicago, recently put on a window 
demonstration to show the protection 
afforded against open phases in mo- 
tors by using multiphase renewable 
fuses manufactured by the Federal 
Electric Co., Chicago. Two motors 
were connected to fuses through a 
flasher control, one motor being pro 
tected with ordinary type and the 
other with those of the multiphase 
type. The first motor would run with 
overload until the 
would show that it had been blown; 
after it had stopped 
monium chloride) would issue from 
the 


dicate 


a flash in fuse 


smoke (am- 


motor in a realistic way to in- 


over-heating from operating 
single-phase. Then the other motor 
would be started and 


When one of the multiphase fuses was 


overloaded 


blown the load current of that phase 


would be shunted to a thermal coil in 
the fuse of an adjoining phase, blow- 
ing the fuse and preventing the mo- 
tor from being operated on _ single- 
phase. The thermal coil in each fuse 
is connected in parallel with the main 
fuse element of an adjacent fuse, and 
is rated at one-tenth of the main fuse 
capacity.. When the load current is 
shunted through one of these thermal 
blow. A 


great deal of interest was manifested 


coils it causes the fuse to 
in the demonstration, which was in 
charge of V. W. Dorts, of the Federal 
Electric Co. 

THe Wiretess MaNvuFractTuRING 
Co., manufacturer and distributer at 
Canton, Ohio, was recently incorporat- 


ed with a capital of $50,000 to take | 


care of the rapid expansion of the 
business and to provide for proper 
financing. The business has been con- 
ducted by Henry L. Ley for the past 
eight years and he is president of the 
incorporated company. The other of- 
Edward L. 
president and manager; Louis N. Ley, 
and Alfred E. Hockwalt, 


assistant secretary and comptroller. 


ficers are Monnot, vice- 


treasurer, 


The company will continue its former 
policy of selling exclusively to ree- 


ognized jobbers. 


THe Sangamo Etectric Co., 
Springfield, Ill., announces the com- 
pletion by the Rothacker Film Manu- 
facturing Co. of “The Story of the 
Electric Meter,” the first of the indus- 


trial films to be approved by the De- 


partment of Commerce in the fight of | 


the United States for foreign trade 


supremacy. The film may be secured 


Window Demonstration of Multiphase Fuses for Overload Protection of Polyphase 
Motors. 
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“AMERICAN BrRaND® 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 


~ AMERICAN 
BRAND’ 


Weatherproof and 


Bare Copper Wire 
and Cables 


are the result of over twenty- 
two years’ experience and prac- 
tice in wire and cable making. 

Evidence of “American 
Brand” quality is the yearly 


sales increase that we have en- 


joyed. 

The salesman who recom- 
mends and sells “American 
Brand” Weatherproof and 


Bare Copper Wire and Cables 
is certain to create repeat cus- 


tomers. 







“American Brand” is_ the 
best wire obtainable, produces 
more business and_ bigger 








profits for the salesman and 





his house. 


American Insulated 
Wire & Cable Co. 


CHICAGO 















“AMERICAN BRAND” 


WEATHERPROOF WiRE AND CABLES 
HAS NO EQUAL 
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Why NotSend For Your Copy? 


We're waiting to hear from all you salesmen and 
sales managers because we have a new Bulletin 
No. | which has lots of information that will help 
you get some good business. 


“Glass Insulators for Power Lines” 


is its name and it’s written so you can under- 
stand every word. It will give you a new line 
of attack and help you land some business in 
glass insulators up to 33,000 volts. 


Drop us aline. We’ll send 
enough copies to go around 


Hemingray Glass Company 


Offices and Factories 
Muncie - Indiana 


Manufacturers of Glass Insulators since 1863 








Filament manufactured 
of specially prepared 
tungsten wire prevents 
sagging. 


Concentrated filament 
gives brighter light. 


Rugged _ construction 
makes them stronger and 
gives them longer life. 
10-Watt consumption, 
guaranteed not more, 
makes them cost less to 
users. 


These are all real rea- 
sons why Signlites sell 
readily to users of elec- 
tric signs. 


Start selling them now. 
Get on the band wagon 
before the Fall rush to 
insure prompt deliveries. 


Write at once for dis- 
count and full details 


Manufactured exclusively for 


Save Sales Co. 
261 Broadway, NewYork City Signlite with blue bulb 











Signlite with clear bulb 























free of charge from the Sangamo 
company for local showing. Besides 
its value as a sales producer, it has a 
wide public good-will interest, be- 
cause the theme running through the 
picture is that electric meters “‘tell the 
truth.” 


Tue Bryant Evecrtric Co., Bridge- 
port, Conn., has appointed Harry B. 
Ennis a field representative in the 
New York district. Mr. Ennis was 
connected with the new business de- 
partment of the Brooklyn Edison Co. 
for a number of years, later being as- 





Harry B. Ennis 


sociated with the Duplex Lighting 
Works of General Electric Co. as il- 
luminating engineer. Since 1921 he 
has been representing the H. S. Whit- 
ing Co. as sales engineer in New York 
City. 


Tuomas W. Rotpnu has been ap- 
pointed managing engineer of the 
scientific street lighting department of 
the Holophane Glass Co., 342 Madi- 
son avenue, New York City, with 
works at Newark, Ohio. He was 
commercial engineer for the Holo- 
phane company until 1913, and from 
1913 to 1920 he was employed in the 
metal reflector division of the General 
Electric Co. In his new capacity Mr. 
Rolph will promote scientific street 
lighting as opposed to wasteful prac- 
tice. 


Tue M. F. Franerty Co., 28 South 
Clinton street, Chicago, was recently 
organized, and is now engaged in the 
manufacture of box connectors, fixture 
studs, conduit nipples, ground clamps 
and other wiring devices. Mr. Flaher- 
ty was formerly connected with the 
National India Rubber Co. and the 
Electric Cable Co. 
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New Electrical Products, Illustrated 














The Holophane Glass Co., 842 
Madison avenue, New York City, has 
recently placed on the market a new 
series of enclosing globes of the re- 
flector-refractor type like that shown 
in the accompanying _ illustration. 
These new units are made in three 
sizes for the 100, 200 and 300-watt 
lamps. The construction is similar to 
the regular reflector-refractor design, 
with the exception that the lower part 
has combined refracting and diffusing 
prisms of the Blondell construction, 
which greatly lowers the intrinsic bril- 
liancy of the unit. A removable dif- 
fusing cup is inserted in the lower 
opening, which prevents direct light 
from the lamp reaching the observ- 
er’s eye and makes re-lamping easy. 
These units have been designed espe- 
cially for school, office and store il- 
lumination, where high efficiency, good 
diffusion and elimination of glare are 
essential. 











An improved Christmas tree set 
manufactured by the M. Propp Co., 
524 Broadway, New York City, en- 
ables the user to attach together as 
many sets as desired, it being possible 
to plug them together. They are fur- 
nished with either eight or nine lights. 








One of the features of “Sherman” 
small motors recently brought out by 
the H. B. Sherman Manufacturing Co., 
Battle Creek, Mich., is that they have 
a temperature rating of 35 degrees. 
They are claimed to develop consider- 
ably less than this. The motors are 
made in one-eighth, one-sixth and one- 
quarter horsepower sizes, in both alter- 
nating and direct-current types. 











—— 


yz 
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A cabinet type oscillating electric 
washer has been brought out by the 
Gainaday Electric Co. Pittsburgh, 
distributor of the electrical appliances 
manufactured by the Pittsburgh Gage 
& Supply Co. The features of the new 
washer include an all-metal wringer 
with a patented device for insuring 
even pressure; a seven-sheet capacity 
copper tub, tinned inside; a simple 
worm-driven mechanism with enclosed 
parts; a_ circuit-breaker switch for 
automatically stopping the motor in 
case of an overload; a rugged splash- 
proof direct-connected motor, and a 
sheet-steel reinforced cabinet finished 
in battleship gray enamel. The wrin- 
ger and tub can be removed from the 
machine, a feature which enables the 
dealer to cut down delivery expense. 








Two new types of compact electric 
tool and appliance switches have been 
developed by the Cutler-Hammer 
Manufacturing Co. Milwaukee. The 
No. 7087 switch is of the momentary 
contact type for installation in the 
handle of such tools as drills. It is so 
placed that when the tool is gripped 
the forefinger rests on the trigger pres- 
sure which switches on the current. A 
return spring causes the trigger to re- 
turn to the “off” position, so that when 
the grip is released the switch auto- 
matically cuts off the current. Long 
phosphor bronze contacts of generous 
proportions and a wiping motion are 
features which add to the serviceabil- 
ity. The 7039 switch has a different 
form of operating lever with no return 
spring. This switch is desirable for 
use in vacuum cleaners and similar ap- 
pliances where it is desirable to have 
the switch remain in either the “on” or 
“off” position until moved to the other. 











The Rutenber Electric Co., Marion, 
Ind., manufacturer of the “Marion” 
line of electric appliances, has placed 
on the market a new flatiron equipped 
with a “handle that fits the hand,” a 
radically new idea in both construction 
and appearance. The handle is made 
of cold-molded material taking a high 
polish, and it is claimed that it will not 
heat up, chip, crack or break under 
severe usage. Another feature of this 
new iron is that the heel has been 
rounded on both sides to prevent the 
iron from sticking in ruffles and simi- 
lar materials. However, the iron has a 
straight surface on the heel, which 
enables the operator to tilt it for iron- 
ing cuffs, ete. 











A radiant heater built into a frame 
that stands on the floor like an easel or 
can be hung on the wall like a picture 
has been developed by the Reznor 
Manufacturing Co., 58 Main street, 
Mercer, Pa. To put “heat where you 
want it,” the heater is made so that it 
can be hung near the bedside, stood on 
a work table, or in fact placed wher- 
ever the maximum of heat distribution 
is developed. The neat, square frame 
that contains the copper reflector is 
finished in white enamel, or it may be 
had in nickel, Japanese bronze, Butler 
silver, or burnished brass. Each heat- 
er is fitted with a 10-ampere toggle 
switch, with only the finger control 
lever exposed. The voltage is 110; am- 
perage, 6; wattage, 660. 
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New Electrical Products, Illustrated 











There are no 
brass shells, no 
soldered con 
nections, no 
porcelain parts 


Brass con- 
ductors are 
single brass 
stamp- 
ings.Spring 
contacts 
through- 
out 


D 


Insulater between conduetors 
D. Spring contacts. 


A. Bakelite housings. [. 


B. Conductors. 


The first of a series of six multiple socket attachment 
devices is now being offered to the trade by the Betts Elec- 
tric & Mfg. Corp., 842 Madison avenue, New York City, un- 
er the trade name of “Bi-Lite.” The No. 90 “Bi-Lite” shown 
above is claimed to have the following distinctive features: 
Made of bakelite, no porcelain parts, no brass shells, no 
soldered or internal connections of any kind, conductors of 
single flat bronze stampings, spring contacts, light weight, 
only five parts, guaranteed from manufacturer to consumer, 
The No. 90 is packed in individual packages, ten to a carton 
for counter display. 























A feature of the “Buckeye” automatic ironer, made by the 
Zeig Manufacturing Co., Fredericktown, Ohio, is the full- 
length foot control which moves the roll in and out of con- 
tact with the ironing shoe by exertion of little effort. The 
ironer has a 46-in roll with 7-in. of ironing surface. The roll 
is of open end construction, providing means for ironing col- 
lars, ruffiles, ruffled curtains, etc. A large pan and a swing- 
ing arm provided to hold clothes before and after iron- 
ing. 





The new “Excelsior” double reversible toaster which Geo. 
Borgfeldt & Co., 16th street and Irving place, New York 
City, are featuring is designed with twin racks which are 
turned at the same time by means of a knob at the top of the 
toaster. It is claimed that perfect toast can be made in two 
minutes with this toaster, a patented combination of coils in 
the heating element ensuring an even distribution of heat. 
The “Excelsior” is heavily nickle plated, highly polished, and 
is equipped with a feed-through switch. 











A new type of direct current electrolytic lightning arrester 
known as “Type AR” has been developed by the Westing- 
house Eléctric & Manufacturing Co., East Pittsburgh, Pa., 
for car or station use on railway power and lighting cir- 
cuits. 





This new form of shade 
holder, made by the Ameri- 
ean Pin Co. Waterbury, 
Conn., is made of heavy 
brass, cannot bend out of 
shape and adds materially 
to the appearance of any 
fixture using a shade holder. 
All that is necessary to as- 
emble the “Ampinco” quick- 
snap holder is to press the 
socket and holder together 
until the latter snaps into 
place. It will come off as 
quickly as it is put on, just 
a quick break and pull 
doing the trick; a straight 
pull will not serve to un- 
fasten it. The “Ampinco” 
can be as quickly adjusted to 
an old as a new fixture. 
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Manufacturers’ News 





Tue Gatnapay Exectric Co., 
ole distributor for the Pittsburgh 


Gage & Supply Co., manufacturer of 


electric washing machines, ironers 
ind cleaners, has appointed Joseph 
\. Guilfolye as general sales man- 
oer, He has been identified with 
ithe eleetrical industry for 16 years, 
connected with the 


commercial and merchandising 


having been 
sales, 
departments of 
tion companies in the East, which 


vave him a large acquaintanceship 


several central-sta- 





J. W. Guilfolye. 





and broad experience in the jobbing, 
manufacturing, and retailing fields. 
For many years he was an active 
member of several commercial sec- 
tion committees of the National Elec- 
tric Light Association, and for two 
vears was chairman of the merchan- 
dising committee of that association. 
He recently resigned as mid-west 
district manager of the Apex Elec- 
The Gain- 
aday company has adopted a_ pro- 
eressive sales policy, with many new 
and novel plans to educate, assist and 
co-operate with jobbers, central sta- 
tions and dealers for greater profit 
ind sales. 


trical Manufacturing Co. 


A NUMBER OF CHANGEs in personnel 
have been announced by the Westing- 
house Electric & Manufacturing Co.. 
hast Pittsburgh, Pa. C. C. 


formerly branch manager of the Min- 


Curry, 


neapolis office, has been assigned to 
special work in connection with the 
st. Paul Electric Co., and Norman 
stewart has taken his place at Minne- 





apolis. 


M. C. Rypinski of the radio 
sales division has transferred his head- 
F. R. Kohn- 


stamm has been appointed acting man- 


quarters to New York. 





ager of the appliance section of the | 


merchandising department and is lo- 
cated at Mansfield, Ohio. J. W. Rob- 
inson has succeeded C. E. Allen as 
manager of the central-station division 
at the Chicago office, and H. A. Lyn- 
ette appointed syndicate 
representative at the same office. T. 
A. McDowell has been appointed ex- 


has been 


ecutive assistant to the manager of the 
supply department, and M. H. Scott 
been appointed chief clerk. 
Thomas Fuller is now manager of both 
the power and supply divisions of the 
Atlantic office, taking over the duties 
of Paul H. Smith, who resigned to ac- 
cept a position with the Brooklyn Edi- 
son Co. A. G. Crocker has been ap- 
pointed manager of the power division 


of the Detroit office, and R. J. Cobban 


has 


has been made branch manager of the 


Butte office. 


Tue A. F. McCartuy Co., has 


moved to new and larger quarters at | 
65 Oliver street, Boston, affording | 


better warehouse and office facilities 
for giving service to New England 
jobbers. The company represents the 
following manufacturers in the New 
England territory: Edwards & Co., 


New York; Columbia Metal Box Co., | 


New York; Potter Switch Box Co., 
Cleveland; Cook Pottery Co., Tren- 
ton, N. J.; Electro-Weld Co., Lynn, 
Mass., and the Dongan Electric Man- 
ufacturing Co. Detroit. 


Numerous Regvests for the “Sell 
Something Better” 
which appeared in a recent issuie of 
Beardslee Talks, but written for 


Them story, 


the consumer and printed in such | 


shape that it could be sent to job- 
bers’ and dealers’ prospects, led to 
the publication by the 
Chandelier Manufacturing Co., of a 
similar story in booklet form. The 
booklet has 16 pages and is suitable 
for envelope enclosure. It contains 
illustrations of Beardslee carton line 


Beardslee | 


lighting fixtures, and under each is | 


a brief description of the lighting 
fixture shown and a mention of the 
rooms of the home where its use will 
be appropriate. 
to the these 


special features of 


A page is devoted | 


carton-packed home lighting fixtures | 
and the last page is left blank to be | 
imprinted with any message which | 


the jobber or dealer who 








sells | 








It’s Perfect! 


Note the new way of 
assembling the 


BULL DOG 
KNOB 


Made and Sold Under 
License United States 
Patent, Feb. 3, 1920 


The placing of the 
central bushing on the 
cap instead of the base, 
places it in a class by 
itself. 


You will be safe in 
recommending this 
knob and all of our 
products to your cus- 
Write us for 
informa- 


tomers. 
any further 
tion desired. 


Illinois Electric 
Porcelain Co. 


Macomb, Ill. 
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Don’t Overlook the Fact 


that bobbed hair has created 
a big demand for “SERV- 
ICE” Curling Irons. They 
sell at most attractive prices 
and are fully guaranteed. 


Made in two sizes 


No. 55 Lists at $4.50 
Large size 


No. 77 Lists at $4.00 
Small size 





Don’t fail to take advantage of the opportunity and feature 
“SERVICE” Curling Irons—if you want the best. You will 
greatly increase your sales with these high grade curlers. 
Also manufacturers of the “Northern” Heating Pad. Allow 
us to fill your order today. 


NORTHERN ELECTRIC COMPANY 
222 N. SHELDON ST. CHICAGO, ILLINOIS 


“SERVICE” Wie ne 
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NATIONAL PRODUCTS 


‘All You Require When You Wire” 


ECONOMY 


FLEXTUBE 








Py | FLEASTERE 








But 
“Sell ’em 


Something Better” 







Not Only 
“Sell ’em 


Something More” 






National Metal Molding © 


PITTSBURGH 











Beardslee lighting equipment may 
desire. The booklets with the de- 
sired imprint are furnished free, and 


| jobbers or dealers who desire them 


should request them from the 
Beardslee Chandelier Manufacturing 
Co., 218 South Jefferson street, Chi- 
cago. 


THe Unirep Rapio Corp., has 
been organized at Rochester, N. Y.., 
to manufacture a complete line of radio 
apparatus. W. J. Tansey is _presi- 
dent; Rodney 'S. Rose, vice-president, 
and Alcott Neary, secretary-treasurer. 
H. J. Heindell, formerly with the 
Western Electric Co., has been ap 
pointed sales manager, and Rudolph: 
Denille chief engineer. The company 
has taken office and factory space at 
15 Caladonia avenue, and has already 
developed a new type of head set 
embodying some unusual features of 
design. 


A New Frinisu which looks like 
brush brass, and is neat, durable and 
considerably less expensive, is being 
used by the Cutler-Hammer Manu- 
facturing Co., Milwaukee, on its flush 
type. switch and receptacle plates. 
This finish, which is called “Brush 
Lac,” is claimed to reduce the cost of 
plates nearly 50° per cent, which is 
an important item where many switch- 
es and receptacles are to be used on 
any installation. 


Tue Apex Exvectricat Distrisut- 
ING Co., Cleveland, has issued a book- 
let which describes the numerous 
cleaning operations that can be ac- 
complished with the “Apex” vacuum 
cleaner and attachments. Emphasis 
is placed on the fact that the house- 
wife is able to save a great deal of 
time by the use of a vacuum cleaner. 


Tue Bieapon-Dwun Co., 213 South 
Peoria street, Chicago, manufacturer 
of electro-medical apparatus, has 
made a number of changes in its sales 
organization. M.H. Sarben, formerly 
New York manager of the company, 
has been made vice-president and sales 
manager. Following are the brancli 
offices and sales representatives in 
different sections of the country: 
T. J. Vonescheon, New York manager, 
1328 Broadway; J. P. Johnston, 605 
Arch street, Philadelphia; Superior 
Sales Service, 830 Washington street. 
Boston; Fidelity Electric Co., 172+ 
Olive street, St. Louis; D. S. Spector, 
501 Pioneer building, St. Paul; Wes- 
tern Agencies, Inc., M. Abrams, 71! 
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\lission street, San Francisco; Harry 


(, Turnock, 819 Hippodrome building, . ; 
Cleveland; A. W. Hillis, 412 Garfield ) O | C AN S EK, L L Ek, M 


building, Detroit; T. B. Supplee, 1357 


Warren road, Cleveland; J. C. Boush, 
354 ils eveken, Columbus, and Circle S) Safety Switches 






































Iron City Electric Co., Pittsburgh. 
There’s a_ posi- 
Tue Conpit E.vectricat MaNvu- tive reaction 2Fem 
yacTURING Co., Boston has perfected Circle S Safety 
Switch sales. 


a new type of O-1 oil circuit-break- Soldsiee’ anleninin 
er. The construction of this breaker ARE SELLING 
is notable for its extreme ruggedness | gis : = 
Troe ee pee Switches anc 
and adaptability to outdoor service. they're gettin: #- 
It is furnished in automatic or non- peat orders. 
automatic types as desired. The | Circle S Safety 


Switches are just 


sakers are made for any ber . 
breakers are made for any numb cined- the asian tie 





of poles as they are of unit construc- plies; you need not 

tion with individual tanks per pole. — onto 

na : 3 mending them to 
Sta > 9! 

[hey are built for 15,000 or 25,000 your customers. 

volts, up to and including 600 amperes. | This is an un- 





usually profitable 
Tue Jouns-Pratr Co., Hartford, | line for jobbers to 
tie to. There are 


Conn., whose selling arrangements : pail : F 
4 8 8 a few choice territories still open for 


through the Johns-Manville Co. the right jobbers. In the complete line of Circle S 
were recently dissolved, has estab- Get our catalog and post yourself Safety Switches there’s a_ safety 
on our products. switch to meet every requirement. 


lished a Pacific Coast branch of its 


own. This office located in the Call | S. Schmukler & Son 


building, New Montgomery street, 


San Francisco, will be in charge of 706 S. 2nd St. Philadelphia, Pa. 


A. J. Mean, who was with Johns- Our Meter Switch has been approved f" the state of New Jersey. 
Also in Brooklyn, N. Y. 














For Service and Profit 








Be one of those who are 
building good will and 
making profit thru sale 


of the ‘‘Circle F’’ 
Line. 


No. 1022C. Key Body. Four point 
positive lock cap keys furnished up to 
2 in. Superior porcelain. Unusually 
heavy contact springs. Locking de- 
vice holds under heavy weights and 
vibrations. 





Introducing Howard F. Viot, Chicago 
district manager of the Shelby Lamp 
Dix viata National L amp Works, who No. 1022 C 


: EH. FREEMAN ELECTRIC CO. 


ups gather and the Rolls-Royces go 
TRENTON, N. J. 


Write for information. 








whizzing by. Lately Howard has moved 
up or down—whichever way you want to 
call it—the avenue, and his office is now | 
at 742 instead of 720 South Michigan 

avenue. 
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Better 
Made 


Fuses 


The unnecessary loss of elec- 
trical apparatus is appalling. 
Most of this can be saved. 


One of the reasons is the im- 
proper fusing, caused by fuses 
blowing too quickly. 





The special patented “‘surge-taking” 
element in Federal National Renew- 


able Fuses overcomes this trouble. 





Another reason is the single phas- 
This can 
be remedied by the use of Federal 
National Multiphase Time Limit Re- 


newable Fuses. 


ing of polyphase motors. 


Small motors and apparatus using 
plug fuses can be saved by use of 
Federal Three Thirty Time Element 
Fuse Plug. 


The use of proper fuse protection 
can save you many dollars during 
the year. 


Write for information 


Federal Electric 
Company 


8700 South State Street 
Chicago 


130 West 42nd Street 91 New Montgomery 
New York City Street 
San Francisco, Calif. 


Branches in all Large Cities 











and 





° 








i —— = 


A little over a year ago—April, 1921, to be exact—W. D. McCleery and F. O 
Carpenter launched their raft on the then troubled waters of the electrical jobbing 


field. 
Columbus, Ohio. 
has a total of 6000 sq. ft. 


And their raft was 2400 sq. ft. of floor space at 89 North Third street, 
They’ve been adding plank after plank until now the said raft 
Just recently they took over the second floor of three 


stores adjoining theirs, fitted up a new office and made room for additional stock. 
Above is nine-elevenths of the McCleery-Carpenter organization, with McCleery to 
the left of the little lady and Carpenter on the right. 





Manville Co. for a number of years 


familiar with the 


is entirely 
_ Johns-Pratt line of “Noark” fuses 
and protective devices, ‘Vulcabes- 
ton” packing and  Johns-Pratt 


To facilitate de- 
liveries on the coast, a comprehensive 


molded insulation. 


stock of all lines will be carried in 
San Francisco. 

“Scientiric Street LiGHTING”’ is 
the title of a new guide to good 
street lighting practice which has re- 
cently been issued by the Holophane 
Glass Co., 342 Madison avenue, New 


York. This new publication is a 22- 
page illustrated booklet discussing 
the trend of modern ornamental 


street lighting practice, and dealing 
especially with high intensity, great- 
er mounting heights, light distribu- 
tion considerations, spacing of units 
and economy of installation and op- 
eration. The booklet brings out the 
difference between scientific street 
lighting which insures the maximum 
service at the minimum cost, and un- 
scientific street lighting giving satis- 
factory results at high cost. 


Tue Brack & Decker MANUFAC- 
TURING Co., Towson Heights, Balti- 
more, builder of portable electric tools, 
has announced the establishment of 
a new Detroit office in the General 
Motors building. C. G. Odell, assist- 


ant to the president of the company, 
will use this office as his base, in ad- 
dition to which it will provide head 
quarters for the local Detroit repre 
sentative. 


Tue Atwater Kent MANUFACTUR 
inG Co., Philadelphia, has developed 
a line of radio apparatus consisting ot 
variometers, variocouplers, audiofre 
quency amplifying transformers and 
a rheostat for the vacuum-tube fila 
ment control. The 
provided with circular bases for ta 
ble mounting which may be removed 


instruments ar 


when it is desired to mount the d 
vices on panels. 


Tue Wirevess IMPROVEMENT Co.. 
66 York Street, Jersey City, N. Y.. 
announces the appointment of W. | 
Hurlburt as general sales manager. 
which took effect July 10. Mr. Hur! 
burt was formerly connected with tl): 
Automatic Switch Co., and with Walk 
er Bros. & Haviland, in the New Yor} 
office of the latter. 


THe WInNTNER Rapio Corp., 1!° 
West Thirtieth street, New York Cit). 
has issued a bulletin showing t!: 
company’s line of products. A radio 
frequency receiver with two stag:s 
of radio-frequency amplification a: 
two stages of audio-frequency am)! 
fication, with the usual detector tu! 
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Emerson Motor Specialties 


ra pee 


Here are two motor 
specialties which 
should be in every motor 
dealer's stock. 

The small lathe 
(1/30 hp.) has a uni- 
versal motor for 110 
volts A.C. or D.C. It 
is complete with three 
speed switch, brush and 
grinding wheels, man- 
drel and chuck, and at- 
tachment cord with 
plug. List price is $22. 

The utility motor 
is back-geared with 
pulley shaft running at 
440 rpm. This 1/4 hp. 
motor with tripod is 
carried in stock for 32 
and 110 volts D.C., and 
for 110 volts 60 
cycles. The handle 
permits carrying about 
and the adjustable 
clamping rod braces the 
stand. 

An extra heavy 
weather-proof cord with 
separable plug is at- 
tached. List price 
motor complete with 
pulley and stand- 
$35.00. 

Bulletins describing 
these motors will be 
sent promptly. 


The Emerson Electric 
Mfg. Company 
St. Louis, Mo. New York, N. Y. 














| products shown. 


receiver with two stages of audio-fre- 
quency amplifications are among the 





Water M. FacGan, who is 
known in electrical circles, especially 
in the heating appliance field, has ac- 
cepted a position in the sales depart- 
ment of the Chicago Flexible Shaft 
Co., manufacturer of “Sunbeam” irons 


and toasters. Mr. Fagan, who is a 


, and a loose-coupled non-regenerative | 


well | 


native of California, started in the 


electrical field in Berkeley, where he 


was in the contracting business with | 
his brother, Frank O. Fagan, now vice- | 


president and general manager of the 
Edison Storage Battery Co. 


Later he | 


took a position with the Electric Ap- | 


Co. 


opened in San Francisco, remaining 


pliance when its branch 
with this company until the San Fran- 
ciseo fire, after which he went with 
the old Pacific Electric Works, which 


was later absorbed by the 





Walter M. Fagan 


States Electric Co. In 1912 he came 
to Chicago as assistant to Fred Skee! 
of the Crouse-Hinds Co., and in 1915 
became sales manager of the Hughes 
Electric Heating Co., now the Edison 


Electric Appliance Co., with which | 


he has continued until the 
Mr. Fagan has a host of 


company 
present. 


friends in the electrical field who wish | 


him success in his new connection. 


THE 


“Kruse” switchbox supporting strips, 
has sent out a revised price list to the 


trade. Clay Prosser, sales manager, 


| states that the company is selling to 


over 200 electrical jobbers and that 


Mipwest Merat Propucts | 
Co., Muncie, Ind., manufacturer of | 


was | 


Pacific | 






























































































YOU! 


CAN ALWAYS SELL 


HARTFORD 


TIME 
SWITCHES 


Whatever the general business 
conditions you can always in- 
terest your Contractor-Dealer 
and Central Station customers 
in Hartford Time Switches. 


Many a storekeeper has been 
won over to the idea of keep- 
ing his window lights burning 
for a definite period after his 
shop closes, and many an elec- 
tric sign has been installed be- 
cause it has been demonstrated 
that a Hartford Time Switch 
would give absolute and posi- 
tive control over that additional 
lichting period by turning the 
lights on and off at any prede- 
termined time. 


Point out to your customer the 
splendid new business possibili- 
ties which time switch installa- 
tions hold. 

Start them after it. 


There is Hartford Time Switch 
business waiting fer you in 
every city and town. 


It is yours for the seeking and 
it is easily found. 


A. HALL BERRY 


General Sales Agent 


71-73 Murray St. 
New York 
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The Name 
“SIGNAL” 


—with the round circle 


trade-mark shown above, 
is put upon every product 
of the ‘Signal Line.’ It 
is protection to the man 
who buys—and for you 
who sell. 








“SIGNAL” 
Porcelain 
Housed 
Transformer 


The “Signal Line” 
includes: 


Bells and Buzzers 
Bell Transformers 
Wireless Equipment 
Medical Batteries 
Etc. 


Signal Service to whole- 
salers is a big factor in 
promoting cordial and 
profitable 
tween jobbers and their 


relations be- 


customers. 


SIGNAL ELECTRIC 
MFG. CO. 


MENOMINEE, MICHIGAN 

















increased business has made it neces- | 
sary to provide larger office space as | 
_ well as increased manufacturing facili- 


ties for the company. 


THe GENERAL Etectric Co., | 
Schenectady, has just issued Bulletin | 
QC-3 | 


quick-break lever switches up to 600 | 


No. 47526 describing type 


volts and 1000 amperes. The 


switches are made in either single, | 
double, triple or four-pole combina- | 


tions for single or double throw. 


E. A. Witcox has resigned as 


vice-president and sales manager of | 
the Pittsburgh Electric Corp., and Has 


located in Los Angeles, Cal., where 


he has established a manufacturer's | 
| agency, specializing in electrical and | 
mechanical machinery and equipment. | 


His Many Frienps in the electrical | 
| industry will regret to learn of the 
death of Charles F. McGilvray, chair- | 


man of the board of directors of the 


Robbins & Myers Co., which occurred | 
at his home in Springfield, Ohio, on | 
| June 27. 


THe Rome Wire Co., Rome, N. 
Y., has announced that it has taken 
an interest in the Atlantic Insulated 
Wire & Cable Co., which will continue 


| to manufacture rubber-covered wires 


and cables. 


Harvey Hvspe tr, Inc., Bridge- 


| port, Conn., has issued, for distribu- 


tion to the trade, circulars on “Hub- 


| bell” shade holders, attachment plugs, 
brass shell and candle sockets, and | 


| ““Te-Taps.” 


THe GENERAL E.Lectric Co. has | 
commenced construction on a four- | 
| story building, which will increase its 


warehousing facilities in Atlanta, Ga. 


| Another building will be erected for a 
| service station and repair shop. 


Stan.Ley A. Dennis, who has been | 
_ associate editor of Electrical Mer- | 
| chandising for four years, has re- | 
| signed to become editor of Electrical 
| Retailing, published by the Rodger 
| Publishing Co., Chicago. 


ENAMELED WIRE PRODUCTS will be | 
made by the National Enameled Wire | 


Co., recently organized, with offices 
and factory at 1310 Front street, 
Toledo, Ohio. Joseph Rapey is the 


| Manager. 


Tue Rapio INpustries Corp., 131 
Duane street, New York City, has 
selected as its vice-president and gen- 








Etch Your Own Lamps 





With a Rubber Stamp at 
; Minimum Cost 


A Standard Lamp Etching Outfit, in- 
cluding rubber stamp with your own 
name and a half pint can of Reed’s Glass 
Etching Ink, will permanently identify 
10,000 to 12,000 lamps. A convenient and 
economical method of obviating theft 
losses of Electric Lamps. 


Safe to use—no acid effect on hands or 
clothing. 


SOLD BY 


Electrical Jobbers and Dealers 
Distributors of Factory Output 


UNION ELECTRIC COMPANY 
PITTSBURGH, PA. 


Canada: Northern Electric Company 
Made By the Makers of Etch-O-Lite 

















“Central Black” 
“Central White”’ 


Rigid Steel 
CONDUIT 


Large stocks of Conduit, Elbows 
and Fittings for quick deliveries. 


“Central” 
Conduit 


may be bent 

and _ kinked 

like this with- 

out flatten- 
ing, buckling, cracking or flaking. 
The ductility and finish are exclu- 
sively ‘‘Central.’’ ‘‘Central Black” 
is enameled; ‘‘Central White’’ is 
galvanized. 


Central Tube Co. 


PITTSBURGH, PA. 
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The Vast Majority of all 


jobbers and dealers are 


repeating on 
® 


Mid Sy HAIR WAVERS ili 


America’s Best Seller 










They will tell you that our Electric Hair Waver 
vill be in every home eventually because it’s a 


jewel—like consistency—it has the knack of 
charming and is every woman’s choice. The 
original ard only Hair Waver. Every jobber 


should sell his dealers our wavers. Aiready 
being sold by the biggest jobbers in the country. 
Dealers repeat every two weeks. Why not sell 
them? 

Stays sold—needs no servicing. Used in the 
most exclusive homes. Fully guaranteed and 
licensed under Marsh patents. 100% of Chicago 
jobbers stock and distribute our Wavers. Highest 
testimony or their practicability and simplicity in 
using. Free show cards and illustrated folders 
with your imprint on request and to all your 
dealers. | 

At the new low price are selling tremendously 
big and your early orders will be shipped imme- 
diately. 


Send for price list and terms. | 


LE BIJOU SPECIALTIES 


188 No. La Salle Street, CHICAGO 





Can be used by anybody, sold by 
everybody. 
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Tests 


Show the Facts 


Jobbers and their 
Salesmen can use 
our test reports 
to good advantage. 
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Electrical Testing 













FE Laboratories | 
iq -—«-80th St. and East End Ave. | 
is New York City al = | 
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| power department. 


_eral manager Benjamin Gould, for- 


merly general sales manager of the 
Gould Appliance Co. The company is 
now in a position to make deliveries on 
telephone head sets of standard sizes 
of 2,000 and 3,000 ohms. 


Important CuHances have been 
made in the power sales department 
of the Westinghouse Electric & Manu- 
facturing Co., East Pittsburgh. L. 
C. Bullington, who has been assistant 
to the manager of the department for 
the past several years, has been made 
and will have 


assistant manager 


| charge of the general work of the 


Charles F. Lloyd, 


formerly’ manager of the substation 


| section, has been made manager of 


the electric division, and R. E. Car- 


- 





L. C. Bullington 


others, formerly manager of the tur- 
bine section, has been appointed man- 
ager of the steam division. The va- 
cancies caused by the promotions of 
Mr. Lloyd and Mr. Carothers have 
been filled by the elevation of Bruce 
H. Lytle and D. O. Tylee, the for- 
mer becoming manager of the sub- 
station section and the latter manager 


of the turbine section. 


Tue Business of the Pittsburgh 
High Voltage Insulator Co. will be 


carried on in the future under the 
name of the Westinghouse High 


Voltage Insulator Co., according to 
announcement made by C. M. Semler, 
general manager. The change in 
name does not affect the management 





Dongan Electric Manufacturing Co 


BELL RINGING & RADIO TRANSFORMERS 
Detroit Mich 


BE A BOOSTER 





Tell Your Biliedé 
About 


THE JOBBER’S SALESMAN 





BRUNT 
auatity PORCELAIN 


QUALITY 






SEI te PRAT S0tS ITE Ri RBOE., ,. 


Our goods 
marketed 
through the 
Jobber. 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


THE BRUNT PORCELAIN COMPANY 


COLUMBUS, OHIO 
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|| ~YAGER’S 
=| Soldering Flux 


Standard for 
nearly halfa 
century. Keeps 
diy and granular 
in new style con. 
tainer. Non-cor- 
rosive. See that 
your dealer has 
sufficient stock. 


ALEX. R. 
BENSON 
COMPAN Y 
HUDSON, N. Y. 
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= | FARLY’S 
Early’s] COMMUTATOR | 
fCommatsitl CEMENT 
Bass Repairs pitted com- 
, “e% mutators in ten min- 
sms utes. Every factory, 
Pri MS repair shop and deal- 
ie cory co, tom §=er is a customer. Ask 
—__——" them to buy. 
The Edward E. Early Co. | 
Canton, Ohio 


Wanted — 


We are one of the largest manufacturers 
of insulating materials for electrical pur- 
poses in Europe. We are looking for an 
American firm to act as our agents in the 
United States. To a firm that can prove 
its dependability and aggressiveness, the || 
general agency for this country will be 
Address 








given. 


Foreign Dept. 


H. WEIDMANN, 


Limited 
Rapperswil, Switzerland 














Every Business 


of consequence ep Ae to have proper card | 
REPRESENTATION 

| 

| 

| 


WIGGINS 


Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for tab 
of specimens, 
detach them 
one one 
and _ observe 
their sharp 
edges and gen- 
eral excellence. 


The John B. Wiggins Company 


Established 1857 
Engravers Plate Makers Die Embossers 


1108 S. Wabash Ave. 
705 Peoples Gas Bldg. CHICAGO 


















| Co. 


| tive with 
| In November, 1912, Mr. Chapman 


or method of conducting the business 
of the company, which will be car- 
ried on as it has been in the past, 
according to the announcement. 


Frank B. CuapMan has been ap- | 


pointed eastern sales manager of the 


Bryant Electric Co., succeeding 
George V. W. Ingham, who has re- 
signed. He will make his headquar- 


ters at the factory in Bridgeport, 
Conn. Mr. Chapman’s_ experience 
embraces nearly 30 years in the elec- 
trical industry. In the early 90’s he 
was connected with the Utica Elec- 
trical Manufacturing Co. of Utica, 
N. Y., which was the construction 
branch of the Utica Light & Power 
When the department was 
abandoned Mr. Chapman with two 
other foremen incorporated the B & 
C Electric Construction Co. of Utica, 
doing general construction work not 





Frank B. Chapman. 


only in Utica but in parts of the 
south where electrical 
was installed in a number of cotton 


| mills. After five years Mr. Chap- 
man disposed of his interests and 
affliated himself with the Roller- 


Smith Co. as salesman of precision 
instruments, circuit breakers, etc. 
Two years later he resigned to ac- 
cept a position as field representa- 
the National Carbon Co. 


resigned from the National Carbon 


Co., and since that time has _ been 
field representative for the Bryant 
Electric Co. in the middle Atlantic 


and southern states. 


THe Oxonire Co., Passaic, N. J., 
manufacturer of insulated wires and 
cables, splicing tapes, etc., has opened 
a branch office at 509 Call building, 
San Francisco, S. Herbert Lanyon 
being the manager. 











equipment | 
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PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 








CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 

















POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 


220 Broadway, 2844 Summit St., 
New York Toledo, O. 


Rialto Bldg., 
San Francisco, Calif. 











NORTHERN WHITE 
WESTERN RED 
GUSRANTEED GRADES 
24Hour Service. 





BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashIn On BELL Poles 


J SEND FOR 
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It Ils a Worthy Aim— 


O PROMOTE and increase the use by the public of elec- 

tric current for all useful purposes as an end in itself and 
as a means for increasing the demand for apparatus and sup- 
plies; and to promote and facilitate a co-operative planning and 
execution of various means and methods effective to this end. 


= 7. = FP 


That is the one big aim of the organization which originated 
the most effective slogan in the electrical industry— 


6é = 93 
Do It Electrically 
That this organization is doing its work effectively is proved 
by the fact that no less than 68 leading jobbers lend it their 
financial and moral support. 
Let us make that support 100% from the jobbing branch of our 
industry. 
4 


For particulars as to how this can be done write to 


THE SOCIETY FOR ELECTRICAL DEVELOPMENT, INC. 


Staff Headquarters: 522 FIFTH AVE., NEW YORK, N. Y. 























THE JOBBER’SAJSALESMAN 



























A Three Hundred Thousand Dollar 
Trainload of A BC Electric Washers! 


Sets a New World’s Record. Another 
Example of A B C Popularity Everywhere 


The unrivaled values offered by the latest model 
A B C Electric Washers have captured the 
country! Dealers are breaking all records. 
They report that the A B C is the best-selling 
line of washers on the market. 

As a result, A B C’s are not only being ordered 
by carloads, but by solid trainloads, too! 


Consisting of 35 cars loaded with considerably 
more than 2,000 A B C’s—three hundred thou- 
sand dollars’ worth—the latest trainload left 
Peoria on July 1st. This was the largest ship- 
ment of washers ever made in the entire history 
of the industry. 

It went to A. A. (Washer) Wilson of Los 
Angeles. For years he has retailed and distrib- 
uted the A B C Line in Southern California. 
Mr. Wilson operates eight retail stores himself. 
A short time previous, another trainload was 





shipped to the Morton Electric Company, re- 
tailers and distributors of A B C’s at St. Louis. 


These trainload shipments clearly indicate what 
veterans in the business think of the A BC. 


And the A B C is meriting such faith. Just 
recently, to cite one example, 706 A B C’s were 
sold in thirty days at Philadelphia, by a single 
dealer. 


Another dealer, at Cleveland, sold 83 A B C’s 
in two weeks. Even the small towns are no 
exception. At Aledo, Ill. (population 2,200) 
8 A B C’s were sold in three days by one dealer. 
So it goes. 

The A B C Line includes the three popular types, 
dolly, oscillating and reversing cylinder. The 
price range, $55.25 to $150, provides a washer 
for every prospect’s purse. It is a line upon 
which a dealer can profitably concentrate. 





A BC Electric Ironers. 

Equipped with motors or to b 

operated by A B C washers. 
$113, $145 


ABC ‘*Alco’”’ (dolly-type) A BC Oscillator, full 6-sheet 
Washers. Single and double tub. size, copper tub. Greatest value 
Power and electric. ever offered in electric oscillators. 


$55.25 to $106.25 $99 


ABC Super Electric Wash- 

ers, full cabinet models, are the 

finest washers on the market. 
$135, $150 


All prices quoted are retail, east of Colorado 


ALTORFER BROS. COMPANY, Peoria, Illinois 
Pioneer and Leading Makers of Washers and Ironers 








New York San Francisco Brantford, Canada 
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Recéadee Spotlight 












There’s an Eveready Flashlight 
complete for every purpose from 
$1.35 up to $4.00 
Ti. Re ee ee 







{VEREADY FLASHLIGHTS) 
and BATTERIES 


A source of continuous business for the!” 
jobber’s salesman. Every Flashlight case his| 
dealer sells means a permanent increase in| 
his own regular batch of battery orders. Andi 
what a talking point this is to get a dealer = 
interested in pushing sales of Eveready cases) > 
—every case he sells brings him constant battery ‘ 
reorders with practically no sales effort. 


The further fact that Eveready Flashlight Batteries fit 
and improve all makes of flashlights, and are therefore 
in more universal demand, is a logical reason why the 
salesman and his dealers should 
concentrate on Eveready. 























Besides, what an appeal to the dealer 
in the Unit Cell! Only 2 sizes to 


carry in stock —little investment; 
















e UNIT cen 
bees 
IN COMPANY 
ee ae - 
\. or apoio FO / 
“ade in uS* 4 


frequent reorder; quick turnover; 









bigger profits. 









NATIONAL CARBON COMPANY, Inc. 


H Eveready Batteries fit and im- [> ~ x 3 
Long Island City, N.Y. prove all makes of flashlights. Pe, 


They give a brighter light and 
last longer 





Atlanta Chicago Cleveland 
Kansas City San Francisco 


EVEREADY 


FLASHLIGHTS 
& BATTERIES 
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HE steam and heat of the food packing plant, the dust and grit 
~ of the cement mill, the humid lint-laden atmosphere of the tex- 


tile mill—all adverse service conditions such as are found in many 
classes of industry, have but little effect upon the life and reli- 
ability of R & M motors. Their low temperature rating (40°), 
thoroughly moisture-proof windings, dust-protected bearings and 
sturdy construction insure long, reliable service, however severe 


the operating conditions may be. 


Distributors and dealers who have supplied R & M motors for 
plants where they are subjected to unusual service conditions, 
find the experience of such users a big help in selling other sim- 


ilar prospects on the idea of electric motor drive. 


THE ROBBINS & MYERS COMPANY 
SPRINGFIELD, OHIO BRANTFORD, ONTARIO 


on & Myers —— 





























